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VAUGHAN & BUSHNELL 


Created through store and consumer research... 
designed to rate high in retail counter sales 


Here’s a sales-boosting brush rack which puts the high- 
profit Wooster Brush Line invitingly before customers— 
sells them for you; silently urges customers to buy! 


@ more brush sales per square inch of 
counter space 


every brush individually packaged for 
maximum protection 


color combinations scientifically selected 
to gain maximum attention 


one of each model within easy reach 
of every prospect 


units to fit every type and size of retail store 
assortments to suit every householder’s need 


choice of 100% pure bristle or 100% pure 
nylon brushes 


Get details from your Wooster distributor-salesman 














how a lock is made 


keying procedures 


powder metallurgy 


movies 


Avy reasonable poll or survey will show Nicholson and 
Black Diamond files the first choice among top mechanics, 
toolmakers, fine-instrument makers — where precision filing is 
highly important. You’ll find them equally popular in indus- 
trial plants where fast filing is a production “must.” ...On 
farms where mechanized methods and equipment demand 
ready repair facilities. . . . In home workshops where fine tools 
as well as fine accomplishments are owners’ pride. 


Unquestionably, the hardware retailer’s field for the sale 
of quality files has widened greatly in recent years. 


Whatever the requirement, the superiority of Nicholson 
and Black Diamond files shows up in results — through correct 
design, accurate cut, proper hardening, uniformity, and maxi- 
mum wear. Shown here are some of the types most generally 
carried by hardware houses. They represent the most popular 
primary assortment toward having on hand The right file for 
the job. Your hardware wholesaler will gladly help you select 
the right stock of cuts and sizes for your specific trading area. 


(1) MILL—for smoothing, edge-sharpening, large-tooth-saw filing. 

(2) TAPER—Regular, Slim, Extra Slim, Double Extra Slim—for small- 
tooth-saw and other delicate filing. 

(3) FLAT. (4) HALF ROUND. (5) ROUND. (6) SQUARE. 
(7) PILLAR. (8) KNIFE. (9) THREE SQUARE. Mostly 
double cut—for fast stock removal. 


(10) WOOD RASP-—flat and half round types, for woodworking. 

(11) SHOE RASP-—with many uses, on wood, metal, plastics, etc., 
as well as leather. Half round; half of each side rasp cut, 
other half file cut. 

(12) HANDY FILE—with forged-on handle; two types of cut— 


single on one side, double on other. 


FREE BOOK, “FILE Fitosopny,” on kinds, use and care of files... . 
48 informative, illustrated pages. Invaluable for salespeople’s “schooling” 
on files. For copies, write to— 


ite NICHOLSON FILE CO., 25 ACORN ST., PROVIDENCE 1, R. I. <B> 


u.8.a. (In Canada, Port Hope, Ont.) 
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CHAIN ALWAYS SELLS 


@ People are always buying chain. The volume of chain you sell depends on your 
stock and how you show it. 
The AMERICAN No. 203 HANDY CHAIN is a number one item for you to stock. It 
is used as a safety chain for trailers and outboard motors, as a tie-up chain for boats 
and bikes, and for bundling and holding lots of things. The AMERICAN CHAIN SALES- 
MAKER is the best display ever devised for you to sell chain from. It gets chain out 
where your customers can handle it. That sells chain. 
Call your AMERICAN CHAIN wholesaler who sells the com- 
plete chain line. You can get anything you need from him. 
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ust Among Ourselves 


Informal Editorial Comments 


Do You Know What 
You Have in Stock? 


Most dealers are slowly working out of the 
credit jam they found themselves in after the 
heavy buying of a year or so ago. Credit men 
tell us that most stores have worked off enough 
inventory to put them again in a liquid position. 

That’s all to the good, but many dealers could 
still work off more inventory if they actually 
knew what they had in stock. 

If you ask the average store manager if he 
knows what he has in stock, he’ll say, of course he 
does. But check him sometime. Take some com- 
mon item, as hammers, or screw drivers or pliers, 
and ask him to tell you what he thinks he should 
have in stock, especially with respect to popular, 
fast selling items. 

Then check the actual stock. You'll be sur- 
prised at how this will turn out. In many in- 
stances where this check-has actually been made, 
it has turned out that the good sellers were either 
very low or out, while there was an over stock on 
the slow movers. 

I recall one instance where a check like this 
turned up a number of hammers still bearing a 
tag with an OPA eeiling price. 

It doesn’t take much figuring to realize that 
these hammers must have been bought while 
World War II was on and still hadn’t been sold. 
And if they had been sold this year, the dealer 
was’ losing money by not keeping the prices up to 
current levels. 

Stock control costs money, but it also makes 
money for you. It prevents over buying. It pre- 
vents outs on popular items. It puts the spotlight 
on slow movers that should be moved off the shelf 
some way or another. It helps you build turn- 
over, and that’s where the real profits come from. 

A well run, profitable store is one that has a 
complete stock, balanced with consideration for 
demand. Good stock control helps you keep more 
funds available for operations; it can help mini- 
mize your trips to the bank for credit. 

Too many stores ignore stock control, despite 
the fact that it one of the most important phases 
of store management. 

Why not check yourself. Take a wholesaler’s 
catalog and go over the hammer line, noting what 
you-think should be in stock for each model, then 
take an actual count. You'll most likely be very 
much surprised. 


HARDWARE AGE, SEPTEMBER 4, 1952 


By W. A. Phair 


It's Time To 
Start Planning 


Over the past month or so I’ve had a chance to 
visit several different sections of the country and 
in each area I was impressed by the fact that 
many signs point to the likelihood of a good Fall 
and Christmas business. 

In many areas, retail hardware sales began to 
improve in July and are still showing an upward 
trend. 

While the future looks favorable, no retailer is 
going to get any real value out of this improve- 
ment simply by opening his door and waiting for 
customers to rush in. 

The department stores, the chains and your 
other competition have also noted the signs of 
improvement and are already making elaborate 
plans for attracting this business. 

They will succeed in doing this, if you let them. 

Over the next several issues HARDWARE AGE will 
publish many articles on successful sales building 
ideas used by other dealers. You can get many 
worthwhile ideas from reading these reports. 

The next issue of HARDWARE AGE will be the 
annual Christmas Merchandising Guide which will 
give you detailed suggestions on what can be done 
to develop a profitable Christmas volume. Watch 
for this issue; it will have many valuable ideas 
for helping you make more money. 

Many wholesalers are holding merchandise ex- 
hibits where you see and feel the latest in hard- 
ware merchandise, in toys and in giftwares for the 
Christmas season. ; 

Many wholesalers are also unveiling their holi- 
day consumer broadsides available for dealer use. 
Check these over now and decide which ones you 
will use. 

There are many, many things you can be think- 
ing about right now that will help you get your 
full share of the improvement in sales. Your 
competition is doing its planning now. It’s also 
time for you to do it. 


Make a Date For 
The Hardware Show 


While talking about the importance of keeping 
up to date on new hardware merchandise, don’t 
overlook the opportunity for attending the Na- 
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tional Hardware Show in New York in October. 

This snow is a must trip for many hardware 
dealers and wholesalers’ buyers. At this show 
you’1l find more hardware merchandise on exhibi- 
tion than at any other show in the country. You'll 
be able to see, feel and talk about the new models, 
new packaging, etc. 

This show will be held in New York, Oct. 6 to 10. 
We'll have more information on it for you in the 
next issue. 

In the meantime, you can get more information 
and help in making hotel reservations by writing 
the National Hardware Show, 331 Madison Ave., 
New York 17. 

Or drop us a post card and we'll see that you 
get information. And plan on stopping in and 
visiting us while you are in New York. We’d 
like to show you what goes into the editing and 
publishing of a modern business magazine like 
HARDWARE AGE. 





Attacks on Fair Trade 
Already Underway 


Although Fair Trade is barely two months old, 
its opponents are already hacking away at the 
new law. 

An operator of a chain of stores who was suc- 
cessful in the past in challenging Fair Trade is 
again inviting a law suit by violating Fair Trade 
prices. 

This operator uses his newspaper advertise- 
ments to pose as a friend of the consumer and to 
attack Fair Trade. It makes a good sales promo- 
tion for him, but what does it do for you? 

For one thing, it demonstrates the need of the 
independent hardware store for Fair Trade. For 
example, this chain is selling a toaster for $7 un- 
der the Fair Trade price. Shotgun shells are 
being cut 53¢ a box. Fishing tackle is cut about 
$4.75 on a $17.00 set. 

For many hardware stores these are bread and 
butter items, and no dealer can stand meeting 
this type of price cutting. Nor can this store. 

It’s the old loss leader game all over again, but 
meanwhile it ruins your business. 

I have in front of me a direct mail piece on 
housewares, power tools, appliances, etc., issued 
by a New York discount house. The prices in this 
folder represent cuts of 25 to 50 pct from Fair 
Trade levels. 

On of the bottom of a page of this folder is 
the following statement: “The prices listed in 
this special bulletin hold only while the mer- 
chandise is in stock. Due to the new Fair Trade 
law we cannot guarantee these prices once present 
stocks are depleted.” 

If an independent hardware dealer wants a 
good reason for fighting for Fair Trade, there 
it is. 

I know that running a store today takes 28 
hours a day just to keep every day matters under 
control. But this fight to preserve Fair Trade is 
important. 

It’s worth an extra effort to find a few moments 





Make this your slogan— 
From now to November 


See You at the Polls 











each day to drop a note or a post card to your 
wholesale suppliers, to manufacturers and, above 
all, to your Congressmen telling them that a 
strong, enforced Fair Trade law is vital and that 
you favor it. 

You can strike a real blow against the discount 
houses by helping build a strong Fair Trade law. 

In the meantime, we will watch with interest to 
see what steps the manufacturers of Fair Traded 
items will take to handle this violation. 





What Does It Take 
To Sell Power Mowers? 


A recent report tells of a Western supermarket 
that is finding considerable success in selling 
power mowers. 

Listen to these figures: They sold 800 mowers 
this year; next year they expect to sell 4000. 

How do they do it? The store says their suc- 
cess is based on having a good brand name, com- 
petitive prices, convenient credit terms and sell- 
ing enthusiasm. 

There’s certainly nothing mysterious about 
those conditions. 

What’s their selling technique? Well, every 
mower on the floor is assembled, filled with gaso- 
line ready to run. A salesman can show a cus- 
tomer how easy it is to start the engine and how 
simple it is to manipulate the mower. 

There’s nothing new about that. We’ve sug- 
gested that here many times, and mower manu- 
facturers have been recommending just that for 
hardware dealers for many years. 

What does this supermarket do about service? 
They just assure the customer that service is 
readily available. 

Any hardware store can do what this super- 
market is doing, but of course on a smaller scale. 
In fact, you can do more than this supermarket 
does . . . you can offer service and repairs from 
your store. 

If you were selling in this supermarket’s area, 
I think you’d find it a distinct selling advantage 
to tell a potential customer that he could get ser- 
vice from the store where he bought the mower. 
When a consumer buys a mechanical item, ser- 
vice becomes an important sales point. 

This situation seems to me to emphasize again 
the value to a hardware store of having a service 
department. Once you get into it, its possibili- 
ties are almost endless, ranging from mower ser- 
vicing to key making. 

A service department can be profitable in itself. 
It gives you selling advantages and it builds 
traffic. 
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You can stake your reputation on 


LOCKWOOD CLOSERS 


And Lockwood backs you up on this with its 2 year unconditional guarantee. 





Proof of dependability in Lockwood door closers lies in the years of trouble-free 


service they are giving some of the most heavily traveled doorways in the world. 








Super Powered Spring 
guarantees normal closing 
speed under extreme draft 
conditions. 


Friction-Free Power from exclusive Lock- 
wood ball-bearing suspension. 





Leak-Proof Gland and 
Splash Chamber ensures 
year-round maintenance-free 
performance. 


Oversize One-Piece 

, Shaft and Pinion 
eliminates all failures 
from twisting, bending 
or shearing. 





GUARANTEE 


Lockwood ball-bearing 
door closers are uncondi- 
tionally guaranteed for 2 
years, except when mis- 
applied or abused. 


Deluxe Screen and 
Storm Door Closer — 
Totally enclosed, extra- 
powered spring. Additional 
bumper spring prevents 


: 
eee Sen Rees Sey THE FINEST DOOR CLOSER EVER MADE 


is excessive. 


ages 


LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 





HARDWARE AGE, SEPTEMBER 4, 1952 9 

















2 shing ton 


NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Resistance to Higher Prices 
May Mean Some Cost Absorption 


Possibility of buyer resistance in the coming months 
may result in cost-price squeezes at several levels of 
distribution, including retailing. 

Issuance of a government ruling which would per- 
mit businessmen to pass on the higher prices of man- 
ufactured goods may be nothing more than an abstract 
piece of literature if the public is going to balk at 
paying higher prices. 

The economic forces tending to stir up a new round 
of inflation this autumn may be slowed down substan- 
tially by diminished purchasing power. 

Even a moderate lack of customers for appliances, 
housewares, and some home furnishings would quickly 
cool manufacturers’ enthusiasm for sharply-increased 
prices. 

Large stocks of “hard goods” such as refrigerators, 
vacuum cleaners, and other appliances that now fill the 
pipelines of distribution must be moved. Real selling 
effort must be called at both wholesale and retail levels. 


OUTLOOK—Rough-and-tumble competition 
lies ahead, at every level of distribution, 
should this “soft market” situation develop. 





® 


become an economic necessity. Government 
experts predict that cost-absorption will be 
confined to the manufacturing level in many 
cases. 


Control Agencies Stymied 
By Higher Metal Prices 


Pricing action which reduces the cost squeeze on 
steel, copper, and aluminum fabricators exposes a 
basic lack of tight gearing between component agen- 
cies in the government controls structure. 

When producers of these materials were accorded 
price increases, the next logical step was for manufac- 
turers using these metals to petition OPS for relief 
from higher costs. 

Hundreds of durable goods manufacturers are apply- 
ing to the agency for permission to pass along result- 
ing increases. OPS officials sized up the chore that a 
new price-adjustment action would entail as a tre- 
mendous task. 
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Some absorption of higher costs then will | 


Farther up the line, in the Economic Stabilization 
Agency, there is apparent realization that the price 
boost cannot be isolated at the manufacturing level. 

ESA shows an inclination to believe, also, that the 
higher costs of materials, labor, and freight can be 
considered as unrelated factors. Therefore, this agency 
offers little stimulus to OPS to get out an order suit- 
able to the needs of manufacturers and distributors. 

The cost pass-through question was taken up and 
approved by high level composite known as the Na- 
tional Advisory Board of Mobilization Policy. This 
board, with authority only to recommend action, ap- 
proved a formula allowing manufacturers to hand 
along higher costs of materials and some labor and 
freight increases. 


OUTLOOK—Amount of actual price control 
that can result from the official government 
set-up is questionable. Passage of more and 

% more authority to business appears inevitable. 
Manufacturers, for example, can lessen cost 
increases retailers must pay by careful han- 
dling of high-priced basic metals. 


Cutting Off Building Credit 
Curbs Seen As Relieving Slump 


The Administration’s concern over the slump in 
sales of new homes is being relieved somewhat by the 
strong probability that the Federal credit rules (Reg. 
X), which fix down-payment requirements will expire 
before the end of September. 

Congress stipulated early this summer that the 
down-payment rules must be abolished when home- 
building activity drops below an annual rate of 1,200,- 
000 new homes for any three-month period. 

Starts on new homes during June and July were well 
below this figure, and preminiary estimates for August 
building activity show that total housing starts for the 
month also will miss the mark. 

Home builders are jubilant over this trend. They 
have long felt that Regulation X deprived many per- 
sons of the opportunity of buying homes because of 
the stiff down-payment requirements. 

They anticipate a spurt of home construction figures 
that usually sag with the approach of winter. 

(Continued on page 110) 
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McKINNEY 


DESIGNERS 


AND MANUFACTURERS 


OF QUALITY HARDWARE 


SINCE 1865 


MANUFACTURING COMPANY 


1715 Liverpool St., Pittsburgh 33, Pa. 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVICES 





New Lock Set Design 
Here is a new design in the com- 
pany’s Unit line of lock sets. The 
new 904 design is available in 11 
functions for exterior and interior 





doors. Latch has % in. throw. All 
models fit universal cut-out in edge 
of door. Also available with round 
knob and escutcheon. P&F Corbin 
Div., American Hardware Corp., 
New Britain, Conn. 


Electric Mowers 

Two reel-type power mowers, 18 
in. and 22 in., feature the Flex-a- 
matic clutch which gives one-finger 
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engine control. The two gas-pow- 
ered Davis rotaries mulch as they 
mow, and the new Davis 16 in. 
electric rotary, shown here, is de- 
signed for the small lawn market. 
All mowers for ’53 are styled in 
“sunshine yellow.” G. W. Davis 
Corp., Richmond, Ind. 


Garden Tools 

New line of Speedline small gar- 
den tools retails for 69¢ (73¢ in 10 
western states). Heads are sharp- 
ened, polished steel. Handles are 
ash. Introductory offer consists of 
enameled steel display rack and 
stock of 3 dozen tools in an assort- 





ment of eight items — regular 
trowels, transplanting trowels, cul- 
tivators, forks, weeding hoes, culti- 
vator hoes, hand rakes and lawn 
weeders. Union Fork & Hoe Co., 
Columbus, Ohio. 


Electric Sander 

This new portable electric sand- 
er, Model 44, can be used for almost 
any sanding purpose. Unique paper 
holder simplifies changing paper. 


Sanding surface is 35% x 9 in., or44 
of standard abrasive sheet. Platen 
orbits at 4250 per min., with an 
orbit diameter of 3/16 in., thus 
eliminating swirl marks. Weight is 





5% Ib. Can be used on 115-volt 
AC or DC. King size bottom plate 
permits sanding in close quarters. 
Knob handle can be mounted on 
either side or in front. Black & 
Decker Mfg. Co., Towson 4, Md. 


Rotary Lawn Mowers 
Two new rotary lawn mowers 

have been added to the 1953 Eclipse 

line. They feature a conversion 
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unit which offers the buyer the op- 
tion of adding power propulsion to 
the hand propelled model at any 
time. Except for this drive fea- 
ture, the two models are identical. 
(Power - propelled units shown 
here.) Powered by 2 hp. Briggs & 
Stratton 4-cycle engine in special 
housing which projects 1% in. be- 
low the cutting knife. Blade and 
engine get extra protection through 
spring loaded flexible coupling de- 
signed to absorb shocks. Through 
a choice of cutting knives, and a 
cutting height adjustment from 1 
to 3 in., mowers can be used for 
trimming, cutting rough growth 
and mulching. Eclipse Lawn Mower 
Co., Prophetstown, IIl. 


Low Price Steel Tape 


New “Royal” Ni-Clad steel tape 
is claimed to be of dependable qual- 
ity but at lowest cost for steel tape. 

















Figures and gradations are in- 
tegral parts of the steel. Nickel- 
plate surface makes it rust and 
corrosion resistant. Has durable 
black markings as well as “instan- 
taneous” markings. Rust-resistant 
welded metal case is covered with 
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FOR THE HARDWARE DEALER 


in hardware merchandise... 


dark green vinyl plastic. Folding 
flush handle. Prices: 25 ft., $3.50; 
50 ft., $4.50; 75 ft., $5.50; 100 ft., 
$6.50 (slightly higher west of 
Rockies). Lufkin Rule Co., Sagi- 
naw, Mich. 


Magnetic Can Opener 


This magnet equipped can open- 
er, No. 33, is a smooth operating 
blade-cutter type opener. A power- 
ful permanent magnet holds the 
cut-off can lids. It has more efficient 
piercing action than previous non- 
magnetic models and is guaranteed 
by the manufacturer. The unit fits 





the Dazey Wall Bracket. Retail price 
is $1.95. Dazey Corp., Carter and 
Warne Aves., St. Louis 7, Mo. 





Plastic Mixing Bowls 


Available in either rigid poly- 
styrene or flexible polyethylene 
plastic, this mixing bow] set comes 
in sparkling kitchen colors as well 
as Styratones. Bowls are deep 
and contoured and can be used for 
hand or electric mixing. The extra 
(Continued on page 78) 








TO HELP YOU 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
. Ae HELPS 


Paint Roller Display 


Blue and yellow display box has a 
flap that folds up and back to show 
the retail price of the Master line 








paint roller. An illustration on the 
flap suggests the ease and sim- 
plicity of using the roller. Also 
printed on the box are concise di- 
rections on how to use and care for 
the unit. The roller itself is light- 
weight, made with all-aluminum 
roller head, and has a hand-fitting 
grip. It works in all paints. A. G. 
Jacobus’ Sons, Inc., Depot St., Ve- 
rona, N. J. 


Pliers, Wrench Chart 


A Comparative Chart of Pliers 
and Adjustable Wrenches is a care- 
fully compiled table which cross- 
refers and compares the numbers 
of 31 manufacturers of pliers and 
wrenches. About 144 pliers and ad- 

(Continued on page 94) 
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Source: Dept. of Commerce 











Retail Trade May 
Improve on Threat 
Of Rising Prices 


High prices, to which was at- 
tributed the sluggish condition of 
retail markets earlier this year, 
may result in increased consumer 
buying this fall. 

It won’t be the high prices that 
will stimulate buying, but rather 
the threat of higher prices, which 
appear certain to materialize, trade 
observers believe. 

Rising wages in the steel and 
aluminum industries are certain to 
set a trend for labor, and the con- 
sumer realizes that rising wages, 
without much time lag, will bring 
rising prices—controls or no con- 
trols. 

In spite of the inflationary effect 
of higher wages, they also mean 
spending money for the wage 
earners. 

Personal income in June rose to 
$266 billion, a record mark—$14 
billion more than was being re- 
ceived at that time last year. 

Despite the recent revelation that 
the average family spent $400 more 
than it took in, savings are still 
unusually high, about 7 pct of dis- 
posable income. Savings, however, 
are not being amassed as fast as 
they were in the 3rd quarter of 
1951, when people were saving 9.2 
pet of disposable income. 

One factor whieh portends good, 
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> Retail Inventories Lower 


> Personal Income at Peak 


> Home Construction Increases 


steady business for the hardware 
merchant is that it appears that 
some 1,100,000 new homes will be 
built by the end of the year. 

The supply of finished products 
to consumers has not been too seri- 
ously affected by the steel strike, 
but the strike did serve to reduce 
excess inventories. 


Personal Income At 
Record Level in June 


Personal income hit an annual 
rate of $266 billion in June, an all- 
time high, the Commerce Dept. re- 
ported. This was $1,500,000,000 
over the May estimate. 

The rate of personal income for 
the first six months of this year 
was $263,800,000,000, a rise of 
$14,700,000,000 over the corre- 
sponding 1951 period. 


Wholesalers’ Sales 
Off 5% in First Half 


June wholesale sales were esti- 
mated at $8,140,000,000 by the 
Commerce Dept. The total was 
about the same as for May, with 
adjustment for seasonal factors 
and represented a rise of about 3 
pet over June, 1951. Sales for the 
first half of this year were off about 
5 pet from the corresponding peri- 
od a year ago. 

Wholesalers’ inventories at the 
end of June and on a seasonally ad- 
justed basis showed little change 
from the end of May. 





Factory and Retail 
Inventories Dipped 


Business inventories were valued 
at $68,700,000,000 at the end of 
June, dropping $600,000,000 more 
than normal during the month, re- 
ported the Commerce Dept. 

Factory inventories, amounting 
to $42,148,000,000, were down 
$350,000,000, which was the larg- 
est decline in any category and was 
the result of the using up of steel 
stocks while plants were idle dur- 
ing the strike. 

Retail inventories dropped $250,- 
000,000 to $17,216,000,000. Most 
of the decline was attributed to the 
reduction in floor stocks of auto- 
mobile dealers who were unable to 
get replacements due to the steel 
shortage. 


Western, Winchester 
Reinstate Fair Trade 


The Arms and Ammunition Divi- 
sion of Olin Industries, Inc., which 
manufactures sporting rifles and 
shotguns and sporting ammunition 
under the trade names of Western 
and Winchester, has reinstated its 
fair trade policy. 

J. T. Boone, sales manager of 
the Arms and Ammunition Divi- 
sion, pointed out that the recent 
Congressional action in passing 
Fair Trade Bill HR 5767, enables 


(Continued on page 130) 
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Watch this one 
...or turnover! 





You'll profit from sales turnover when you 
feature a complete department of RB&W fas- 
teners in your store. 


They seem like small items, but actually 
they’re big business . . . great hardware staples 
that people need day in and day out. They’re 
top sellers (as hardware sales figures prove) that 
build traffic for everything you sell. 


And you can stock this profitable product in 
quantity without worrying about style changes 
or damage. Thus, you keep time-consuming re- 
ordering to a minimum. 


You keep handling to a minimum, too.. . 
thanks to RB&W’s unique “upside-down” pack- 
age that prevents spilling. This attractive red 
and green package stands out on your shelves 
. .. Clearly labelled to show in a jiffy the type 
and size you want. 


It will pay you to move fast and order the 
complete RB&W quality line of fast-moving 
fasteners. 


107 Years Making Strong 
the Things That Make America Strong 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 
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AGAIN...t-0-F EASIEST To cuT 


IN DEALER “BLINDFOLD TEST” 


Benjamin DiMedio, Jr., Says: 
“Brand ‘D’ cut the easiest! It took just 
a light stroke of the cutter and the cut ran 
clean and true.” 


Mr. DiMedio, of DiMedio & Sons, Inc. (lumber, mill- 
work, building materials and hardware), was asked to 
cut four brands of single strength window glass—the 
labels had been removed and each 12” x 16” piece was 
identified only by a letter (A, B, C or D). 

He tried cutting them in different order. He took 
different sized cuts. He tried angles and curves. Still 
“1D” was best! .. . ““D” was L:O°F. 


Ey LIBBEY-OWENS-FORD che easy-to-cut WINDOW GLASS 





You’ll get fewer uneven cuts, less trouble—less 
waste and more profit—with L°O-F. Why? Because 
slow annealing makes L-O-F’s window glass less brittle. 
So it’s a better buy for your customers, too. 

If you do not stock this quality sheet glass, order 
from your nearest L-O-F Distributor. These local busi- 
nessmen are listed under “Glass’”’ in the yellow pages 
of phone books throughout the country. 

Try The “Blindfold Test’’ Yourself! 
Get some L-O-F Glass from your Distributor. Cut it 
and compare it with any other brand of window glass. 
You'll see why you’ll have less waste and more profit if 
you specify L°O-F when you order window glass. 
Libbey-Owens’Ford Glass Company, 6792 Nicholas 
Building, Toledo 3, Ohio. 





5 
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C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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(Advertisement) 








Gentlemen: 


In 1948 I had my home built at the address below and after living there about six 
months my cellar started to leak from several places along the seam and walls. At 
first I didn’t pay much attention but the following Spring after a rain, it leaked 
worse. I called the Research Laboratory of Rutgers University in New Brunswick 
and was informed that in order to make the cellar 100% dry proof, I would have 
to have the outside dug out and have the footing and walls retarred. 


Needless to say, it was going to be a big job and an expensive one too, because 
several contractors wanted from $350.00 to $450.00 to do the job. The upstart was 
I couldn’t afford it, so in August 1950 I was transferred to Korea and when I re- 
turned last year (1951) my wife told me the cellar was worse, anywhere from 40 
to 60 buckets of water coming in during and after a rain—in fact, if it looked like 
rain, it would start coming in, almost. Then there was always the dampness and 
musty smell after or during the dry-up period. 


Several months ago my wife heard from a party about your KAY-TITE and nor 
being sure, I visited this party and he showed me his results—a dry cellar, although 
his was not leaking—only dampness. So what did I have to lose by getting several 
cans, which I did. I put two coats of KAY-TITE from the base to about 114 feet 
up the wall. I also discovered I had several large holes and without a word of lie, 
after reading the directions carefully, then applying KAY-TITE, I have a dry cellar. 
Not a drop of water or dampness. As you no doubt know, we have had quite a 
lot of heavy rain these past several weeks. Now I intend to do the whole walls up 


to the ceiling. 


The reason I am writing you, Gentlemen, about KAY-TITE is I want to say I’m a 
W NCHE 


grateful and pleased beyond words. You not only gave me a nice dry cellar but 
you also saved me a lot of money and time. I wish you could send someone over 
and just see the good results of KAY-TITE, and my cellar was really bad. Try and 
send someone before I finish the rest of cellar. 


I’ve had quite a lot of people over and they all agree. At present I’m stationed in 
Philadelphia and a few persons tell me they can’t buy it here and last week I bought 
four cans for a friend of mine who lives in this area, so he could dry his cellar. 


In closing, many, many thanks because for the first time my children and we can 
really enjoy our cellar now—because KAY-TITE makes it dry and cozy. 


Respectfully yours, 
(signed) H. J. Kupper 


TO KAY-TITE 


WEST ORANGE, NEW JERSEY 


From Msgt. Hubert J. Kupper 
U.S.M.C. 
148 Second Street. Dunellen, New Jersey 
February 5, 1952 








HARDWARE AGE, SEPTEMBER 4, 1952 
HARDWARI 











“YOU CAN SELL 


TOOL KITS 


at comp 
DISPLAY IN ITSELF! 
> in "ondy. Durable Metal 











| 5 OP Ge ay 18) 


WRENCHES a 





. 


AMAZINGLY SMALL INVESTMENT 
BRINGS YOU THIS COMPLETE 
ASSORTMENT FOR IMMEDIATE RESALE! 
These popular tools sell on sight to motor- 
baaNATION ‘x ists, farmers, shops and homes. Display ‘em 
WRENCHES ay and you'll sell ‘em. Start now and get your 
4 share of this fast-moving, profitable business. 







Guaranteed Hot-Forged OPEN END 
<4 WRENCHES 

eSOCKET KITS 4 
Rugged, Handy, Compact a 


© WRENCH KITS 


Popular, Fast-Selling 
e UTILITY KIT | 
SOLD ONLY THROUGH AUTHORIZED JOBBERS V4 go 


.-INCH SQUARE © INVESTIGATE TODAY—CONTACT YOUR JOBBER 
DRIVE SOCKETS NOW! OR WRITE DIRECT. 









UTILITY 
ifele)s. 













INCH SQUARE 
DRIVE SOCKETS 







INCH SQUARE 
DRIVE SOCKETS 
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THIS LOCK See how it speaks their language, especially when they ask for asub- 
—- stantial lock for a front door. Or for a dependable back door lock. 


44 


A Or locks for bedrooms and bathrooms, or latches for closet doors: 
First, hand your customer a ‘‘4500”’ demonstrator set. Point to the 
name SARGENT on the front plate. He recognizes the brand, and 
remembers the favorable impression he has often received from 


long-time Sargent advertising. 


TO YOUR CUSTOMERS Then let him turn the knob and feel the smooth, easy action. 


Separate latch bolt spring and knob hub springs operate “‘as 
smooth as butter.” His touch tells him that. 


Same way, his eyes take in the beauty of the tulip shaped knobs 
and the well proportioned design of the roses. Make sure, too, he 
has a chance to see the other finishes—especially the anodized 
ALUMINUM that is such high style right now. 


Then mention these added benefits: Easy to install; just bore two 
round holes. See how easily the roses adjust to eliminate off- 
center application. No screws to come loose and fall out of thej 
roses. And brass and rust-protected working parts. 


Just give SARGENT ‘‘4500” Locks a chance to “‘talk’”’ to the 
customer, and they do an effective job of selling themselves. 


* * * 


(Would you like a reprint of this ad for your clerks? It might help 
them remember the chief sales points of this fast-selling line. Write 
Dept. 1J and tell us how many.) 


SARGENT AND COMPANY 


New York - NEW HAVEN, CONN. - Chicago 


Byjilders Hardware and Fine Tools Since 1864 
HARDWARE AGE, SEPIEMBEK 4, 1952 HARDWAI 
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Here’s NEW BEDFORD’S 
triple play for profits 


Pre-measured rope —in three 


sizes of self-dispensing cartons 


VN Malem -> 4100 Me del3 2. 


3 BIG REASONS 
why you can’t afford NOT to stock New Bedford Rope 


You can be sure of the right rope length — no guesswork — rope factory-marked in 
red every ten feet, New Bedford pre-measured, packaged rope is easier to handle, 
easier to sell. And there’s no extra charge for this feature. 


No extra charge for the carton...these attractive self-dispensers sell themselyes. 
Printed red for manila, green for sisal, they use negligible floor space. Stack "em in 
pyramids, stack ’em on edge — any way you stack ’em they make a sure-fire rope- 
selling display that’s really efficient. And look at these additional built-in features: 


*All-enclosed carton keeps rope factory-fresh, free from dirt, dust and grease 


*Rope stays snarl-free—no collapsed coil 
confusion 


*Easy-to-read specification panels mean find- 
ing the right rope fast 


No double inventory ... cartons contain full or 
half-coils. You can keep a single stock for each 
rope size from 7; to 3% inches. Easier, quicker 
to sell by foot or pound—complete units elimin- 
ate remnants. 

Sell rope the New Bedford way . .. make your 
rope sales really pay. 

Write today. 
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NEW BEDFORD CORDAGE COMPANY 
NEW BEDFORD, MASS. 


i Rush me full details 

[_] Please send me introductory trial order: Manila Sisal (J 
> 5 enn a 

gp CN eesesinicicepesetinp cnn 


ee 


Address. 





Town 





My Jobber is___ 











BIG MONEY, BIG PROFIT 
FLOOR SWEEP FIELD 






A moderate stock of these 
quality sweeps, specially se- 
lected for hardware dealers 
and tailored to every floor 
surface, mean a-Big Market 
for you. 






JUSTRITE... 
For light and me- 
dium heavy dirt 
over smooth floors 








You can sell stores . . . res- 
taurants . . . service stations 
and garages; banks 

schools . . . offices and hospi- 
tals—plus hundreds of home- 
makers in your own commu- 
nity. These, and anyone with 
a floor surface to clean, can 
quickly be shown that ‘‘push- 
ing” dirt with an Oxco sweep 
is the easiest way, because 
floor sweeps cover more area, 
with a single, non-tiring mo- 
tion; raise less dust and give 
longer wear than ordinary 
brooms. ; 


Stock these 5 Oxco styles and 
your investment is low—your 
stock turn steady—your dol- 
lar profit much larger than 
the average hardware sale. 








CHOCTAW... =|) 
Sweeps light and 
medium heavy dirt 
over smooth or dry, 
rough floors 











FAVORITE... Simi- 
lar to CHOCTAW, 
but lower-priced 












SINGAC...Sweeps 
heavy and caked 
dirt over roughest 


Your nearby jobber has ade 


all the details and prices 
in Oxco’s colorful new 
Catalog Sheet. Phone 
him today and have his 
salesman call. én 








NE 





GARAGE .. . For 
extra rough floors 
with heavy-caked 


OX FIBRE BRUSH COMPANY, INC. 
dirt—wet or dry 


eacosarca SalebGiehed (S06 = maaviane 























the Product 


RUBBER 
RISER 
CARPETREDS 


The only stair tread to provide the beauty of 
carpeting at a fraction of carpeting's cost. 
Exclusive design — contour molded to fit step 
nosing snugly. Flexible riser provides permanently 
neat fit. Extra thick where wear is heavy. Five 
popular colors. Two convenient sizes. Also 
available: AKRO Landing Mats in matching 
texture and colors. 





low-priced 


* 
;tairwoy glamor! . 


~ RUBBER 
WISER S 
CARPETREDS 


x the beauly 
fraction of ¢ 


ULNED 
Reams Better tomes 


of corpetind a : | 
orpeting’s © ass 


ind Gardens 


Colorful NATIONAL 
ADVERTISING pre-sells 
AKRO Riser Carpetreds for 
you. Watch for AKRO 
advertising in GOOD 
HOUSEKEEPING, BETTER 
HOMES & GARDENS and 
_ LIVING FOR YOUNG 
HOMEMAKERS. These ads 
will have 70 million women 
wanting and looking for 
AKRO Riser Carpetreds. 
Be sure they can buy 

"em from you! 





slightly highe! ra name of ae 
pa your Uoverer oor ow 1, onI0 
we BUXBAUM COMPA oo 






Average unit sale of AKRO Riser 
Carpetreds is a high $22.87. This 
is the kind of sale that does big 
things for your profits and 
volume! It's the kind of profits 
and volume you enjoy when you 


carry AKRO Riser Carpetreds! 


“Extra thick where 
wear is heavy’”’ 





COMPANY 


CANTON |, OHIO 


makers of the AKRO line of fine rubber housewares 
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IN TABLEWARE — 


WAULACE LEADS 


with smart packaging... high quality... budger prices / 
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rmanently 
. Fi waa : . , 
in Also In volume-building displays . . . in eye-catching 
matching packaging . . . in smartness of design and construction 
nd colors. 


... it’s Wallace for fall selling! Wallace craftsmen have 
created “Trellis” and *‘Fleetline”— handsome, graded 
stainless patterns\to lead the high quality, 





popular-priced line for fall. See your Wallace 
salesman or jobber for complete merchandise. 
displays and promotional details. 


You can’t miss with Wallace! 
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#828 —A low-priced yet durable line of spoons, forks and knives 
in a new and popular design. Carbon steel base, double coated 
with pure Malacca tin. Bright and lasting finish. 


FLORETTE—A distinguished steel base, silver plated -pattern. 
Knives have stainless steel blades, silver plated handles. A very 
popular seller. 

ADMIRAL — This stainless steel pattern has a lovely, burnished, 
lustrous finish. Quality and value make it outstanding in its 





price class. 
LAURIE — Stainless steel with a bright mirror lish finish. 
Dinner knives are two-piece all stainless steel. © pattern is 


neat and smartly styled. 


WALLACE BROTHERS 


Division of R. Wallace & Sons Mfg. Co. 
WALLINGFORD, CONNECTICUT 


AUM 
ANY 


1, OHIO 


usewares 






R 4, 1952 





HARDWARE AGE, SEPTEMBER 4, 1952 





NOW ! THE GREATEST HEATER 
LINE IN COLEMAN HISTORY 


Models for OIL » GAS + LP-GAS 
FEATURE-PACKED * FUEL-SAVING * EYE-CATCHING » BACKED BY A FAMOUS BRAND NAME 


Here are heaters that sell—Coleman’s full line for all fuels. Designed and engineered for 
top leadership in the space heater field. Nothing beats a Coleman for heat-making efficiency, 
fuel-saving economy and showroom appeal. Nationally advertised — the Coleman reputation 
for quality, service and performance assures quick acceptance anywhere —any time. 
Be ready for the buyers who demand tested-best performance — the kind Coleman delivers. 


MODEL 56 


Circulates warm air, 
radiates heat, 40,000 BTU input. 
A low “cost heat-producer. 


GAS and LP-GAS seasitany sstea 


heaters with smart fashion finish. Non-visible- or 
visible-flame models — the visible-flame shows red 
in less than a minute. Outstanding beauty of design, 
Seam-welded Combustion Chamber, Porcelainized 
Pressed Steel Burner for high heating efficiency 
at low cost. Also Built-in Draft Diverter and Auto- 
matic Safety Controls. 

Top in Beauty, Bottom in 


Price —— y $ $5995 


MODEL 873 


The industry's top heater. 
Radiant-circulator with side doors 
that open out for quick warm-up. 


OIL A dazzling array of style leaders in wide 
heating capacities. Circulators, Radiants. Exclusive 
Fuel-Air Control saves up to 25% on fuel. Here 
are other sales-making Coleman exclusives: Low 
Draft Burner, Oversize Heat Exchanger, Direc- 
tionair Power Blower (optional) that spreads 
more warmth at floor level. 


i Fastest Selling Heater in 
America $5995 tess tank 


Low-cost heet-making efh- 
ciency has been packed into 
this Coleman home beauty. 
40,000 BTU input, efficiently 
designed to give great warm 
air circulation. Handsomely 
styled, fully automatic. 
Models specially engineered 
MODEL 52 for LP-Gas. 


Sensational value. Small in 
size, a giant in performance. 
35,000 BTU model with 
famous Coleman engineering 
perfection built-in to turn fuel 
into low-cost heating comfort. 
One model in a complete line 
—a model for every purpose, 
one for every purse. 


MODEL 871 
COMFORT COSTS SO LITTLE WITH A 
AMERICA’S LEADER 
IN HOME HEATING 
THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 
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NATIONAL HARDWARE 


SHOW 


NEW YORK OCT. 6-10 


BOOTH SPACE 30 


GRAND CENTRAL PALACE 


\_ 





tool to another. 
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Central Palace. 








1214 THIRD STREET SOUTH 
MINNEAPOLIS, MINNESOTA 











To enlarge its present line of tools 
to the most complete line in the 
nation, Shopmaster presents the 
new Shopmaster Universal Com- 
bination Tool . . . a circular saw, 
wood lathe, disc sander, vertical 
and horizontal drill press . . . 
in one. Developed on a practical 
. .. yet revolutionary new con- 
venient machine design, it is uni- 
versal in its convertibility to 
grinder, buffer, router, drum sand- 
er, and shaper . . . takes less than 
a minute to switch it from one 


Also previewed for the first 
time will be Shopmaster’s spec- 
tacular new 20” Jig Saw of Shop- 
master recognized high quality 
...economy-priced Tilting Arbor 
Saw. See these, plus the complete 
tool line, in Booth 30, Grand 





YOU Can be 
“CIRCULAR SAW HEADQUARTERS} 


(F 


NO. 


with a Full Line of Saw Blades from a 
Single Source...for All Machines...with 


SIMONDS 
SI-CLOWE 


SAW LINE 


Dealers are all set up to reap a whirlwind of profits 
with this complete new line of high quality, popular 
priced saws for home workshops, schools and building 
contractors. Made of Simonds own Electric Furnace Steel 
by experienced sawmakers using modern machinery 
and precision production methods, SI-CLONE SAWS 
are unexcelled for quality and performance, are FULLY 
GUARANTEED, come attractively packaged and are 
nationally advertised. The complete line includes 13 
types of saws up to 12” in diameter and is available 
with round or special shape centerholes for all makes of 
machines. IMMEDIATE DELIVERY FROM STOCK. 

The Combination “Package” Offers ‘listed here are 
suggested introductory stocks of the best selling saws 
to make it easy for you to start now to share in the 
profits this new saw line offers you—include a FREE 
COUNTER DISPLAY RACK. Don’t delay — place 


your order TODAY! RETA LERS 


CUTTING: saws) 


EASY-CUT | g 
SAW 


PLANER 
SAW 


| Guarantee 


l] Made ofSIMONDSSTEEL || FLOORING 


CUT-OFF 
NO. 52 ; 


COMBINATIO 


FINE TOOTH 
CUT-OFF 


Special Easy-to-Order 
Introductory 


These COMBINATION ‘PACKAGE’ SUGGESTIONS 
have been arranged to make it easy for you to get 
an introductory stock of the best-selling SI-CLONE 
SAWS include a FREE COUNTER STOCK DISPLAY 
RACK... provide an opportunity for you to add to your 
profits through the sale of this sensational new line 


with only a minimum stock investment 


ORDER NOW FROM YOUR REGULAR JOBSER OR 
THE NEAREST SIMONDS FACTORY BRANCH 


NO. 60 


NO. 54 COMBINATION 


COMBINATION, 
4 


wy 


Furnished with ROUND Centerhole for All Table 
and Radial Arm Machines or with SPECIAL 
SHAPE Centerholes for All Portable Machines 


@@?Ke > 


SI-CLONE SAWS FOR ANY MACHINE SHIPPED FROM SHELF STOCK. 
Send your order to our nearest Branch—Name Your Jobber! 








NO. 14 
ACKAGE 
a! g SI-CLONE Sow _— 


orn 
For Skilsow industrio! Machines 
COMBINATION 


Retail 
selling Price 
) $ 7.00 $ 4.90 
) 12.00 8.40 


0.75 7.53 


( 


No. 60 
Quantity Part Ne 
4 #376 


Retailer's 
Net Cost 


Diam. 
51," (1.75 
74" (2.00 





1.75 § 1.23 


PACKAGE NO. 17 
10 SI-CLONE Saws With 
SKILSAW 


Centerhole 
(For Skitsaw industrial Machines) 
NO. 60 COMBINATION 
Retailer's 


Reta 
Quantity PartNe. Diam. Selling Price Net Cost 
3 #376 «=05%" (1.75) $ 5.25 § 3.68 
4 #377 71%" (2.00) 8.00 
3 #388 8%" (2.15) 6.45 


8 SI-CLONE Saws With 


BLACK & DECKER 


Centerhole 
(For Black & Decker industrial Machines) 


4.52 


5.608 


#HU 1600 él" 
#HU 1800 gly" 
CUT-OFF 
2 #Hu1 
sed 602 6l ” 
2 #HU 1802 g1 7 (1.75) $ 3.50 


# 4 (2.15) 
AILER'S NET PACKAGE Fon 
CE 


$ 2.45 


3.01 
—_ 


ryt (1.75) $ 
~ (2.00) 2.00 1 ~ 


$24.97 
AGE PRICE 35.65 


$24.58 

35. 
35.10 

$10.52 


PACKAGE NO. 19 


Retail Selling Price 
RETAILER's PROFIT 


NO. 60 COMBINATION 
Retail 
Quantity PartNo. Diam. Selling Price 
gPrice 4 #34366 73<” (2.00) $ 6.00 ¢ 4.20 
$10.68 | 4 $34380 914” (2.65) 10.60 7.42 


1 #350 
RETAILER'S 





eT PACK 
N Retail Sellin 


AILER’S PROFIT 


RET 


PACKAGE NO. 15 
18 SI-CLONE Saws With 
Ww 





(For Skilsaw Home Shop Machines) 
ATION 
NO. 60 COMBIN Peal 
i Selling 
Quantity Part No. Diam. 
7 49539 57%" (1.75) $12.25 § 8.58 
7 #10430 814” (2.15) 15.05 10.54 


CuT-OFF , 
2 $9487 5% 
2 $7478 «8%4" (2.15) 


PRICE 
R'S NET PACKAGE 
ame Retail Selling Price 


RETAILER'S PROFIT 


Retailer's 
Net Cost 


(1.75) $ 3.50 $ 2.45 
4.30 3.01 


industrial Machines) 


NATION 
Retail 
Selling Price 
$10.00 $ 7.00 
9.28 


Retailer "s 
Net Cost 


RETAILER'S NET PACKAGE PRICE $25.42 
Retail Selling Price 36.30 


RETAILER'S PROFIT $10.88 











$24.58 








SiIMONDS 
Si-cLon® 
ppc SAWS ms 


High Quelity, Populer Pris 


S 


Here ore the New 


SIMONDS 


SI-CLOM, 
oon SA ws = - 


+, Schools. Contrecte 





WF for Home Workshop 


PACKAGE NO. 21 
16 SI-CLONE Saws With 
Round Centerhole 
For All Table Machines 


(All saws with 54" reund centerhole) 


9 SI-CLONE Saws With 
SKILSAW 
Centerhole 

(For Skilsaw Home Workshop Machines) 
NO. 60 COMBINATION 
Quantity PartNe. Diam. Senne in Soe 
5 #9539 5%" (1.75) $ 8.75 $ 6.12 
4 #10430 814” (2.15) 8.60 6.03 
9 SI-CLONE Saws With 


BLACK & DECKER 
Centerhole 


(For Black & Decker Home Werkshop Machines) 
NO. 60 COMBINATION 

R etailer” 

Quantity _ Part No. Diam. Selling Price Net st 

5 #HU 1600 614” (1.75) $ 8.75 

4 #HU 1800 814” (2.15) 8.60 

RETAILER'S NET PACKAGE PRICE 

Retail Selling Price 

RETAILER'S PROFIT 


12 Sic 
DELr, 
( _Centerholy 
(All saws ec, Machine.) 


6.02 
$24.30 
3470 
$10.40 | 


No. 20 
Ws With 


$ 6.13} 


60 co Pound 
MBIN ©eMterhol. 
‘ ATION ” 


Retailer's 
Net Cost 


$ 4.52 
4.52 
4.52 
3.01 
3.01 


Retail 
Selling Price Peta 
(2.15) $6.45 ling Pricg 
(2.15) 6.45 
(2.15) 6.45 
(2.15) 4.30 


(2.15) 4.30 


4.00 $ 2-80 
3.71 


— 2" 
530 32 3—8" RIP 


3— 8” CUT-OFF 
3—8” NO. 60 
2—8” NO. 54 
2 — 8” NO. 52 
2— 8” EASY-CUT (2.15) 4.30 3.01 
1—8” PLANER (3.95) 3.95 2.77 
RETAILER'S NET PACKAGE PRICE $25.36 
Retail Selling Priie 36.20 

RETAILER'S PROFIT $10.8 


a4" (2.00) $ 


ft ye (2.65) 
2 434482 9%" @ 


AG 
1s NET PAC 
RETAILER'S Rete 
RETAILER'S 





REMEMBER ... Each 
“Package’’ includes a Free 
Counter Display Rack... 
comes in a sturdy con 
tainer with an identi 
ing label. 


MAKE UP YOUR OWN 
COMBINATION “PACKAGE” 


If you prefer other type, size or center- 
hole SI-CLONE Saws than those listed 
above, make up your own $25.00 Net 
“Package” (including Free Display Rack) 
from Simonds Catalog “B” previously. 
sent to you or write to your nearest 
Simonds Factory Branch for a free copy 
now. 


< 


Fuctory Branches in Boston, Chicago, San Francisco and Portland, Oregon 
Canadian Factory in Montreal, Que 
Southern Service Shop in Meridian, Miss. (formerly J. H. Miner Saw Mfg. Co.), 
Simonds Divisions: Bimonds Steel Mil, Lockport, N.Y 


Canada 





Siménds Abrasive Co., Phila., Po. and Arrida, Que., 
















FIRST TIME 


IN THE FASTENER INDUSTRY 


3 Metinite ALL OUT 


--- Here is the proposition you have been waiting for: 


q 


ro, 
Os 
4) 
% 
















Under Pheoll’s dynamic new sales policy, recognized 
industrial supply distributors can now participate in 
the fairest, easiest-selling, most profitable program 
ever offered by a full-line screw manufacturer. You 
can cash in by acting fast! 


When you take on the Pheoll line, you will immediately 
receive all these advantages that “make life easier” 
for distributors: 


Complete Line—The Pheoll line is the most complete 
available anywhere... by types of products, by sizes, 
by head styles, by finishes. This ermits consolidated 
ordering, that saves time and eliminates errors. 


Largest Finished Invento Pheoll offers the largest 
inventory available anywhere. No need to tell you 
what this means in filling orders promptly. 


Fast Shipments— Efficient mechanized order handling 
procedures reduce errors and cut down shipping time. 


Consumer Acceptance—Pheoll products are easier-to- 
sell—acceptance has been established through 45 
years of top quality manufacturing. 





Durable Packages — Pheoll packages are made of 
premium quality material—will withstand the abuses 
of stocking and shipping...have big poster type 
labels that are easily read on the top shelf. 





Catalog and Price Lists—Pheoll’s simplified catalog 
gives you easy-to-find vital information... tells you 
everything you need to know in a jiffy. 


Pleasant Relationships—Courteous, co-operative serve 
ice backed by enthusiastic distributor-minded man- 
agement. 


National Advertising— Month in and month out ad- 
vertising in 23 outstanding magazines reaching 


0999 0908 





thousands of your prospects regularly. No 
That’s mighty good, for a starter. But with Pheoll’s “ 
al 





positive referral policy, it’s downright sensational! 


HEOLL 
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SIMPLER INVENTORY CON- 
TROL—easier ordering be- 
cause Pheoll gives you a 
complete line of screws, bolts 
and nuts— from one reliable 
source. 








Manufacturers of 
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ON SCREWS 
BOLTS and 
NUTS Fm, si f 


iting for: 
cognized 
cipate in 
program 

You 


easier” 





complete Here is the PHEOLL 
li ? + s e 

= distributor policy 

m largort that offers you more business 

ye a 

sities and better profits ! 

_ —s Pheoll believes that the sale of 

i io screws, bolts and nuts in packages 

— should primarily be made through 
distributors. 

nade of 

e abuses Pheoll says that screw manufac- 

~~ oe turers should not compete with dis- 
tributors in selling fasteners for 

| gps maintenance and supplies direct to 

— consumers. 

ve serve Therefore, we will refer inquiries 

>d man- and orders for packaged fasteners 
immediately to our qualified Pheoll 

out ad- Distributors. 

eaching 


No other full-line screw manufacturer 


rer. gN 
1ediately x A 
! 








a distance. 


















eoll’s offers you such a straightforward 
tional! sales policy. 
_—— 





ea : 5700 ROOSEVELT ROAD 


PHEOLL MANUFACTURING COMPANY 

5700 Roosevelt Road 

Chicago 50, Illinois 

Congratulations! I'm tired of having manufacturers’ salesmen sell packaged 
fasteners to my customers. Please give me the full story on your new 
distributor program ! 





NAME AND TITLE 





YOUR FIRM NAME 











e 4 CHICAGO 50, ILLINOIS 


a 
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STREET ADDRESS 





CITY, ZONE AND STATE 























PHEOLL PACKAGES ARE 
DURABLE—don't fall open— 
can easily be identified at 


















Why Most Pipe Fitters Buy 
Ribcip> 


Feieesif& Tools 
make good workers 
Better! 





FReiGelD Wrenches 
6”’ to 60”’ 


End Pattern RIGER(Ds 
6”’ to 36”’ 


It pays you to sell Fel E22at> Wrenches 
with trouble-free guaranteed housings 


* It’s an extra fast easy wrench to work with, too | 
—handy pipe scale on hookjaw, adjusting nut | 


spins easily to pipe size, comfort-grip handle. 
* Special alloy jaws both replaceable—won’t slip 
or lock on pipe. 
* Safe powerful malleable housing and I-beam 
handle. 


* Most profit for you selling RIAID, world’s 
most popular pipe wrench. Write for full informa- | 


tion. 
THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





Crimson and nile green, 18 
ga. seamless-tray garden bar- 
row; semi-pneumatic 10x2.75 
tire. Packed 1 or 3 to carton. 


Tubular e 
frame, 14 ga. 
contractors’ 
barrow. 


Wood frame, 
16 ga. concrete # 


ays Its Way 


One complete source for all your bar-. 


row and truck needs... Improves turn- 
over ... Widens sales range. . . Cuts 
freight costs. Over 100 models of wheel 
barrows, 2- and 4- wheel trucks, dollies 
and skids. Replacement truck casters 
and wheels. All built with 80 years of 
skill for heavy service in designated 


types of duty. 


THE 


| KILBOURNE & JACOBS 


MANUFACTURING CO. 
COLUMBUS 16, OHIO~- 
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HARDV 


rings in customers 


First Gir: us 
Professional 
lf { ? ' : ’ ws , Boi : ye f ° 
[ne Only Nationally Basen a . ; Rinters 
“ / / ‘ Ee - - % : ’ seh, 
Hdvertised linseed 
Oil | 


Pe TER PAINTING 
> WAWDY HOME USES 


o cc 
oe 
titel 
ete > 

« bt ba 

# ad 
Fe 

is * 


ARCHER - DANIELS - MIDLAND COMPANY 


684 ROANOKE BUILDING e MINNEAPOLIS 2, MINNESOTA 
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IVE YOUR CORDAGE SALES A DOUBLE L/FT 








HANDY 
COILS. 


AND 


HANDY 
TWINES 











1/4" 5/16" 3/8" 1/2" dia. 
Your choice—Manila or Sisal 
Here’s a double-barreled boost for your cordage sales. These smart 
modern counter display packages make impulse sales that increase your 
rope and twine volume and profit with less selling effort. Boxes come to you 
factory-sealed with the product mill-fresh and clean. You'll find it werth- 
while to order “American Brand’’ Handy Coils and Handy Twines. 
Order from your supplier, or use coupon to get more information and 
name of nearest “‘American’”’ distributor. 


American Manufacturing Company, Brooklyn22,N.Y. 
ROPE - TWINE » OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Lovis 4, Mo. 

Sales Offices: Boston + Chicago + Houston - New Orleans - Philadelphia - San Francisco 
————— — — — -— -— - - - 


——eEw ew ee a ae eee 
AMERICAN MANUFACTURING COMPANY 


Please send complete 
| information and delivery | Noble & West Sts., Brooklyn 22, N. Y. Seven Pogeles 
types of “Ameri- 


| schedules about: Name Brand” J 
can Bran ute 
| CHandy Coils [Manila | Company. Twines are packed 


| 0 Sisal (Handy Jute Address in Handy Boxes. 
Twines City _Zone State 
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How I built a 


Profitable Rental Business 


by Charles B. Hunt 
Charlie Hunt's Hardware, 
Kansas City, Mo. 


| HE rental business is one answer to slack sea- 
sons in the retail hardware business. In my own 
case rentals wil] run to about one-third of my an- 
nual volume after advertising it for about a year. 

After selling my hardware store in the heart of 
the business section in Independence, Mo., two 
years ago, I started my present business about six 
miles from the old store, out on Highway 40 and 
next to a traffic pulling super-market. 

My Rent-A-Tool Service—the name is regis- 
tered in Missouri—was started when I found that 
lines that had been good sellers in my Indepen- 
dence store did not sel] as well as I thought they 
should in my new location. I started my Rent-A- 
Tool Service because I thought that many people 
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Rentals make up a third of this dealer’s 


volume. Here is how he started 
and developed this business 


who occasionally wanted to use a $90 saw for a 
small job would not care to spend that much. 

I kept adding new articles to the rental service 
after a very careful check as to the type of equip- 
ment people would rent. Only top quality mer- 
chandise is offered. In the case of power saws my 
service offers only heavy duty units. 

I would advise any hardware dealer starting a 
rental service to cover his territory with direct 
mail advertising about once every 60 days. My 
own mailing list numbers nearly 6,000 rural and 
city homes, half of it receiving one of my mail- 
ings each month, from the spring into the middle 
of fall. 

A dealer can obtain a rural route mailing list 


33 
































Rent-A-Too. 


METHING NEW 
NAS BEEN ADDED , 


For Your Party-— 


— hes 
Table Set —Silverware Dis 
OR ease Pena Bowl—Coffee _ 
Electric Hot Plate—Serving Table 


Open Sunday 9 to 1 Fleming 1840 


Papering Outfit 






















Asphalt Tile 
Cutter — 
Ant taal 

Cut 


Linclowm “Roller 
Electric Floor 
Polisher 
Electric Skilsaw 
Electric Drill 
Electric 
Belt Sander 
Pipe Threader 
Pive Cutter 


Wallpaper Steamer 
Floor Sander 
Tarpaulins 
Blow Torch 
Caulking Gun 
Basement Pump 
Stapling Machine 
Ladders 
Saw Horses 
Sewing Machine 
Vacuum Sweeper 








Rent-A-Toot 


You Now Can Rent Most Everything from A 
Punch Bowl To A Floor Sander, including 
various equipment needed ow 
around the home, and SA 


You Can RENT IT From 
Charlie Hunt’s Hardware 


40 Highway near Sterling West of Blue Ridge 


Open Sunday Sto! Fleming 1840 














Mechanic &| PLUMBING 
Carpenter TOOLS 
Tools Blow Torch 
Chain Hoist Pipe Cutter 


Asbestos Siding Pipe Threader 
Cutter — Levels | Tripod Pipe Vise 


YARD AND 












“CHARLIE” HUNT’ : 
HARDWA 


40 HIGHWAY AND ARE 





Next To EZ-Way Market 






































‘ee 


Above —Fig. |—One of Mr. 
Hunt's mailings on a two-cent 
post card. 


Right—Fig. 2—Sample of 

more elaborate piece, 8 by 

31/7. in., sent on a mailing 

permit. Part of address side 

was also used to advertise 
asphalt tile. 





ne 


ATI NG 








Mitre Box Pipe Reamer 
House Jacks Flaring Tool 
Star Drills Tube Cutter 
Asphalt Tile Sewer Auger 
Cutter—Tamper | Plumber’s Furn. 
Cement Tool 


Melting Pot & 
Ladel 


le! 
Soldering Irons 


Cyclone Seeder 


Post Hole Digger 





GARDEN 
TOOLS 
Wheelbarrow 
Lawn Roller 
Fertilizer 
Spreader 


Tank Sprayer 


Wire Fence 
Stretcher 
ree Pruner 

Scythe 








Sledze Hammer Tile Spade Tile Spade 

Hand Saws Basement Pump | Lawn Sweeper 
Stapling Mach. Sump Pump Buck Saw 
R 


HOUSEHOLD EQUIPMENT 
Vacuum Cleaners — a Machine £& 
Floor Polisher — Floor Sc 
WM ice Cream Freezer 


ruber 
— Curtain Stretcher JV 





























T Rollaway Bed, Doubl T 
POWER Wallpapering PARTY 
EQUIPMENT | and Painting NEEDS 
Lawnmowers Equipment Card Table 
Floor Sanders Paste Table Chairs 
Belt Sanders Edger & Cutter | punch Bowl & 
——s Sie sep . ups 
anders oothing Brus’ : 
Dise Sanders Paste Brush ee 
Car Polisher Exten. Ladder Pr oi 
kil-Saws Step Ladders — 
Electric Drills | Ladder Jack & ee 
asement Plank Coffee Urn 
umps Drop Cloth - (48 cup) 
Hedge Trimmer Table Saw Hot Plates 
—_ 


= fi RENT-A-TOO 


K ais i 
f 5 Pamiert 






[Senvice | 


| conta 
SHES onxeeenes Oe waa 
Se 5 * a mamas 





Watparensicania| 
Le TC ae 
Mt PIACHIME, 





from the local post office. His city 
addresses may be obtained from 
the city directory. 

Some mailings (Fig. 1) are 
printed on government post cards 
and offer both serving equipment 
and hand and power tools for re- 
pair and maintenance purposes. 
Others go on special cards mailed 
on a postal permit, half of the ad- 
dress side having an ad for an 
item such as asphalt tile. A recent 
mailing sent on a postal permit 
was on a card 8% by 3% in. The 
message side (Fig. 2) listed more 
items than the regular govern- 
ment post card. 

I have not used very much news- 
paper advertising, and have found 
my direct mail advertising the 
most productive. Many men keep 
one of my cards tacked up over 
their home workshop benches. 

Rental advertising requires a 
large circulation because the pub- 
lic needs to be constantly remind- 
ed of the advantages of renting 
tools and other equipment. I use 
rural route mailing and also mail 
cards to street addresses in the 
city delivery zone. In the city, oc- 
cupant and house number is the 
address because removal of a per- 
30n, whose name you have on your 
list, can mean wasted advertising. 

A must in the rental business is 
to check every tool before it goes 
out. To build a good rental vol- 
ume, give your customers equip- 


oe aympeye 
. BTM 


Sidewalk display 
in front of Char- 
lie Hunt's shows 
a variety of gar- 
den and home 
repair equip- 
ment. Signs call- 
ing attention to 
rentals are on 
the windows and 
on signboards. 
Copy on the win- 
dow is frequently 
changed with 
seasonal needs. 


fel Sedadstul: 


re k 
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Iten 
Asb 


Belt 
Blov 
Bolt 
Buc’ 
Cat 
Car 
Car 


Cat 


Cen 





ment in 
equipme! 
is an ad\ 
as avoidi 
pairs. TI 
immediat 
Our p 
list (Fig. 

with a 
items fro 
dish up 
saw. As 
able for 
they will 
Every 

receipt 
that he | 
equipmer 
his oblig: 
er, the tir 
his ident 
(C 


HARDWA 





His city 





ed from Fig. 3—List of Items Rented and Rates Charged 
1) are Rental Rental Rental 
Charge, Charge, Charge, 
ost cards 
qguipment per Day per Day per Day 
s for re- (Except as (Except as (Except as 
purposes. Item indicated) Item indicated) Item indicated ) 
is mailed Asbestos siding cutter $1 Godin Cite Rollaway bed $3 (per 
f the ad- Asphalt tile cutter $I I h.p. gas $1 per hr. week) 
| for an Belt sander $3 ($2 min.) Saw, 6 ft cross cut $1.50 
A recent Blow torch 75¢ Hedge trimmer $1.50 Saw horses, pair 50¢ ($2 \ 
1 permit Bolt tap and di 50 . per wee 
A 0 ar’ - ies me Hot — electric $! Sander, oscillating $3 
ted more Cabinet clamps—pair 75¢ House jacks, pair $! Saw, 8 in. tilting 
govern- Car polisher $2 Ice cream freezer, table $3 
Card table and 4 electric $! Seeder 50¢ 
ch news- chairs $1.50 Ladders, 24 ft ex- Serving table 35¢ 
ve found Caulking gun 50¢ tension $! Sewer auger 75¢ 
jing the Cc + mi Ladders, 40 ft. ex- Silverware 4¢ per 
en keep nome teare” “4 tensio $1.50 piece 
Cement tools— " . 
up over elles ate $1 Sledge hammer 50¢ 
ches set of 2 $1 or Sod cutter and lifter 75¢ 
—. Chain hoist $I Lawn mower $1 per hr. lien tee 
juires a : 2 mi Soldering , 
the pub- Chain saw $15 ($2 min.) electric $| 
remind- Coffee urn—48 cup, Lawn roller $! Stapling machine 75¢ 
renting electric $3 Lawn sweeper $1 for 2 hr. Star drill 50¢ 
row bar ¢ inoleum roller amper 
it. I use Crow b 50 Linol Il $1 Tamp 50¢ 
Iso mail Dishes 3¢ each Mitre box $3 — a 
in the | Dita in ory Paint sprayer Tarpon 
r is the Drill—3% in. heavy Pipe dies and cutter $2.50 Tin snips 50¢ 
f a per- duty $3 Pipe vise and tripod $1 Tow chain 50¢ 
on your Drili—!/, in. heavy Pipe wrenches, pair $1 Trailer, two wheel $2.50 
ertising. duty $3 Planes 75¢ Tree trimmer 75¢ 
: : Plank with 2 ladders $1 Wallpaper outfit $2.59 
siness 18 Drop cloth 50¢ pap 
it goes Etiicies card Plank and ladder Wallpaper steamer $2.50 


ital vol- 
3 equip- 


Fertilizer spreader $! 
Flaring tool and 

cutter 
Floor sander and 

edger $5 
Floor polisher and 

waxer $! 





jacks 

Post hole digger 

Punch bowl and 24 
cups 

Portable power saw, 
6 in. 

Portable power saw, 
8 in. 


$I 
75¢ 


$1.50 
$3 
$4.50 


Water pump, sump 
and basement 

Wheelbarrow 

Wheel puller 

Wire stretcher— 
barbed wire 

Wire stretcher— 
ratchet fence 


$3 
$! 





ment in good condition. Rental 
equipment is sold only when there 
is an advantage in doing so—such 
as avoiding the need for future re- 
pairs. Then a replacement unit is 


ms 





I acknowledge receipt, in good condition and without a representation or warranty of its condition of a 

















° . . from CHARLIE HUNT’S HARDWARE, 40 Highw: Sterli 
immediately obtained. ss iigaera bale paras 


Our present rental equipment per hours, per day, per week. 


on a rental basis of $ 


display 

















list (Fig. 3) and rates by the day, I represent and warrant that I am familiar with the of the and agree that I as- 

of Char- with a few exceptions, includes sume liability for any accident or injury which may occur as a result of its use, whether or not the ac- 
"s sen items from as low as 3¢ each for a cident or injury is caused by a defect in the equipment, or by any fault on my part. 
f of gar- dish up to $15 a day for a chain I further agree that I will return this equipment to CHARLIE HUNT'S HARDWARE in the same con- 
d home saw, A sae rom seem desir- ER A ear ee Soe hours, days. 
* equip- able for our rental department ons... 
gns call- they will be added. TIME: 
ntion to Every rental customer signs a - . 

are on receipt (Fig.: 4) acknowledging 
ows and that he has certain pieces of my 
nboards. equipment on.which is indicated Rested Fold § 

the win- his obligations as a rental custom- . 
equentl er, the time he took the equipment, es a 





d wit 
needs. 


his identification including auto 
(Continued on page 66) 


Fig. 4—Sample of contract between rental customer and the owner. 
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The Public Always Likes a Show 


Take advantage of the merchandising 
opportunities of some of these 
drawing cards used by Canton Hardware: 


Canton Hardware Co., which 
operates three stores in Canton, 
and another in Massillon, Ohio, 
has proved the value of exhibit- 
ing in community shows and fairs, 
and in demonstrations, both in 
the store and on-the-job. 


“Our experiences with shows 


demonstrate the fact that exhibits 
do not have to be costly to be 
good,” 


says Mrs. Frances A. 


County fairs 
Home shows 


Sport and vacation shows 
Grange shows 
Food shows 
Cooking schools 
Store demonstrations 


Greth, advertising coordinator of 
the Ohio firm. 

“The small dealer should not 
be discouraged by costs from 
exhibiting in public shows,” con- 
tinues Mrs. Greth. “While the 
total cost for a good show may 
be quite high, the dealer can, by 
getting the cooperation of manu- 
facturers and by employing the 
talents of the various personnel 
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On-the-job demonstrations 


Free service days 


of the store, reduce the store’s cost 
to a minimum. 

One of the Ohio firm’s most 
successful exhibits was made dur- 
ing the Spring in Canton’s first 
Home Show, held in the Municipal 
Auditorium, with more than 40,000 


attending in the course of a week. f 


Canton Hardware’s exhibit was 
a fully-equipped American 
Kitchen, which was visited by as 
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many people as any display in the 
Home. Show. The booth featured 
a modern model _ work-saving 
kitchen, complete with wall cab- 
inets, floor cabinets, sink, garbage 
disposal, shelves, a Westinghouse 
refrigerator and range. 
According to the company’s per- P 
sonnel, few of the people who —e. ¢ a 
visited the show could resist open- f Te Le Ne Herbie’s here 
ing the noiseless cabinet doors to 
see what was on the inside. They 
were rewarded each time with a 
show of food or interesting house- 
ware utensils or gadgets, designed 
for homemakers interested in make a boiled potato sing? 


kitchen time-saving. make your fish dance? 
. ' play tricks with your steaks? 
Direct Mail Follow-up 


The added attraction, that made Herbie Can ... he’s on the way 


this display so popular, was a 
drawing held the last night of CCLE. S 
OF 


the show. People registered all 











stop tomorrow 














week and the lucky registrant was 
awarded half the cost of a com- FAMOUS COOKS 
plete American kitchen, regard- REVEALED 
less of size. No purchases were 
required. 
A direct mail follow-up to the Canton 
show was made later. All who Hardware 
had registered received a letter » “it 114 Fourth NW 
store’s cost | °f thanks for visiting the booth rey our ° 
~ a — for - secret wd in 4 ; 1 FREE PUBLIC 
’ the prospective customer’s home. : Np: 
ins — The company reports that the in- ®, ¥v TASTING SPREE 
ton’s first terview response was excellent : 
Municipal and that it is now selling more Tomorrow 
han 40,000 complete kitchen installations. LAST 
of a week The Home show is just one of ' 
xhibit wasp ® number of ath in ba woe } DAY! 
. company participates. ome 0 ; ' 
Rog ange these are the Stark County Fair, ranted iiante cone eure 
| y as the § t d Vv bs h P how flavor magic tricks to in- 
port an acation Show, hell s trigue your friends and 


Grange shows, the Ohio Power & family. Come in and sniff 
Gas Company’s cooking schools, you how or taste the interesting 
and the Food Show. concoctions whipped up 
— addition to these the Canton by 
ardware Stores hold numerous ; : 
: : Mrs. Amy C. Hejl 
demonstrations in the store, and faye 
also have on-the-job demonstra- of HOUSE OF HERBS 
tions of garden tractors. , 
Appliances are featured in the 
annual exhibit at the Stark County 


Fair, as they are at the utility TASTE [5 - enn 


company’s cooking schools and at a 
-t 














the annual Food Show. so rich it must come from oS 


where gourmets go 


The sporting goods departments 
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A poting nore left, Tae Ge 
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ed ~ a rye store played HERBIE 
© large sidewalk audiences, that 

had been attracted by a series of pic crseeeeatitted 
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of both the Canton and Massillon 
stores were represented at Can- 
ton’s first Sport and Vacation 
Show, last year. Merchandise ex- 
hibited included guns and ammu- 
nition, fishing tackle, sporting 
goods equipment and outboard 
motors. The show was a great 
success and the company plans 
to enter the next show. 

Garden tractors and power 
mowers are featured at Grange 
shows. 

Canton Hardware Co. uses ser- 
vice as a gimmick to get people 
to visit its stores for the various 
demonstrations it holds through- 
out the year, generally with the 
cooperation of manufacturers. 

Once a month, owners of Sun- 
beam Shavemasters are invited to 
visit one of the Canton stores for 
free service on their shavers. The 
firm reports the response has 
been exceptional. 

Mrs. Greth reports that there 
was little response to Shave- 
master demonstrations until free 
service was offered, and now cus- 





Alert store owners use a variety 
of devices to draw upon in order 
to increase business. But the op- 
erators of the Manor Hardware in 
a shopping district on Chicago’s 
South Side call on Uncle Sam to 
draw traffic to their store. 





tomers stand in line to have their 


shavers reconditioned and oiled. 


The sale of parts has increased 
100 pct, Mrs. Greth reports. 

Similar demonstrations and ser- 
vice offers are also offered on Sun- 
beam hedge trimmers. To ac- 
quaint women with the Sunbeam 
Ironmaster the store gives each 
woman a gift hanky to iron. This 
gives the demonstrator a chance 
to point out the features of the 
iron. 


A Successful Demonstration 


One of the most _ successful 
store demonstrations held by Can- 
ton Hardware was a House of 
Herbs Tasting Spree, which was 
held in the model kitchen display 
in the street floor window of its 
largest store. 

A House of Herbs representa- 
tive was in the store for three 
days during which time she used 
herbs to whip up delectable con- 
coctions for customers to taste. 
This doubled the sale of herbs. 


Uncle Sam Pulls Traffic to This Store 


They man a U. S. postal sub- 
station. 

This not only brings a steady 
flow of new customers, but also 
greatly increases the amount of 
impulse selling at the store. Asa 
result, store owners Herb Reiman 





Manor Hardware's postal sub-station is part of a promotional campaign 
“to make a customer of every person who mails a letter." 
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This demonstration was pre 
ceded by a series of teaser ads 
which announced that “Herbie 
was on his way.” A larger ad wa: 
used the day before the demon- 
stration started, and small ads 
were used during the event. 

Store demonstrations are al- 
ways promoted by radio as well 
as newspaper advertising. 

Periodically this company holds 
wood-working demonstrations by 
factory representatives on _ its 
Shopsmith, Delta Homecraft, and 
Porter-Cable equipment. 

Usually, once a year, for a six. 
week period, the largest Canton§ 
Hardware Co. store offers, freef 
of cost, a Delta Homecraft wood-§ 
working school. For this it hires 
one of the shop teachers from a 
high school as an instructor. 

“We have found that exhibits 
and demonstrations have been an 
excellent means of creating inter- 
est in various lines of merchan-f 
dise, and in gaining us new cus 
tomers,” stated O. H. Morgan, ref 
tail manager. 
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' Co. at 1 
Wauwato 
; tract mot 
departme 
and Ernst Boehlke consider thep 892, who 
postal service a valuable advertis— The co 
ing and promotional medium. | opy with 
As is customary, the store wag %80 In Si 
investigated, and when the locap #* An e 
tion, facilities, and the bid wer 
finally approved, Manor Hardware 
went to work for Uncle Sam, anf 
Uncle Sam for the hardware store. 
A young woman is able to 
double in brass—as postmistress 
and also as a salesgirl. And since 
daily collections of funds is made, 
the owners never have any trouble 
about keeping up-to-date with rec 
ords. Mail is bagged and picked 
up several times daily so little extn Colorful 
space is needed. compact 
Since the postal section is le— Color C 
cated in a rear corner of the store with its nu 
to take advantage of the trafik® suggestion 
passing through, Mr. Reiman ha color co 
carefully planted impulse display: tions 






along the traffic route—kitche 
utensils, oil cloth, house cleaning 
supplies and related merchandise 
Because much of the day-time busi- 
ness is done with women shoppers, 
all these items are fast movers. 

All the store’s newspaper ads 
and direct mail circulars repeat the 
fact that the store operates the pos 
tal substation. 
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Color Corner 








Establishment of its Color Cor- 
ner at the Robertson Hardware 
Co. at 1409 Underwood Ave. in 
Wauwatosa, Wis., has helped at- 
tract more customers to the paint 
department, reports A. C. John- 
son, who owns the store. 

The corner has a circular can- 


| opy with indirect lighting and a 


sign in several shades to identify 
it. An easel on the wall shows 


Colorful and 
compact is the 
Color Corner 
with its numerous 
suggestions for 
color combina- 
tions. 
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Attracts More Paint Trade 


Eye-catcher display attracts prospects who become 
customers as result of use of comfortable facilities 

and plenty of time to discuss home decoration. 
Helps sell more related goods to many. customers 


various colors, as do panels and 
color charts. 

Housewives seeking color ad- 
vice may sit in comfortable yel- 
low-backed chairs at the red 
topped circular counter, while a 
sales clerk explains the various 
color combinations adapted to 
different rooms in her home. Mr. 
Johnson and his staff have found 
that prospects will remain longer 


Pippen pits: merge mirc mm 


‘e 


+ ae 
- 2 


if they have a comfortable place 
to discuss decoration problems. 
“The appearance of the Color 
Corner attracts the attention of 
most of our customers,” explains 
Mr. Johnson. “When prospects 
come here to discuss their paint- 
ing problems they quickly note 
the appeal of the various color 
charts and color panels. This 
background helps us to aid people 




















When the customer has been 
sold the type and color paint she 
wishes, the sales clerk suggests 
brushes, sandpaper and other re- 


lated items. A high percentage of § 


customers buy other merchandise. 


Typical of the With much of the paint selling 
frequently used and delivery being conducted over 
paint windows is the paint counter there is a mini- 
this one  utiliz- mum of interference with traffic 
ing manufactur- at the main wrapping counter. 
ers' display and The sales clerk waiting on the 
selling aids. paint customer has plenty of time § Lynda 
and space to make full presenta- 
tions of all items needed. to sell 
The Robertson store distributes 
about 3,000 circulars for paint to feat 
and other items in various sea- 
sons. These go to local homes. 
The store has six small display 
windows along a well traveled f 
to choose the right colors for The Color Corner has been @ street, one of which is frequently 
painting jobs.” big factor in attracting store traf- used for paint displays. 

Often a customer who original- fic to the paint department every A paint agitator, located close f With 1 
ly intended to do but one paint- month of the year. It helps em- to the color corner, is another f payroll, z 
ing job will, after seeing the color phasize the idea that painting of very useful sales tool. While paint — ware in 
presentations, decide to do other interiors, furniture can be done is being mixed customers often of Minne 
rooms in her home. at any time. buy other merchandise. number ¢ 

Lyndal 
neat, wel 
signs in 

What Would You Do? og obel 
| bertson, 
well sati 
— Pm con ahaagun aa mapa ep Pht seen oon Have you ever faced the prob-F goodwill 
you probably have had somo difticulty in parking. We're 00 po Raggi Are egy — a _ Outstal 
truly’sorry for this inconvenience to our many customers, . howe D practically at tre 4 in raised 
ever, we're just as close to your home as your telephone, so front of your store? stained 
—— pag ced gt Spe — a and a Milton Hardware & Furniture§ reads, “I 
Room Buite odll us and we'll be happy to sve thet rte om Sy Sea Benes pools Please te 
promptly. em a few months ago. Its solu-§ that the s 
att tion was to send to its entire mail-f creates ¢ 
you're driving to Milton there are adequate ing list a map showing how people f port the | 
8 sted w - 
venta’ oun fies aaah ci tole a pty fap ton ag could skirt around and over the “We ar 
open during business hours, construction area and easily§ sign ther 
reach the store and its parking Gilbertsor 
The map below will show you exactly hew to got lot. ? P ing signs 
to the parking lot, A leaflet with a simple map 
showed how people could, by fol- 


ij 


Mill Dem 
































aaa, those not interested in driving 
the leaflet also pointed out how 
j to reach the store by means of the 
| a telephone. 
F z L. A. Darby, president of the 
a ‘i g firm says, “We sent out 600 of 
8 ee 2 these notices with our regular 
monthly mailings. We got results 
‘ for our back and side doors were 
D Milton being used, during repairs more 
usitoal_| NG E Haddwarb , than our front door.” 
z r 
Parking e 
Me lot 8 
+4 








instructions, get to the 
For 


lowing 
parking fot and to the store. 

















This circular showed customers how 
to reach. the..store.during. the road. 
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Signs Sell Store Services 


Lyndale Hardware uses eye-catcher signs 
io sell the store as a place to shop and 
to feature specific departments 


With more than 30 people on its 


| payroll, at all times, Lyndale Hard- 


ware in Richfield, Minn., a suburb 
of Minneapolis, the firm also has a 


| number of good silent salesmen. 


Lyndale’s silent salesmen are 
neat, well worded and well placed 
signs in the first floor and base- 
ment of this large suburban store. 
R. Dana Lundquist and Ralph Gil- 
bertson, owners of the store, are 
well satisfied with the sales and 
goodwill these signs build. 

Outstanding is a main floor sign 
in raised white lettering on a dark 
stained wooden background. - It 
reads, “If we fail to please . . 
please tell us.” The mere fact 
that the sign is there for all to see 
creates considerable goodwill, re- 
port the owners. 

“We are not going to leave that 
sign there much longer,” says Mr. 
Gilbertson. “We believe in chang- 
ing signs now and then, but the 
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Paint department sign 
tells the story of 
good brushes. 





Partial directory type sign over entrance to basement. 












This sign promises quick attention to adjustments. 






new copy will have somewhat the 
same message, in different words.” 

Another prominent sign on a 
balcony wall and near a stairway 
leading to the store’s upstairs 
offices and cashier’s headquarters, 
reads, “We appreciate the oppor- 
tunity of serving you.” It bears 
the names of the firm’s owners. 

The entrance to the store’s base- 
ment is near the front of the first 
floor. Two large signs are located 
on the inner walls of the stairwell. 
One lists some of the many items 
displayed in the basement. The 
other invites visitors to see the 
complete electrical department 
about house wiring and offers to 
quote prices on jobs. 


(Continued on page 59) 

















Use That Slack Time for | Ou 


Small town southern store does $150,000 annually 
by going out to find business when it doesn’t 

walk in the front door. Sells 1200 gals. of paint 
on Lay-Away plan in November for Spring use 


There are no slack periods at f for busi 
dius of 


the Jax Feed & Hardware Co., of 1} 
Ensley, Ala., for if business nowy 
doesn’t come into the store, Jack | + , 
Callaway or one of his salesmen he u 
goes out after it. = 

Last November, a month which wad a ) 
normally is a rather quiet one, the _eaee 
Jax staff wrote orders for 1200 
gallons of paint on a Lay-Away 
basis. 

They sold this much paint be- 
cause they asked every customer 
this question: “Are you going to 
paint next spring? Why not order 
your paint now on a Lay-Away 
plan, then you’ll only have the 
labor bill in the spring?” 

Fall sales of paint for spring 








During slower months, Jax salesmen spend more use is one reason why the paint 
time outside in search of new business. ie x Oh 2 by 50 ft. store 
amounts to $20,000 to $25,000 an- 
nually. 
Aggressive selling in other de- 
partments, too, produces $150,000 
in average annual sales This 25 
ft store pr 
Lay-Away Aids Customers $150,000 
iness anr 


The Lay-Away plan of selling 
paints in the fall gives customers 
a chance to pay for the paint, in 
small amounts in winter months, 
so that it has been completely 
paid for by spring. Mr. Callaway 
guarantees prices. 

This is just one of many meth- 
ods which is used in slack times 
to make sales. 

When business is not up to par 
in the store, Mr. Callaway and 
members of his staff go out look- 
ing for business. About half of 
their business is done with a rural 
Jax salesmen go scouting 





Having noticed some bare boards on a house, Mr. Callaway 
stops to leave a color paint chart with housewife. trade. 
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Outside Calls 


for business within a 15-mile ra- 
dius of Ensley, an industrial sub- 
urb of Birmingham. 

“We tune in at the customer’s 
level when we call at his home,” 
says Mr. Callaway, “which is to 
say, we talk to him first about the 
merchandise we last sold him. If 


This 25 by 50 
ft store produces 
$150,000 of bus- 
iness annually. 
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Jack Callaway files a 
record of a Lay-Away 
paint sale. 


we sold him paint last year, we 
ask how it is holding up. 
“Meanwhile, we get a chance 
to walk around his home and his 
yard. Perhaps we discover that 
he needs a new hot water heater. 
Since we make many outside calls 
in the slow months of January 


. PAE oe — ial 


LM a 


se Rae. 


and February it gives us a chance 
to talk about fertilizer and seed 
for spring use,” Mr. Callaway 
said. 

He keeps files on all customers, 
not only on lay-away paint buy- 
ers. He treats customers in the 
same way that a public utility 


PAIWTS. 











follows up on its customers; he 
and his men follow up on sales to 
produce more sales. 

About 95 pct of the outside calls 
are made in November, January 
and February, and about 65 pct of 
such calls result in sales. 

This small store develops busi- 
ness by two methods. 

The entire staff keeps its eyes 
open for building or remodeling 
activity in the community. Even 
if a man happens to notice some 
bare boards on a house, while on 
his way to the store, he makes a 
call at the house and leaves a 
paint color chart. 

While the salesman does not 
press a sale on this call, such 
alert attention to sales possibili- 
ties results in eventual sales in 
most instances. 


Call on Neighbors 


‘After a home has been newly 
painted with Jax paint the store’s 
salesmen make house calls in the 
neighborhood and call attention to 
the newly painted house. 

Those who aren’t sold at the 
time but who show an interest in 
doing some painting at a future 
time, have their names listed on 
3 by 5 in. cards, with a date for 
a follow-up call. 

As a young man during the de- 
pression, Mr. Callaway had worked 
in Ensley hardware stores, so he 
early learned the art of making 
outside calls, looking for business. 

He has followed this business 
principle in his own store, which 
he started in April, 1940, with 
only $75 capital, a small loan from 
a local bank, and friendly assist- 
ance from Birmingham wholesale 
houses. 

Most outside calls by Mr. Calla- 
way and his staff are more in the 
nature of visits than business 
calls. 


Opportunity for Customer 


“On these calls we give the 
customer a chance to do the talk- 
ing,” Mr. Callaway says. “The 
customer thinks of you as a hard- 
ware man, and if given a chance 
to do most of the talking he will 
bring the conversation around to 
hardware.” 

Since Mr. Callaway uses the 
outside-calls method, it’s natural 
that his salesmen should follow 
suit. 

Even 69-year-old Julius Hass- 
ler a veteran hardware man on the 
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Jax staff, makes his share of out- 
side calls. 

Another veteran hardware 
salesman, Paul Edfeldt, also is a 
regular inside-outside sales pro- 
ducer. 

A rainy day finds salesman 
Adolphus Owen, who specializes 





in sporting goods and wallpaper, 
out ringing doorbells. 

Such outside calls in July and 
August, when store traffic aver- 
ages between 200 and 300 cus- 
tomers a day, helps boost walk-in 
trade in spring to 300 to 400 cus- 
tomers. 





Simple Rack Displays Varied Length Rods 


Holt Hardware in Youngstown, 
Ohio, uses this type rack for dis- 
playing varied lengths and types of 
fishing rods to clearly show their 
full length. Neat and compact, the 
rack shows 30 rods in limited space. 
It is made of %4-in. plywood stock 
with %4-in. holes. Opposite each 
%-in. hole and % in. distant are 
%4-in. holes. Slots that are 14 in. 


wide connect the two sizes of holes. 

The board is then placed on shelf 
brackets mounted on a wall, 7 ft 
from the floor. Rods are thrust tip 
first through the larger holes and 
then moved along the slot to the 
smaller hole. The larger diameter 
of the eye on the tip of the pole 
keeps it from falling out of the 
smaller hole. 
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slot to 34-in. hole. 
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Tip of rod is passed through 34-in. hole and passed through 


Eye on end of rod tip keeps rod from falling out of rack. 
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Boosts Sales 300% 


An increase in stock—an increase in display space— 
a move to an up-front location spelled 


selling success for this store 


In a successful bid for more 
traffic and sales for its fishing and 
hunting equipment, Miner’s Hard- 
ware, Culver City, Calif., moved 
its sporting goods into a spacious 
area formerly used for the displays 
of radios, TV, and appliances. 
That was two years ago. 

Today, Glen Miner can report: 
“We have increased our depart- 
ment inventory from $2,000 to 
$7,000, most of it in fishing tackle, 
and the department in turn has in- 


The _ sporting 
goods Service 
Shack was form- 
erly a sound- 
room for radios, 
but now is one of 
the major sales 
sections for fish- 
ing and hunting 
merchandise. 
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creased its sales by almost 300 pct. 
By the end of this year’s fishing 
season, we expect it to produce 
$15,000 in volume. The improved 
display and selling facilities have 
made our store one of the largest 
sporting goods sellers in town.” 
The new sporting goods depart- 
ment, with its 300 sq ft of floor 
space is located just behind the 
display windows where it can best 
act as a traffic draw. An integral 
part of the new department is a 


converted sound room, which once 
held listening booths for radios. 
This room has become a Service 
Shack, as well as a display center 
for guns and ammunition. The 
conversion was accomplished by the 
simple expedient of removing the 
enclosing walls, setting counters 
along the front and sides, andchang- 
ing the lettering on the canopy to 
read, “Sporting Goods.” About 
60 ft of new shelving was built on 
the rear wall to hold ammunition 











and small unit packaged merchan- 
dise. 

The original dimensions of the 
sound room were 16 ft long and 
6 ft deep. This depth was in- 
creased to 10 ft for the sporting 
goods department by placing two 
glass show cases perpendicular to 
the columns supporting the can- 
opy. Between these cases an en- 
closed display case was set to serve 
both as the cash counter and to 
hold manufacturers’ small counter 
displays. 

Extending 14 ft to the left and 
up to the store’s display windows 
is another section of the sporting 
goods department. Here a T- ar- 
rangement of counters was devised 
for the exclusive display of reels, 
tackle and flies. Directly over the 
counter and against redwood pan- 
els of the store walls, a wide as- 
sortment of rods for deep-sea and 
fresh water fishing is displayed. 

Along the inside of the windows 
are stepped-up ledge displays of 
camping equipment, as well as bin 
displays for such items as lead 
sinkers and similar fishing tackle. 

The result of this display ar- 
rangement has been to make the 
sporting goods section as complete- 
ly self-service as feasible in the 
face of the fact that sportsmen 
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generally like a great deal of per- 
sonal and friendly attention and 
information. Thus in the new set- 
up Mr. Miner can handle the de- 





Sporting goods 
are up-front, just 
behind the store 
windows. This lo- 
cation and the 
expanded inven- 
tory combined 
with heightened 
display and sell- 
ing opportunities 
have increased 
sporting goods 
sales 300 pct. 


partment himself during the 
height of the fishing season, ex- 
cept on Saturdays, when extra 
help is necessary. 


Up-Front Table Features Electric Housewares 


Joe Plyer operating the Marshall Wells store in Ishpeming, Mich., uses 


- 


this up-front display, of his own construction, to feature electric house- 


wares. 


Local residents and tourists find this a good place for gift 


selection. Table is constructed of I-in. lumber, plywood and half-inch 
edge strips. 
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This entire side of the store was added when store made recent renovations. 


Enlarged Store Increased 
Display Possibilities 


After only two -and - one - half 
years since he doubied the size of 
his store, Glenn Dallman, owner of 
the Dallman Hardware in Beloit, 
Wis., is finding that the store is 
growing too small for his increased 
trade. 

The increase, he thinks is large- 
ly due to greater display possibili- 
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Rapidly growing business is making newly 
expanded Wisconsin store too small. 
Open display units speed selling 


ties all the way through the store 
from the full-length glass front to 
the rear. 

Before the store was enlarged, 
the lines were principally builders’ 
supplies, tools and hardware. The 
expansion program included space 
for a complete housewares depart- 
ment. 


Mr. Dallman decided that the 
community needed a store with full 
stocks of housewares and electric 
housewares, and he decided to have 
that kind of a store. 

The entire left side of the store 
is now virtually “for women only.” 

Dallman’s shows its major ap- 
pliances right up front, on both 
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display unit. 


Below—Small shelf area accom- 
modates a couple of dozen lock 
sets for customer convenience. 





sides of the main entrances, and the 
white expanse of the appliances 
gives an appearance of neatness to 
passers-by. 


Right—Customer selection of a 
paint brush is speeded by this 














ar 
ee 
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This store makes good panel dis- 
plays, such as paint brushes and 
lock sets. These display boards 
give a customer an idea of the 

















store’s selection in these lines, and 
cuts down on selling time. 

A large open display of lock sets 
eliminates the need for a salesman 
to open a dozen or more boxes to 
show the sets to the customer. 
Likewise it eliminates any possi- 
bility of the merchandise being put 
back into the wrong boxes. 

One of the store’s custom-built 
display units is a four-sided one, 
built around a post, in the front 
of the store, for cutlery. 


Shows Pet Goods in "Pet Pampering Corner" 





PAMPERING CORNER © 








HARDWARE AGE, SEPTEMBER 4, 1952 


Eye-catching displays are used to 
advantage on various lines at Whip- 
ple’s Hardware in Merchantville, 
N. J. Dog and cat goods get such 
treatment on a conspicuously placed 
panel identified as the Pet Pamper- 
ing Corner. 

“Good volume in pet supplies is 
dependent upon repeat business,” 
says Clarence M. Whipple, who 
points out that once customers get 
in the habit of purchasing such 
goods at a store they return time 
and again. Muzzles, leashes, chains 
and collars must be replaced due 
to the growth of a dog. 

The corner display is supple- 
mented by table showings of beds, 
rests, feeding dishes and pet toys, 
which are not visible in the photo 
of the corner. 


This panel tells its own story. 
Hooks on an adjoining wall hold 
a variety of chains and leashes. 
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When There’s a Problem— 
There’s a Solution 


There is if you analyze the situation as Burnsford 
Hardware did. Here’s an outline of what its 
owner learned and of what he did about it 


Burnsford Hardware is an at- 
tractive looking store and it is in 
a good location in the Burnsford 
Shopping Center in Bridgeport, 
Conn. When it opened a little over 





ines, and two yéars ago business prospects \ Tie 7 
were bright. BURNSFORD HARDW 
lock sets Early this year business began wa ciFTs tay ARE 
salesman to slump. One month it plummeted as 
boxes to ' $300 and so Sidney Goldstein, its 
customer. / owner, did some rather thorough 
ny possi- analysis. 
being put He noted that fully 90 pct of the 
s. } | traffic in the shopping center was 
tom-built — comprised of women shoppers and 
ided one, that men did much of their shop- 
the front — ping in the center during evening 


hours. He also noted that many 
people passing his store did not 
stop to look into his windows. °* 
His solution was to attract more 
men and more women to his store 
(Continued on page 66) View of visual front store with its day-glo signs 
which helped stop traffic—both day and night. 
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This crowd of anxious people gathered in front of the Fremont Hardware 
store, on a Saturday night, last September, to learn who would win the 
Oldsmobile 88, in a contest that had been conducted all summer. Tickets 
for a drawing had been given with purchases from firm's three stores. 


Half-million Dollar Volume 
In Town of 855 People 


Fremont Hardware Co., started half a 
century ago, gets its biggest volume 
from appliance sales to a rural trade 


The business potential of the which even now has a population The Fremont hardware store 


small town market of America is of only 855 people. does most of its business with] 
exemplified by the experience of Last year, Mr. McNaughton’s farmers, and the business has et § 
E. B. McNaughton, who estab- business, which has now grown joyed its growth through the in- § 
lished the Fremont Hardware Co., into three stores, was more than creased prosperity of the farming § 
in 1902, in Fremont, Ind., a town a half-million dollars. community. 
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A breakdown of this firm’s 1951 
sales volume of $573,983 was: 
Hardware, $148,241; electrical ap- 
pliances, $194,510, and tractors 
and farm implements, $231,232. 

The leading line, appliances, is 
sold in all three of the Fremont 
stores, the hardware store on 
Main Street, the appliance store 
on the opposite side of the street, 
and the implement store, located 
around the corner. 

To realize this tremendous sales 
volume, Fremont Hardware has 
had to extend its merchandising 
efforts well beyond the normal 
trading limits of Fremont. 

This has been accomplished by 
a steady program of radio, news- 
paper and direct mail advertising 
that covers the tri-state area of 
Indiana, Ohio and Michigan. The 
promotional program is augment- 
ed by good merchandising dis- 
plays, personalized selling, han- 
dling nationally advertised lines, 
and top-drawer service. 


Two Aids to Sales 


Two of the newer major appli- 
ances have helped greatly to boost 
the sales volume of this company. 
Last year the firm sold an average 
of two television sets per day, and 
home freezers at the rate of one 
every other day. The firm gives 
intensive sales coverage on lead- 
ing appliance lines within a ra- 
dius of 60 miles of Fremont. 

Mr. McNaughton says the foun- 
dation of his business is service. 

Sales Manager Frank Shoaff’s 
daily sales reports, for last July 
and August, ranged a minimum of 
slightly less than $100, to a peak 
of $3600. In just one month, No- 
vember, 1951, the three Fremont 
Hardware stores had total sales 
of over $47,000. 

Mr. Shoaff said, “Large freezers 
run into big money fast, and we 
are taking advantage of the oppor- 
tunity to enable prosperous farm- 
ers to enjoy the benefits they can 
derive from these large 20 to 30 
cu. ft. units.” 

Mr. Shoaff showed a HARDWARE 
AGE reporter the account of 
One average-sized farm, to show 
the appliance sales and services. 
It read: 

Modern bathroom, without water 
ee Oe Oe be ee ae $700 
52-gal. electric water heater, sink 
and plumbing connections. $380 
Electric and coal burning 

vee ee CE $285 

8-ft. refrigerator ........... $199 
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Console radid ..cccccccssces 
Two small table radios ...... $40 
Two electric chick brooders...68 
Cream separator, without 


SEE. octas seanteoe ened $105 
66-ft. well, 4-in. casing...... $264 
Jet type electric pump ...... $171 
Wiring house, barn, premises. $240 
Labor for plumbing ......... $49 
Sump pump for draining base- 

RE Ss cco in cdc eee ae aan $65 





Total. .$2,658 


Another farm showed purchases 
of $3,057. A third farmer spent 
$2,217 for appliances and services. 

Most farmers in this section 
have electric milking machines, 
coolers and feed grinders, and a 

(Continued on page 108) 
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Frank Shoaff, right, sales 
manager, checks the volume 
of sales with the company’s 


bookkeeper. 


A model kitchen set-up in the rear of the appliance 


store helps it make sales of $200,000 annually. 
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Do you know the point at which your salesmen 


begin to make money for you? 


How Profitable Are Your Salesmen? 


You can find out if you know your store’s break-even 
point—the point at which business costs and sales 
volume meet. Your net profit begins above that point. 


Here’s a simple method for determining sales — 
performance in your store | 


by FRED MERISH 


Better business planning is a 
must if a dealer today wants to 
earn a satisfactory profit. It is 
now more necessary than ever for 
a hardware dealer to manage his 
business with the utmost efficiency. 

But he cannot do so unless he 
maintains absolute control over 
all expenses, particularly selling 
expenses. And he cannot control 
selling expenses unless he can de- 
termine how much profit—or loss 
'—each salesman is responsible for. 

In order to make this determina- 
tion, hardware dealers will want 
to consider using the break-even 
point formula as a gage of the per- 
formances of each of his salesmen, 
whether an inside or outside man. 

The break-even point is a cost 
, device that has been used in large 
stores for many years. It is the 
point where the cost of doing busi- 
ness (cost of goods sold plus over- 
head expense) and sales volume 
meet. Above that point the dealer’s 
net profit begins. 

The value to the hardware deal- 
er of finding his break-even point 
is that it will reveal which of his 
salesmen makes a profit and which 
operate at a loss. 

Here is a simple method for de- 
termining where the break-even 
point for sales is. 

The base for all calculations is 
the total dollar volume per month, 
arrived at by totaling the monthly 
sales volume of each salesman. 
Enter these figures on a form such 
as the sample with this article. 
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Total store sales and business 
costs are listed in a column on the 
left side, and the dollar breakdown 
of those costs and sales, for each 
salesman, are entered in separate 
columns, one for each salesman. 

Three steps are then necessary 
to arrive at the desired informa- 
tion. First is to list the compen- 
sation paid to each salesman, 
which figure is readily determined 
from payroll accounts. 


Second step is to allocate a per- 
centage of the total monthly cosi 
of goods sold to each salesman. 
This is figured in this manner: 

If sales for the month were $20,- 
000 and the cost of goods sold 
(purchase price plus incoming 
transportation charges) is $13, 
000, then the percentage ratio of 
cost of goods sold to sales is 65 
pet ($13,000 divided by $20,000). 


(Continued on page 68) 





SALESMAN PROFIT or LOSS REPORT 


Category Totals 


Salesman Salesman 


#1 





Dollar sales $20,000 


$4,000 





$ 2,000 
13,000 
600 
1,060 
1,200 
1,400 


Salesman compensation. . 
Cost of goods sold—65%, 
Sales promotion 

Office expense 
Administrative 
Miscellaneous 


$ 308 $ 264 
2,600 1,950 
120 120 
200 200 
240 240 
280 280 








Total costs $19,200 


$3,748 054 





Profit or loss PS 800 


«$3,054 Ete 
P.+$ 252 L—$ 54 Et 





% profit or loss P.+4%, 


P.4-6%, L.—2% Ete. 





How to prepare this monthly profit and loss report on salesmen is explained 
in the accompanying article. It shows that the dealer earned 4 pct ne 
profit in one month, which is his break even point. Salesman No. | earned 
2 pct above that figure, while Salesman No. 2 operated at a loss of 2 p? 


below that figure. 


In preparing this report, the dealer lists monthly dollar sales, for the busines 
as a whole and for each salesman, charging against those sales, the cost of 
goods sold and overhead expense, allocated to each salesman on an equd 
dollar basis. The cost of goods sold is figured on a percentage basis. 
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dhe popular regular BUTT HINGE; also available in half 
surface type. A quality item proved in the field by 
“the man on the job”. Packed one pair with screws in 


a rugged, easily handled box. A steady sales producer. 
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Posts yr Same high quality as the Regular Butt Hinge. Has added 
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Template Butts 


For use with steel frames and either steel or wood doors. 


Machine screws furnished for steel frame—steel door 





0 installations; both machine and wood screws supplied for 
4 steel frame-wood door combinations. Available in the 
: three most popular sizes—3 2 x32", 4x4" and 442 x4". 
0 
0 


NATIONAL LOCK Regular Butts, Round Cornered Butts, and 
Template Butts are available in all standard finishes . . . 
ball tip or button tip ...loose pins. NATIONAL LOCK 


Butts are always uniform in size, conveniently, attractively 


oO 


> >| 


packaged and profitable to sell. Ask your jobber for No. A65-026T 
complete details or write for Builder's Hardware Catalog. 4 x 4” template butt 
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Mechanized Invoicing 


Cuts costs and speeds billing 





A case history report on how a wholesaler saved | 
$15,000 a year and speeded up invoicing 

operations by the use of modern mechanized | 
order-invoicing methods 


by Edward C. Davison 
Charles Bruning Co., Inc., 


Do you remember when a sales 
manager sent his men on the road 
with “an order book and a prayer”? 

That was before business man- 
agement found that every dollar 
spent on forms—including order 
forms—cost an additional $17 in 
paper work. Once the “prayer” 
was replaced with more productive 
sales training and techniques, order 
handling systems to cut costs were 
vital. 

Some 75 wholesale hardware 


Teterboro, N. J. 


firms have learned by experience 
that the use of modern copying 
equipment not only reduces paper 
work but also results in tangible 
dollar savings. 

For example, one Far-Western 
wholesaler reports saving more 
than $12,000 a year by changing 
to a photo-mechanized system for 
handling orders and invoices. 

A wholesaler in Cincinnati found 
that after adopting a modern order 
handling system it was able to re- 


EDWARD G. DAVISON 
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Flow chart of order-invoice processing as practiced by a Wisconsin whole- 
saler. This method, described in the article, resulted in savings of $15,000 a 
year over the method previously used. 
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Now you can boost Krilium* sales and profits to a 
higher year-round level! 


M am 0 Monsanto announces the new 1-lb. economical, 

ON SANT handy, shaker-top package—introduced to stimulate 
indoor use of Krilium—to encourage your customers 
to “sample” the results of Krilium at nominal cost— 
to learn what Krilium will do when applied to their 


own potted plants and window boxes—thereby 

to become logical customers for larger packages of 
Krilium for outdoor as well as indoor applications. 
(You can also sell the 1-lb. package for correcting 
bare spots in lawns.) 

Here’s another idea you can use to promote the sale 
of Krilium for outdoor use: Remember that Krilium 
can be applied any time ground is workable—that its 
effects last for years—that you can, therefore, sell 
Krilium for conditioning soil now so it will be ready 
for later planting! 


, Contact your distributor for the good news on the 
3ON 2 , a new 1-lb. Krilium package. Packed dozen per carton, 
mA ae four cartons per case—retai price $1.69! 


Watch for Krilium advertising in national magazines! 














Ask your distributor for Krilium sales helps! 
*Monsanto Trade-Mark Copyright 1952, M.C.C. 
& = MONSANTO CHEMICAL COMPANY 
a g¢ Merchandising Division 
: % alien 1700 South Second St., St. Louis 4, Missouri 
ei MONSANTO 
deiedl 3 : : 4 
: SERVING INDUSTRY 


Krilium INDOORS for potted -.-WHICH 
plants, flowers, window boxes SERVES MANKIND 
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assign more than half the people 
previously used to process invoices. 

Another wholesaler in Chicago 
now finds it possible to send a cus- 
tomer’s invoice at the same time 
the merchandise is shipped. Previ- 
ously his invoices trailed shipments 
by two weeks. 

These benefits, while very im- 
portant, represent only a small part 
of the full benefits of modern order 
handling system. 


Other Benefits 


Some of the other benefits, as 
cited by wholesalers who have 
adopted these new methods, are 
that the use of a copying machine, 
which reproduces the salesman’s 
order, gives the firm all the data 
needed by various departments for 
complete handling of the order. 
Also, one large wholesaler found 
that their order copies eliminated 
manual transcription and prevented 
errors. After the original order is 
priced and extended, with this 
firm, a copy of it serves as the cus- 
tomer’s invoice. 

The experiences noted thus far 
serve only to highlight some of the 
advantages of the use of modern 
order handling techniques. Per- 
haps a more complete picture of 
the full potentials of these meth- 
ods could be best obtained by con- 
sideration of a case history involv- 
ing a Wisconsin wholesaler who 
now saves $15,000 a year through 
the use of a modern order-invoice 
system. 

About 1000 orders a day are 
processed by this warehouse, in- 
volving drawing stock from 14 de- 
partments. Several departments are 
involved in the average order. 

It required 18 trained workers 


to operate billing machines and 
electric typewriters. Most of the 
time of these people was spent copy- 
ing price and item data and in this 
process many costly errors of tran- 
scription occurred. This resulted 
in many people who were paid to 
create invoices, and who were paid 
at machine operators’ salaries, 
spending their time in _ proof- 
reading. 

The company made a very care- 
ful study of its order-invoice sys- 
tem and called in outside business 
systems experts as well. This study 
revealed many interesting situa- 
tions, including the fact that too 
often copies being used then were 
not clear because of smudged origi- 
nals, and there was difficulty in re- 
using originals. It was also learned 
that close to half the personnel 
turnover resulted from objection- 
able features of the billing equip- 
ment then being used. 

As a consequence of this sur- 
vey, the company installed a new 
photo - mechanized order - invoice 
system, a Bruning Copyfles sys- 
tem. By the end of the first six 
months’ experience with this sys- 
tem, it was apparent that the sys- 
tem would reduce invoicing costs 
by two-thirds, due largely to the 
fact that separate invoice forms 
and a billing department were no 
longer necessary. 


Here's How It Is Used 


Here is how this wholesale hard- 
ware firm uses this equipment to 
save time and money: 

Copies of the original order are 
made for the firm’s stock depart- 
ments, the original being masked 
to show only the portions which 
are needed. Extraneous material 


which would be confusing and ; 
take extra reading time are auto- § 
matically non-printed. 


Even when copies are needed for § 
the 14th 9 
copy is as clear and as legible as 7 
With the copying ma- ~ 
chine and system in use here there © 


all stock departments, 


the first. 


is no limit to the number of copies : 


that can be made from the original 9 


order. 


Copies Made Quickly 


After the order has been priced 4 


and extended, a copy is made to © 
provide an invoice—and it is aj 


matter of seconds to make dupli- 


cate invoices. Similarly, informa- 


tion needed for posting, classify- 7 
ing, accounting and other office op- 9 


erations is provided quickly. 


Finally, hours formerly spent in § 


typing and proofreading are com- 2 


pletely eliminated and, most im- § 
production of § 
transcription § 


portant, machine 
copies has made 
errors impossible. 
Summing up, this firm has 
achieved the following benefits 


through use of this new order-in- 


voice system: 


(1)—Almost the entire 18 per- J 


son staff formerly required in the 
billing department has been trans- 
ferred to other departments. : 

(2)—Use of simply - operated § 
copying machines has made it un- | 
necessary to use highly paid, skilied 
workers. 

(3)—Processing of both the 
order and the invoice is speeded, 
and costly errors are eliminated. 

(4)—Operation of the system § 
provides a customer with an in- § 
voice that shows what goods are § 
shipped, substituted, lined off or 
back ordered. It is easy to pro- 


Three copying machines used by a Kentucky wholesaler in their mechanized order-invoice system. 
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vide the salesman with a duplicate 
invoice so that he, too, is com- 
pletely up-to-date on the order. 

The important conclusion to 
draw from this hardware com- 
pany’s experience is that they used 
standard methods and materials. 
The only change they had to make 
was a revision of their order and 
invoice forms. In the case of this 
wholesaler, both were combined 
into a single order form pre-printed 
on inexpensive translucent paper. 
Any desired number of copies of 
an order can be readily produced 
by the copying machine. 

Other companies that have 
achieved comparable savings in 
money and time have used a stand- 
ard order form to meet the needs 
of the great majority of hardware 
firms now spending too much to 
handle orders and to process in- 
voices. 

The following steps show how 
this company processes each origi- 
nal order from the time it is re- 
ceived to its final disposition. (See 
accompanying flow sheet—page 54. 


Processing Steps 


Step No. 1—(a) Ninety-five pct 
of orders are written by sales- 
men. The order form is filled in 
with the salesman writing or print- 
ing the words, using either pen or 
pencil. The only requirements are 
that the writing be legible’ and 
clean, and that the written line be 
opaque. A variety of inks and pen- 
cils are suitable. (b) When orders 
are phoned or mailed into the office, 
they are written on the order form 
by a clerk. 

Step No. 2—Credit rating is es- 
tablished and approval is stamped 
or written on the order. 


Step No. 3—White stock selec- 
tion copies of the order are then 
made by the copying machine and 
are sent to each department whose 
stock is needed for filling the order. 

Step No. 4— Upon receipt of 
these stock selection copies, each 
department selects from its stock 
the items called for by the order. 
Should some of the items not be 
in stock, the necessary notations, 
such as “partial,” “back ordered,” 
or “substituted,” are written on 
that department’s stock selection 
copy. If the items can be supplied 
by the department they are marked 
“complete” on the copy. 

Step No. 5—The stock selection 
copies and the merchandise are 
then sent to the Packing and Traf- 
fic Department where the mer- 


HARDWARE AGE, SEPTEMBER 4, 1952 




















































Of course there is no such thing as a three-horned bull. That's 
why we used this illustration. You looked at it because it's so 
different. And now that you've read this far, it gives us another 
chance to impress you with the triple-toughness of all Triplex 
Threaded Fasteners. 

The tougher they are, the better they hold parts together. 
Why not specify Triplex—long known as unexcelled in tough- 
ness and holding power. 
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JOHNSON XLO Music Spring Wire is packaged 
for easy handling and attractive display. ‘The 
wire of a thousand uses” is a must item for the 
up-to-date hardware store because it is a con- 
stant answer to the need for high carbon wire in 
small quantities. The modern hardware man is 
always prepared to respond to the customer who 
wants quality, high tensile wire. 


Johnson XLO Music Spring Wire is drawn with 
micrometer precision. The wire range—from .003" 
(38,026 feet to the pound) up to .200" (9 feet to 
the pound). Packaged—l!/, Ib., '/2 Ib. and | Ib. 


on 256 20 MOORE NALS ee 
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"Johnson Sets the Standard of the Industry" 
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JOHNSON STEEL and WIRE CO., INC. 


Worcester 1, Massachusetts 


\P/ SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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Notations made on the stock selec- 
tion copies are transcribed onto 
the original order. 

Step No. 6—The original order 
is now priced, extended, checked, 
and dated for billing. 

Step No. 7—Copies of the com- 
pleted original order are then made 
by the copying machine and are 
used for: (a) Customer’s invoice 
—white copy; (b) Packing Slip— 
white copy; (c) Posting—pink 
copy; (d) when merchandise is 
shipped by parcel post, an addi- 
tional copy (green color) is made 
for use as an insurance record. (e) 
When merchandise is shipped by 
company trucks, a copy is made for 
use as a delivery receipt. (f) If 
desired, a copy can be made for 
the salesman. Various colors in 
the paper are available. 

Step No. 8—The original order 
is then placed in a permanent file 
and can be used for making addi- 
tional copies at any time there- 
after. 

Step No. 9—All items that are 
back ordered are written on a 
new order form and filed. When 
these items are available for ship- 
ment, the back order becomes an 
original and follows the same pro- 
cedure as does the original order 
on the first shipment. 


Important Variations 


Due to the flexibility of the 
mechanized order-invoice system, 
many types of forms have been de- 
signed to meet customer’s needs 
and most installations differ from 
one another in some respects. The 
main essentials of three important 
variations are as follows: 

Use of Snapout Forms: Be- 
cause most of their orders are 
written in the office, many compa- 
nies use snapout forms for pro- 
ducing carbon copies that are used 
in processing these orders. With 
this method, the more frequently 
used copies of an order are pro- 
duced from one typing—but in a 
limited amount only! When addi- 
tional copies exceeding this amount 
are required an entirely new snap- 
out form must be filled out thus 
making it a slow and costly opera- 
tion. 

A new snapout form has solved 
this problem. With this form, 
either the first or second page is 
translucent and when additional 
copies of the order are needed, 
they are quickly made from the 
translucent page. In addition, the 
presence of a copying machine 


chandise is packed for shipment. 
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permits the snapout form to be re- 
duced to three or four pages so 
that each carbon copy is clear and 
legible. 

Direct Factory Shipments: When 
an order calls for a drop shipment. 
in addition to the normal paper- 
work involved in processing an 
order, it is necessary for the whole- 
saler to submit a purchase order 
for these items to the manufac- 
turer and also send a separate in- 
voice to the customer. A special 
translucent order form has en- 
abled many wholesalers to speed 
direct factory shipments and elimi- 
nate much paperwork. This one 
simple form, upon which the cus- 
tomer’s order is written, is copied 
by a machine to produce the manu- 
facturer’s purchase order, the cus- 
tomer’s invoice, and working 
copies of the order. 

Back Orders: A percentage of 
many wholesalers’ orders require 
several shipments before each is 
completely filled. With most sys- 
tems, a separate invoice must be 
prepared manually and sent to the 
customer each time a shipment is 
made. The amount of paperwork 
and number of manhours involved 
in such back order situations is 
quite costly if not properly con- 
trolled. 

Now a simple order form is 
being used successfully by a num- 
ber of wholesalers throughout the 
country. This form has proved to 
be an effective method of reducing 
costs and eliminating much of the 
paperwork preparation required 
when merchandise is back ordered. 





Signs Sell Services 
(Continued from Page 41) 


Other signs in strategic places in 
both sales floors say, “Thank you 
for your visit.” 

The top ledge of the paint sec- 
tion bears the message, “We want 
you to get the right paint ... we 
welcome your questions.” This 
sign leads to many inquiries and to 
sales, 

Messrs. Lundquist and Gilbert- 
son say that the signs are rela- 
tively inexpensive because they 
serve their purpose for long peri- 
ods. Copy is written by the own- 
ers and the signs are made by an 
outside concern. 

Particular attention is given to 
the condition of signs. Those that 
are soiled, need painting or com- 
plete removal are quickly taken 
down for replacement with newer 
messages or new copies of the 
Same comments. 
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Builds Them Strong! 


Erie PIPEMASTER WRENCHES 
greatly surpass Government 


specifications—yet Weigh Less! 








Hook and Heel Jaws are 
triple-heat treated to the 
correct hardness—to pre- 
vent crushing and chip- 
ping of teeth. 


For the name of your 
nearest PIPEMASTER 
jobber and illustrated 
catalog, write Erie 
Tool Works, Erie, Pa. 


TOOL WORKS 


735 West Twelfth St., Erie, Penna. 








PIPEMASTERS are covered by a broad 
guarantee against defects in materials and 
workmanship. Every one is performance- 
tested to exceed all Federal Specifications 
for Heavy Duty Pipe Wrenches. Available 
in 6, 8, 10, 14, 18, 24, 36 and 48-inch sizes. 








Accessories, parts 
complete units and 
books and plans for 
woodworking fans as 
displayed in the neat 
basement. 





$18,000 in Power Tools 


Advertising, good display room and empha- 
sis on complete stocks sells industrial firms 
and home users on the idea that this store 
is headquarters for woodworking equipment 





When you read power tool adver- 
tising by Stress Bros. Hardware at 
2827 W. 3rd St. in Chester, Pa., 
you know that its statement “head- 
quarters for woodworking equip- 
ment” is no idle claim. That com- 
ment is further proven by a visit 
to its extensive power tool and ac- 
cessory display in the basement of 
its modern 65 by 19-ft. store. 

Hand tools are given good atten- 
tion in the basement display, but 
power tools and accessories have 
about 30 ft. of one wall and part 
of an aisle. Advertising, good dis- 
play, a complete stock of a well- 





known line and a full line of acces- 4 
sories help the firm to do from ‘ 

$15,000 to $18,000 a year in wood- V-belts and hand tools share attention with 
working power tools and acces- power tools along one wall of the basement. 


HARDWA 
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NOW! MATIOMULLY ADVERT IS22,.. 


JW— & Good Housekeeping 


% Better Homes and Gardens 








% American Home 


Prolon Ware 


Buying Mood! Your customers will see 
and read about Prolon Ware in their 
favorite home magazines! 


“Tested” Colors! Selected for consumer 
popularity! Stone Grey, Chartreuse, Pas- 
tel Blue, Canary Yellow, Buff, Pastel 
Green, Forest Green, Cranberry Red. 


Smart, Modern Design! Simple, func- 
tional. Hard, durable finish. Stacks com- 
pactly for modern kitchens. 


Steadily Increasing Sales! Strong mer- 
chandising aids build profits! Displays, 
gift packages, full color statement en- 
closure, co-op mats, glossy prints! 


PRODUCT OF PROLON PLASTICS, DIVISION OF PRO-PHY-LAC-TIC BRUSH CO. 
PARKER D. PERRY, INCORPORATED—NATIONAL SALES 


729 Boylston Street, Boston 16, Mass. 

















VENTED 
CIRCULATORS 








The New Royal 75,000 
BTU Circulator in the 
NEW RIBBED MAHOGANY 
BAKED ENAMEL FINISH 


Four new sizes of Royal Vented Cir- 
culators 30,000; 35,000; 50,000 and 
75,000 BTU non-radiant models have 
been added to this popular trouble- 
free and fast-selling line. 

NOW, Royal has a complete range 
of sizes: 20, 30, 35, 40, 50, 60 and 
75 thousand BTU. 40 and 60 thousand 
BTU models available with radiants. 


Write for folder and price list 
PERMANENT DISPLAY 


SPACE 1119-A 
MERCHANDISE MART, CHICAGO 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


QUALITY... SINCE 1891 
CHATTANOOGA 6, TENNESSEE 


MANUFACTURERS OF: ROYAL CHEF GRILLS, GAS 
SPACE HEATERS, VENTED AND UNVENTED, 
VENTED WALL HEATERS, GAS LOGS, RANGE 
CONVERSION BURNERS, FIREPLACE FURNISHINGS 
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Large lettering identifies the exterior of the Stress corner store. 


sories, plus a sizable volume in 
hand tools. 
Advertising, usually at least 


once a week, in a local newspaper 
relies on brief copy, clear illustra- 
tions and prominently featured 
prices to tell Stress’ story. 

Says Mr. Stress, “Having a good 
line and a complete stock of acces- 
sories and parts is the main thing 
in selling power tools. About 70 
pet of our sales are to home work- 
shop fans, the balance being to in- 
dustrial plants and schools. We 
serve mostly people with modest 
incomes and although we do make 
Lay-Away sales, most of them are 


for immediate delivery.” 


The store does no outside can- 
vassing on power tools and does 
not demonstrate them in the store. 

In addition to frequent window 
displays and its fairly frequent 
newspaper advertising the firm has 
a mailing list of about 60 wood- 
working shops, lumber yards, 
schools and other accounts to 


One of the con- 

tinuing series of 

ads, used some 
months back. 








Multiplex Radial-Arm Saw! 


Performs All These 
Operations ... 
Cross Cuts - - - - Routs 
Miters - - - « - - Sands 
Bevel Miters - Rabbets 
Shapes - - « - - Plows 
Bevel Rips - - - Tenons 
Dadoes - - = = « = Efe. 


STRESS BROS. 


2827 W. 3rd St., Chester 
HEADQUARTERS FOR WOODWORKING EQUIPMENT 


which it regularly mails catalogs 
on power tools and accessories. 

Power tools are sold every month 
of the year at the Stress store— 
sales being best between October 
and January. Many sales are made 
on a cash basis, those wanting 
financing arrangements being re- 
quired to pay 10 pct down and to 
make subsequent payments to the 
bank on a no recourse basis. Terms 
provide for payment in a maxi- 
mum of 15 months. 

Of late the best selling units 
have been a 9-in. tilting arbor saw 
and an 8-in. tilting table saw. These 
sell at about $80 and $70, with $40 
additional for a motor. 

On a tilting arbor saw sale it is 
not unusual for the total to run as 
high as $140 including stand, ex- 
tension wings, motor and other 
parts. Many people — and most 
sales are to individuals—will make 
several return trips to purchase ad- 
ditional accessories and often to 
buy a sizable order of hand tools. 


DELTA 



















Medel 20-A 
$197.50 


1 
WITH % H. P. MOTOR 







Phone Chester 2-1378 
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ENGINEERED 
FOR SAFETY 





GET THIS EXTRA STRENGTH 
AT NO EXTRA COST! 


Usual Upson-Walton's 
Safe Working Safe Working 
load lood 











3” Single. 200 Ibs. 265 Ibs. 
3” Double 300 Ibs. 400 Ibs. 
° 400 Ibs. 540 Ibs. 


400 Ibs. 510 Ibs. 
° 550 Ibs. 730 Ibs. 
4" Triple. . 700 Ibs. 925 Ibs. 


5” Single. . 500 Ibs. 675 Ibs. 
5” Double — 750 Ibs. 1000 Ibs. 
5” Triple . 1000 Ibs. 1325 Ibs. 


6” Single . 1000 Ibs. 1320 Ibs. 
6” Double 1500 Ibs. 1900 Ibs. 
6” Triple . 2000 Ibs. 2640 Ibs. 


1500 Ibs. 1700 Ibs. 
° 2000 Ibs. 2575 Ibs. 
7” Triple . on 2500 Ibs. . 3000 Ibs. 


8” Single. . . 1700 Ibs. 2200 Ibs. 
8” Double . 2450 Ibs. 2850 Ibs. 
8” Triple . 3200 Ibs. 3500 Ibs. 


10” Single. . . 2600 Ibs. 2750 Ibs. 
10” Double . 3400 Ibs. 3650 Ibs. 
10” Triple. . 4200 Ibs. 4900 Ibs. 


12” Singles . . . 3000 Ibs. 3000 Ibs. 
12” Double . . . . 3750 Ibs. 4600 Ibs. 
12’ Triple. . . 4500 Ibs. 5400 Ibs. 

















Upson-Walton wood blocks not only have 
extra strength but also outstanding eye appeal 

. with clear-lacquered hardwood shells 
and contrasting green enameled steel parts. 
See your distributor for efficient service from 


of all three stock. Write for free catalog. 
Tackle Blocks « Fittings «¢ Wire Rope THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE «+ CLEVELAND 11, OHIO 
New York ° Chicago ° Pittsburgh 


YOU CAN DEPEND ON UPSON-WALTON’S 81 YEARS OF EXPERIENCE 
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A feature of Anaheim's huge Hallowe'en Carnival were window displays 
decorated by the town's school children. The window of the Nadorff 
Hardware depicted Peter Pumpkin and his wife. 


Community Hallowe'en 
Draws 100,000 


More than 100,000 potential cus- 
tomers were attracted to a town of 
10,000 when merchants of Ana- 
heim, Calif., staged their big 
Hallowe’en Carnival which con- 
sisted of parades and all sorts of 
activities for young and old. 

Store windows, too, joined in the 
spirit by flaunting decorations de- 
signed and made by school children 
who were awarded trophies for the 
best window creations. 

The Carnival started off with a 
big civic breakfast at which most 
of the guests were in costume. The 
children got their inning in the 
afternoon when a pet parade got 
on its way. 

All children, leading or carrying 
pets, were dressed in carnival cos- 
tume, and those who had the most 
original, the prettiest or the most 
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One of the two windows of the Mitchell Hardware was left 
unpainted but used appropriate props to touch up the dis- 
play of green, orange, and black pottery items. 
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for Fall profits? 


Just add new Bruce Cleaning Wax to your 

Fall display of Bruce Floor Cleaner. Profits are 
bound to climb. 

Bruce Cleaning Wax offers the same easy 
““clean-as-you-wax”’ floor care that made Bruce 
Floor Cleaner a best seller. The difference is 
that it contains lots more wax to give the 
extra-heavy protection and gloss many women 
prefer on wood floors. You still recommend 

and sell Bruce Floor Cleaner for linoleum and 
wherever a lighter coat of wax is desired. 

Right now, your customers are getting this 
double helping of good news in big Fall advertising 
now under way in magazines, newspapers, 

radio and television. Many will want both of 
these high profit items. So don’t miss ’em. 
Double check with your Bruce man today! 


fl 
BRUCE) products 


guaranteed by the world’s largest maker of hardwood floors 
E. L. BRUCE CO., MEMPHIS, TENN. 











there's a I3/G difference in 
¢ 3) Grinding Wheels 


FOR POPULARITY! 
FOR PERFORMANCE! 


NOW! 


All Wissota Electric Tool 
and Sickle Grinders Have 
Oil Sealed Precision Ball Bearings 


Most practical for ALL farm 
grinding jobs. Heavy duty 
1/3 H.P., motor mounted be- 

hind and ne allowing full accessibility to wheels. 
List $57. Also sold with two tool wheels, without 
sickle holder, $53.80 


EXTRA HEAVY & HEAVY DUTY SICKLE 
& TOOL GRINDERS - 

















Exclusive Roller” 
Bearing Slide Sickle 
Holder. E pee 


with 4/2”, 
7” dia., fully vitri- 
ae - le cones; up te 8” tool wheels. List $11.30-$28.90 


HAND POWER GRINDERS 
Seow and lighter duty models 
in 5, 6”, 7” wheel sizes. 
One- cheat gear case, accurately 
machined bearings, smooth quiet 
gears, attractively finished. Com- 

petitively priced - pcre 
F.0.B. Minneapolis. 


STREAMLINED 
GRINDERS 


5xi”, 4x1” 
Sup- 


Made with 6xi”, 
fully vitrified wheels. 


models with 6 to "o ineh 
wheels. List $2.50- 
$36.00 F.0.B. 


TOP QUALITY SICKLE 
CONES AND WHEELS 


able loose ‘and in 
popular assortments. 


Ask Your Jobber 


WRITE FOR 
CATALOG! 


Wisso T A 
MANUFACTURING CO. 


MINNEAPOLIS 4, MINNESOTA 
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grotesque costume were awarded 
prizes. 

Evening was the time for an- 
other parade of floats, bands, horse- 
men and marching clubs. 

For the merchants, apart from 
the huge business potential the 
Carnival attracted, one of the most 
interesting features of the all-day 
program was the judging of the 
window displays created by Ana- 
heim children. 

A week in advance of the Carni- 
val, the merchants turned their 
store windows over to school chil- 








dren, selected by their teachers, 
who then decorated them for 
Hallowe’en. Each pupil put his 


name, grade and school in one cor- 
ner of the painting, and trophies 
were then awarded to the pupil in 
each grade who had created the 
best window. 

One of the Nadorff Hardware Co. 


display windows was decorated 
with a huge pumpkin and as part 
of a scene showing Peter Pumpkin 
who put his wife in a pumpkin 
shell. Paints and paint brushes 
were the merchandise featured. 

The other display window was 
the vehicle for Cinderella’s coach 
which turned into a pumpkin. Col- 
orful pottery mugs, paper cups and 
paper plates for a Hallowe’en party 
were featured. 

At the Mitchell Hardware Co., 
one of the windows had ghosts, 
witches and bats flying over tomb- 
stones. The other window was not 
painted but appropriate Hallowe’en 
props were used to decorate the dis- 
play of colorful orange, black and 
green pottery. The background 
was green and on a black panel a 
skeleton was hung while jack 
o’lanterns were suspended from 
the ceiling. 





Profitable Rentals 


(Continued from page 35) 


license number and Social Securi- 
ty number and the rental rate. 

I carry liability insurance as a 
protection in case of accident. 
When the customer signs a receipt 
for rental equipment he indicates 
that he is familiar with the proper 
use of the rental item. 

We always collect rental. fees 
in advance and tell the customer 
as much about the equipment as 
we can to eliminate trouble. We 
particularly show them the proper 
way to replace sandpaper in a 
sander. If they are careless in se- 
curing the paper it is their fault if 
they tear it. 

Our rental receipts give me the 
exact amount which each _ tool 
earns and serve as a guide as to 
the time to sell it and replace it 
with a new unit. I check the rental 
sheets every Monday morning, 
posting the amount on a page 
showing totals. This sheet is in 
the record book in which each tool 
is listed. It is necessary to keep 
separate the expenses such as 
gas and oil for lawn mowers, and 
the cost of filing and sharpening 
tools and making repairs. 





There's a Solution 


(Continued from page 49) 


with unusual window displays and 
direct mail. He mailed a _ postal 
card to all names on his mailing 
list to promote one item at a special 


price. A few days later he dis- 
tributed printed leaflets, created 
at a cost of $15, from house-to- 
house, featuring the same item. 





Sells More Lamps 


Use of a portable six-shelf lamp 
display, mounted on casters, has 
helped increase the sale of both 
incandescent and fluorescent lamps 
at the H. Lorleberg Hardware in 
Oconomowoc, Wis. Store owner con- 
stantly shift the unit from one 
part of the store to another to test 
its effectiveness at different sea- 
sons. 

Prices and sizes and types are 
clearly marked, this information 


encouraging self-service. 

The unit is 5 ft. high, 3 ft. wide 
and is built of % in. plywood and 
wide strips. 


Yin. 
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The Fire Pot... In The Circulating Action... 


pte exclusive yy wee Preway offers, as optional 
urner demonstrates the bran : : 
equipment, a powerful blow- 
of ECONOMY your customers wae en f 
er attachment that carries 


want to hear about. It guaran- ; 
tees low fuel cost because it is heat on to distant areas, main- 


designed to burn — and burn ef- "7 tains a more uniform temper- 

ficiently — the cheapest grade ature throughout the house. In 

of fuel oil on the market. the summer it acts as a room 
cooler, a feature everyone ap- 
preciates. 


In The Price Tag... 


feature that 


: a 
i reway gives YoU — low 
Preway provides the Heat yo a mer responds to 


Miser — a specially designed (( ah) «tial cost... the most attractively 
heat booster. You can show — aed ticket in the industry. 

your customers how it ex- 
tends the line of travel of the 
hot flaming gases over more 








has co heat-absorbing metal sur- 
both ' faces to make every B. T. U. 
lamps work harder. 


re in 


ST | 


profitable 


oil-burning circulators 
are bigger in power, 
performance and economy 


A beauty of a heater is Preway. From appearance to per- 
formance, as you can see, this well-balanced line is power- 
packed with sales appeal. Just study the Preway features 
highlighted here . .. each one an engineering-merchan- 
dising first that beats the best that others offer . . . and 
you'll know why Preway is already one of the country’s 
Big Three in space heater production. You, too, can cash in 
on this line of opportunity that puts you out in front of 
competition and out ahead in sales and profits. Act now, 
before it is too late, to be the Preway dealer in your com- 
munity. Phone, wire or write today for full information. 


PRENTISS WABERS PRODUCTS CO. 
2652 SECOND STREET, NORTH, WISCONSIN RAPIDS, WIS. 
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You Never Make 

a Mistake — but 

ALWAYS A PROFIT 
When you Sell 


senate yy 





No. 49 me $3.25 





No. 545 Expert $3.75 


No. 60 Sport Knife $2.75 





MARBLES COMPASSES ( runt: 


Wrist, Pin-on 
and Pocket 
Models. 
Guaranteed 
dependable. 
$1.50 to 
$2.75 


~ 








Wa 
Match ice 















Sheard Gold 
, Front $1.75 pa sei 
&y, hare Flat Top Rear $2.00 


Flexible Spring 


tf yom 


Shot Gun 
Sights, Ivory. 
Se 


Folding Leaf $2.00 
Front. 


Rear, 300 
setae 
—_—___ 
Jointed Brass or Steel Rifle Rod $1.50 

oe “enna 

One Piece Rod $1.2§ For Revolver 75¢ 

Order from your Wholesaler 

Catalog on Request au 

MARBLE ARMS & MFG. CO. 
540 Delta Avenue Gladstone, Michigan 


Ni + 
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How Profitable Are Your Salesmen? 
(Continued from page 52) 


Assuming that this sales-cost 
ratio is constant for each salesman, 
that percentage applied to the total 
monthly dollar sales for each sales- 
man will give that proportion of 
the cost of goods sold which is to 
be charged to the individual sales- 
man. 

For instance, on the sample 
form, Salesman No. 1’s total 
monthly sales is $4,000; 65 pct of 
that total, or $2,600 is the propor- 
tion of the cost of goods charged 
to him. 

While this percentage calcula- 
tion may not be 100 pct accurate 
(the profit may vary for different 
items, and one salesman may sell 
more or less than another of the 
most profitable items), it does pro- 
vide satisfactory results. It will 
reveal the salesman on whom the 
dealer is losing money even if the 
exact differences in the profit-pro- 
ductivity of the various salesmen 
are not taken into account. 

The next step is to figure and 
total the major items of overhead 
expenses, distributing the total 
evenly among all salesmen, and 
entering this information on the 
record. Thus if a dealer employs 
four salesmen, and the total over- 
head expense is $2,000 a month. 
then each man will absorb $500 of 
those expenses for that month. 

Again, though this method of 
“equivalent allocation” is not en- 
tirely accurate, the difference be- 
tween it and “direct allocation” is 
generally not large enough to war- 
rant using the latter. 

By direct allocation is meant 
charging to each salesman the ex- 
act amount of business expenses 
that he should ‘bear. For example, 
one salesman’s business may show 
a higher collection expense in one 
period than in another; a second 
salesman’s deliveries may cover a 
wider territory in one period than 
another’s. There would be no way 
to uncover these differences except 
by such a great amount of paper 
work that it would not pay. 

There is a good accounting 
maxim that holds: “Never spend 
a dime to save a nickle.” 

In using equivalent allocation, 
however, expenses may be detailed 
or they may be grouped under a 
few headings. For instance, on 
the form, illustrated, under the 
“miscellaneous” classification are 
included such items as insurance, 
deliveries, rent, depreciation, cred- 
its and collections, etc. 


When all information has been 
set down on the record, the next 
step is to analyze the figures. Refer 
to the form illustrated with this 
article, and note that the dealer 
earned 4 pct net profit on his total 
monthly sales. 

Salesman No. 1 earned 6 pct, or 
2 pet more than the average net 
profit for the business. But Sales- 
man No. 2 earned 2 pct less than 
the average net, thereby pulling 
down the dealer’s overall net profit. 

Had this analysis not been made, 
the dealer would not have been able 
to identify the salesman who was 
not carrying his load. 

The usual procedure for gaging 
the productivity of salesmen would 
have been to take the ratio of 
total salesmen’s compensation to 
sales, and if it approached the av- 
erage for the business, to consider 
it satisfactory. 


An Illustration 


How that method obscures the 
performance of the salesman on 
whom the dealer takes a loss, or 
those salesmen in the low-profit 
brackets, is illustrated in this man- 
ner: 

Referring to the chart, it will be 
noted that monthly compensation 
for the two salesmen totaled $572. 
Their total monthly sales were 
$7,000, making the ratio of com- 
pensation to sales slightly more 
than 8 pet. 

Though that figure may indicate 
to the dealer that his selling ex- 
pense is not out of line on an over- 
all basis, it does not tell him how 
each of his men produces in rela- 
tion to net profit on sales. 

Looking at each salesman indi- 
vidually and his compensation in 
relation to the sales he produces, 
Salesman No. 2 shows a ratio of 
nearly 9 pct compensation to sales, 
while Salesman No. 1 shows a ratio 
of slightly over 7 pct. 

The difference appears to be only 
1 pet but the bigger difference of 
each man’s ratio to the overall net 
is not apparent: plus 6 pct for 
Salesman No. 1 and minus 2 pct 
for Salesman No. 2. 

Now, once the dealer has dis- 
covered that a salesman’s perform- 
ance is unprofitable or in the low- 
profit bracket, there is usually a 
reason for it, and it is up to the 
dealer to get at the reason and to 
take corrective measures. 
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A TIMELY-TIP 


to_Profit-Minded 
> Dealers... 


STANLEY RD (ROUND CORNERED) BUTT HINGE 
(RD242 shown) eliminates need to square up corners of 
mortises ... saves builder's time, cuts costs. Self-seating, 
non-rising pin; hole in lower tip for easy pin removal. 


More and more builders are calling for Stanley RD 
(Round Cornered) Butt Hinges RD241 and RD242. 
Why? Because the 14” corner radii precisely fit 
mortises cut by an Electric Hinge Mortiser—no 


Ri ound Corner af hand chiseling necessary. And more important, 
e * because the combination of Round Cornered 
Bult Hinges 


Hinges, a Hinge Mortiser, and Template allows 
builders to hang doors at least six times faster! 


The interchangeability of Stanley RD Hinge 

Leaves makes this speedy combination practical. 
Some builders mortise and apply hinge halves to 
doors and jambs separately with complete assurance 


of perfect fits when doors are hung later. 


HINGE MORTISER ‘ 
ti utts 6 tim H 
Foster hon by gn You’ll find a ready market and increased sales 
sg . : . 4 : 
y tony ant a 5 lll 4 by introducing this fast method of hanging doors 
HBGA Rovier suggested). 4 where it isn’t already in use—and by carrying a 


stock of Stanley Round Cornered Hinges. 
Write today for details. 


See us at Booth No.1, National Hardware Show, 
October 6-10, Grand Central Palace, New York 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


DOOR AND 
JAMB hare tga 
is adj bl 
__ any size of door ST. A N LEY HARDWARE ® TOOLS © ELECTRIC TOOLS 
en aiiint sea STEEL STRAPPING ® STEEL 


(Stanley Electric Tool T3 Door 
and Jamb Template suggested ). Reg. US. Pat. Of. 








*All Stanley Butt Hinges can be furnished with round corners, 
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WITH THIS NEW 


Victor 


STEEL TRAP 


STEEL TRAPS 


This new Victor Log Display is right 
for the wall, right for the window and 
the right way toe build bigger Victor 
Steel Trap sales! 

It’s a “stopper” display—painted 
to match the bark of a tree with 
bright yellow and red lettering that 
catches the eyes of your customers. 
Six popular Victor Steel Traps hang 
on the display to spark your cus- 
tomers to buy. 

When you order five-dozen Victor 
Steel Traps you get the display at 
no additional cost. So get in touch 
with your wholesaler now and “hang 
up” big sales this season. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Penna. ¢ Pascagoula, Miss. 
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Victor 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


| American Gas Association annual con- 
| 


vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


Maaufactv ers 
Association, joint convertion with 
the National Wholesale Hardware 
Association, Oct. 12-16, at Atlantic 
City, N. J. Hotel necadquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faulel is secretary- 
treasurer of the manufacturers as- 
sociation with headquarters at 342 
Madison Ave., New York City 17. 


of Architectural 
Hardware Consul’ants joint conven- 
tion with the Nativnal Contract 
Hardware Assn., and National 
Builders’ Hardware Exposition, 
sponsored by both groups, Sept. 28- 
30, Oct. 1 at the Pal-y.er House, Chi- 
cago. A. W. Mathewson, executive 
secretary-treasurer of the Society 
and John R. Schoemer, managing 
director of the Association, both 
with administrative offices at 420 
Madison Ave., New York 17. 


Bicycle Industrv, Jan. 18-23 at the 
Boca Raton Club and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Industrial Supply Convention, April 
12-16 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; the National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary, and the Southern 
Distributors’ Assn., 712 Volunteer 
Bldg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


Motor Boat Shows: National Motor 


Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York ity; Feb. 
6-15 at International Am, hitheater, 
Chicago, and Sports, Trave) & Boat 
Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Contract Hardware Assn. 
joint convention with the American 
Society of Architectural Hardware 
Consultants, and National Builders’ 
Hardware Exposition, sponsored by 
both groups, Sept. 28-30, Oct. 1 at 
the Palmer House, Chicago. John 
R. Schoemer, managing director of 
the Association, and W. A. Mathew- 
son, executive secretary-treasurer 
of the Society, both with adminis- 
trative offices at 420 Madison Ave., 
New York 17. 


National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank M. Yeager, 
managing director. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 15-22 at Navy 
Pier, Chicago. Sponsored by Nation- 
al Houseware Manufacturers’ Assn., 
1140 Merchandise Mart, Chicago. 
A. W. Buddenberg, executive secre- 
tary. 


National Retail Hardware Assn. Con- 
gress, July 12-16, at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing Director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 


National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 


Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 


National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufactur- 
ers Association, Oct. 12-16, at At- 
lantic City, N. J. Hotel headquar- 
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Smooth, easy operation and simple in- 
stallation make Coburn Sliding Door 
Hardware a popular and easy-to-sell 
item with home owners and farmers. 
You get the advantage of broader cus- 
tomer coverage, too, because Coburn 
Sliding Door Hardware is available for 
doors of all the following types: garage, 
barn, overhead, straight-sliding, sliding- 
folding, around-the-corner, roundhouse, 
folding partition and fire doors. 


CURVED TRACK Typical of the sales opportunities 


offered by the Coburn line is the new 
#5916 Sliding Door Set—easy to stock 
and handle because it comes complete 
in one convenient package—easy to sell 


’ because its moderate price appeals to 


economy-minded buyers. 

Why not get the full story on 
Coburn Sliding Door Hardware. Write 
for catalog and price list to Coburn 
Products Department, Sales and Engi- 
neering, 56 Sterling Street, Clinton, 
Massachusetts. 


easy to operate...easy to sell 






THE COLORADO FUEL AND IRON CORPORATION © Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland, California 

WICKWIRE SPENCER STEEL DIVISION * Atlanta * Boston * Buffalo 
Chicago * Detroit * New York © Philadelphia 


COBURN PRODUCTS 





G 


STRAIGHT TRACK 





us 
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eer 
means VIGORO: 


sales and profits 
for you! 





MAKE A SECOND PROFIT 


Sell them End-o-Weed®, too— 
for weed-free lawns. 

























Vigoro and End-o-Weed just nat- 
urally sell together during the fall 
because fall is the ideal time to 
feed a lawn—an excellent time to 
eradicate weeds. Make the most 
of this opportunity and display 
the two together in a prominent 
spot in your store. You’ll make 
2 profits ... 2 sales without any 
extra effort on your part. 


*VIGORO is the Trade-mark for 
SWIFT & COMPANY'S complete, 
balanced plant food. 


End-a-Fest “(ul 


End-o-Pest . . . all the 


pest protection most gar- 
dens need. 


End-o-Weed .. . destroys 
over 100 dif- 
ferent weeds. 





Presented by SWIFT & COMPANY 
Plant Food Division s Chicago 9, i. 
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ters, Marlborough-Blenheim Hotel, 
Conference Booth Plan at Conven- 
tion Hall. Thomas A. Ferney, Jr., 
is executive secretary of the whole- 
sale association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 








Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago, 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Regional Events 


Ace Stores annual convention and ex- 
hibit, Feb. 2-4, 1953, at the Conrad 
Hilton Hotel, Chicago. Sponsored by 
Ace Hardware Corp., 2355 S. Blue 
Island Ave., Chicago 8. 

American Hardware Supply Co., Mer- 
chandise Fair and Stiekholders’ 
Meeting, Jan. 26-27 at company 
headquarters 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 

Cotter & Co. Spring show and annual 
stockholders meeting, Feb. 2-3, 1953, 
at company headquarters, 365 E. 
Illinois St., Chicago 11. 


Franklin Hardware and Supply Co., 
annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. F. 
Leon Herron, president and general 
manager. 

Hardware Wholesalers, Inc., annual 
convention and exhibit, tentatively 
Nov. 18-20, 1952, at company quar- 
ters, Fort Wayne, Ind. A. H. Ger- 
berding, manager. 

Rehm Hardware Co. annual conven- 
tion and exhibit, Feb. 10-11 at com- 
pany quarters, Blue Islard Ave. and 
15th St., Chicago 8. J. B. Moore, 
vice-president and secretary. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, April 19-21 at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-07 Frank Nelson Bldg., Birm- 
ingham 3. 

Arkansas Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-23 at 
the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 


California Retail Hardware Assn., 
convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Krueger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 3. 

Connecticut Hardware Assn., conven- 
tion Jan. 21 at the Hotel Taft, New 
Haven. Secretary, Ned Russell, 
Southport, Conn. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54. 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-29 at 
the Murat Temple, Indianapolis. 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 

Intermountain Assn., convention, Jan. 
25-27 at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 

Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 


grounds, Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 

Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 

Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19 at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 

Minnesota Retail Hardware Assn., 
convention, Jan. 20-22 at the Curtis 
Hotel, Minneopolis. Exhibit, Audi- 
torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4. 

Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 

Montana Hdwe. and Impl. Assn., con- 
vention Oct. 30-Nov. 1, 1952, at 
Hotel Finlen, Butte. Secretary, Nor- 
man QO. Blevins, P. O. Box 1152, 
Helena. 

Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 

Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19 at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 
825 Insurance Bldg., Lincoln 8. 

New England Hardware Dealers 
Assn., convention and exhibit, Feb. 
23-25 at the Hotel Statler, Boston, 
Mass. Secretary A. C. MacHardy, 
185 Dartmouth St., Boston. 

New York State Retail Hardware 
Assn., convention, Feb. 10-12 at 
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For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

quality produced by 

Griffin. 





yy Svery DOOR NEEDS THREE! 


~( sRIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


THE B. S. ALDER COMPANY 








= Warren ae 


ew York 7, 

HARVEY D. RUSH & SONS Waiter Ss. TOLINSON & SONS’ E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 
Kansas City, Missouri Atlanta, Georgia Dallas 5, Texas 

WILBUR H. DAVIS H. C. GLOVER CHARLES L. LEWIS 
1639 W. Fargo Avenue 2611 Garrison Bivd. 1355 Market Street 
Chicago 26, Illinois Baltimore 16, Maryland San Francisco 3, Calif. 
GEORGE A. GREGG ROY L. ROGERS R. F. BEVERS 
17134-6 Wyoming Avenue 1620 Garfield Street 4524 East 60th Street 
Detroit 21, Michigan Denver 6, Colorado Seattie, Washington 
AUSTIN & EDDY INC. W. C. MEIBAUM & CO. L. G. FULLER, JR. 
115 Broad Street 6954 Oleatha Avenue 644 Wellington Rood 


Boston, Massachusetts St. Louis 9, Missouri Jackson 6, Mississippi 





Uniform Color, 
Texture 


and Finish, 


NO MATTER WHAT'S 
UNDERNEATH 

























With the amazing new Kyanize Clingcote 
Scrubable-Flat, you don’t have to worry 

NEW what your customer is painting over, or 
PLASTER whether it’s primed or unprimed, porous or 
non-porous. For Clingcote Scrubable-Flat ad- 
heres to anything, and leaves an absolutely 
uniform color and sheen, no matter what the 
MANES tel ie surface. Odorless too, and matching colors 
are available in Celoid Semi-Gloss and 
Tudor Interior Gloss. 


7. 48i. ice AND THAT’S NOT ALL... it holds out any 
second coat; hides completely in one coat; 
gives easy lapping, perfect smooth touch- 
ups, and is terrific on maintenance, saving 
time on repair work and clean-up. 


ASK YOUR KYANIZE SALESMAN to 
let you brush out a panel of the new oil- 

OLD base Clingcote Scrubable-Flat, and see for 
PLASTER yourself what a sensational job it does. Re- 
member it’s fully guaranteed! 








































For information on territories still open on a 
TAPED Franchise basis, write: Boston Varnish 
JOINTS Company, Everett Station, Boston 49, Mass. 
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Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 
\ JOLIET, ILLINOIS 





a 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32’ te 8” O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After AUL! 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 























For greater legibility, longer wear 


mark with AMERICAN LUMBER CRAYONS .«- - - 


. A | 
on AL 


Write today for your 

Industrial Crayon Guide, 

describing our complete 

line of markers for every 
need. 


Dept. HA-35. 


L types of lumber, 


specially 


Jesigned for the industry by crayon experts 


The American Crayon Company 


Sandusky, Ohio 


New York 





Syracuse. Exhibit, Onondaga 
County War Memorial Auditorium, 
Secretary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 

North Coast Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, at 
Olympic Hotel, Seattle, Wash. Sec- 
retary, D. D. Stewart, 741 Ameri- 
can Bldg., Seattle 4. 

Ohio Hardware Assn., convention and 
exhibit, Feb. 2-5 at Cleveland. Ses- 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B, 
Conklin, 198 S. High St., Columbus, 

Oklahoma Hardware & Impl. Assn, 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 

Pacific Northwest Hdwe. & Impl. 
Assn., convention, Nov. 9-11, 1952, 
at the Davenport Hotel, Spokane, 
Wash. Secretary, J. Malcom Smith, 
614 Empire State Bldg., Spokane. 

Pacific Southwest Hardware Assn., 
convention and exhibit, Feb. 17-19 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 

Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and ex- 
hibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 

South Dakota Retail Hdwe. Co., con- 
vention and exhibit, April 7-9 at the 
Sioux Falls Coliseum. Secretary, 
O. R. Baily, 1300 S. Jefferson Ave., 
Sioux Falls. 

Tennessee Retail Hardware Assn, 
convention, Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Morris 
Jones, P. O. Box 784, Nashville, 2. 

Texas Hdwe. & Impl. Assn., conven- 
tion and exhibit, Jan. 26-28 at the 
Shamrock Hotel, Houston. Secre- 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 

Tri-State Hdwe. & Impl. Assn., con- 
vention and exhibit, Feb. 9-10, 
Herring Hotel, Amarillo, Tex. Sec., 
M. D. Shepherd, Canyon, Tex. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, 
at Roanoke, Va. Meetings, Hotel 
Roanoke, exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 

Western Retail Impl. & Hdwe. Assn., 
convention and exhibit, Jan. 19- 
21, at the Municipal Auditorium, 
Kansas City, Mo. Secretary, Wil- 
liam J. Shaw, 214 Werby Bldg. 
39th and Main, Kansas City 2, Mo. 

West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, at 
the Daniel Boone Hotel, Charleston. 
Secretary, James C. Fielding, 1628 
McClung St., Charleston. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 3-5 at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs Ave. 
Stevens Point. 


HARDWARE AGE, SEPTEMBER 4, 1952 








HARDWAR 


Onondaga 
Auditorium, 
Kiley, Hills 




















THE BOND TH 
CUSTOMERS, T 






ware Assn, 
Feb. 1-3, at 
Wash. Sec. 
741 Ameri- 


foo age i 


ORDER BURNS 
CHRISTMAS 





vention and 
eland. Ses- 
hibit, Pub- 
‘y, John B,. 
Columbus, 
npl. Assn,, 
‘eb. 3-5, at 
Oklahoma 
Robert K. 
ldg., Okla- 





& Impl, 

















9-11, 1952, 
, Spokane, 
om Smith, 7 
Spokane. 
_——. Glazing Compound 
Feb. 17-19 ae 
Meetings, on eee : 
auditoriums. THE ALL-PURPOSE. 
, 416 W. te, é : 
. pee be GLAZING COMPOUND 
Seaboard  PLASTI-GLAZE STAYS ELASTIC - a per- 
‘onvention manent bond that resists weather and 
eh on wood, steel or aluminum 
alnu 4 eet 
Co., con- . ee 
7-9 at the ALWAYS READY 
Secretary, i 
rson Ave. | E: ) | a TO USE 
= | PLASTI-GLAZE needs no mixing or thin- 
. Peabody ning. IT DOES NOT HARDEN OR SETTLE 
'y, Morris in the can 
shville, 2. 3 . 
-» CO n- 
ata ~ CLEAN, WHITE 
os ae >> »PLASTI-GLAZE can be covered with any 
____ eil-base paint at once. Ideal for filling nail 
ge holes. Quicker to apply . ... easier to paint. 
Tex. Sec., te 
ex. Sp _ Plasti-Glaze is available in lithographed 
ssn., con- "sans all sizes from fast-selling 1 Ib. can 
* oe ete (attractive counter display in each-carton) 
n Legion to 100 Ib. drums for contractor sales. 
T. Omo- aN, 
SEND TODAY for a Generous 
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ditorium, ‘aa Ps lk 
ry, Wil- / For the past three Christmases there haven't 
y Bldg, been enough of these wonderful Burns Ser-_ 

y 2, Mo. rated Edge Steak Knife and Kitchen Knife Sets 

sn., con- to go around . . . and demand is hotter than 

16-18, at ever for these practical gifts this year. Better 

arleston. act now ... and be sure! 

ng, 1628 

eae We Write for COMPLETE BURNS CATALOG 

. Secre- 

gs Ave, BU RNS MFG. €O. Syracuse, N.Y 
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FINEST MERCHANDISING 


FLOOR FIXTURE 


IN THE FIELD! 


MORE DOLLAR RETURN PER 
SQUARE FOOT OF FLOOR SPACE! 


Complete R-V-LITE 
and STORM PANE 
DEPTS. that 
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“DISPENSE 
* MAKE IMPULSE 
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Since 1905 _\\C 








EADQUARTERS FOR THE BIG 





ee ee ee, ee 





Latest Information on New Hardware Merchandise 


(Contis 1ed from page 13) 


wide flanged rim provides a secure 
hand grip when stirring or carry- 
ing. Three sizes include 10% in. 
or 4 qt., 814 in. or 2 qt., 6% in. or 


34 qt. Sets, which can be washed 
in hottest faucet water, are indi- 
vidualy boxed and come with a 
point-of-sale merchandising dis- 
play. Available in open stock, the 
suggested retail prices are $1.69 
and $1.98 per set. Columbus Plas- 
tic Products, Inc., Columbus, Ohio. 


New Electric Clocks 


Here are several new models of 
Telechron electric clocks now avail- 
able. Lullaby model is a low cost 
unit small enough to fit on a 
crowded night table. Ivory colored 
case, brown minute and hour hands, 
golden tan alarm hand, red sweep 
second hand, rubbed case and easy- 
to-read dial are features. Retails 


for $4.95. Lullaby-luminous (illus- 
trated) retails at’ $5.95 and fea- 
‘ tures midnite black dial. Dots, 
hands and numerals are yellow 


78 


green; sweep second hand is red. 
Another new model, the Enhancer, 
retailing for $8.95, has gold-color 
and maroon rings set off with a 
white raised numeral band. Basket 
weave texture background is gray 
and case is ivory. Minute and hour 
hands are maroon; alarm and sec- 
ond hands are polished gold bronze 
color. Telechron Dept., General 
Electric Co., Ashland, Mass. 


Electric Plane 


The new model 676 portable elec- 
tric plane can be used on both flat 
edge and edge planing. Plane has 
3 in. width cut with a % in. depth 
of cut capacity. Cutter head travels 
at 13,500 rpm.; a lever controls 
depth of cut in 1/64 in. steps. Chip 
deflector permits chips to be thrown 
to left or right. Comes in steel case 


with pair of blades, locking key, 
blade honing bracket and adjusting 
gage. Weight of plane is 10% Ib. 
Skilsaw, Inc., 5033 Elston Ave., 
Chicago 30. 


Strapless Surface Bolts 


Semi-concealed guides and a 
stainless steel tension spring stop 
are featured in these strapless sur- 
face bolts, which replace old style 
bolts in the 3% in. and % in. rod 
sizes. The new tension spring stop 
also affords a solid steel, non-rust- 
ing stop for the rod and prevents 
the rod from being pulled out of 
the guides. Semi-concealed guides 
eliminate marring of the rod. The 
bolts are made in solid brass and 
steel in all standard finished, No. 
043-36 in. half round rod and No. 


43-1% in, half round rod, in lengths 
ranging from three to 18 in. H. B. 
Ives Co., 5 Artizan St., New Haven 
8, Conn. 


Plastie¢ Utility Box 


Numerous small items of vari- 
ous type can be neatly stored and 
easily identified in this transpar- 
ent plastic utility box, No. 500, 
which measures 10%4x6x2 in. 
Light in weight, the box comes in 
1, 12, or 18 compartment arrange- 
ments. It has a sturdy, metal- 





hinged cover and snap-lid and can 
hold nuts, bolts, screws, washers, 
hinges, hooks and other items. 
Other boxes are available in three 
sizes, 45gx234x1 in., 7x314x1% in., 
and 8144x4144x1™% in., and with 4, 
9 or 18 compartments in each size. 
Gilbert Plastics, Inc., 1415 Chest- 
nut Ave., Hillside 5, N. J. 


Stove Top Tray 


A housewife can use the top of 
her range without fear of scratch- 
ing or marring it when she covers 
it with this waffle-type, ventilated 
stove top tray. Its non-skid surface 


keeps it flat and stationary, safe for 
setting down pans, skillets, kettles, 


mixing bowls and other items. A 
solid tray at the end holds drippy 
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FIGIAL ER i -_ | HERE'S THE CONTEST designed to help 
tone Appbancee you sell more General Mills Tru-Heat 
| JTrons, more Steam Ironing Attachments 
and Automatic Toasters. How? By mak- 
ing entrants come to you for entry blanks 
and helpful advice on the many outstand- 
ing features of all three General Mills 
Appliances. It’s a perfect chance for you 
to tell the selling story—a perfect chance 
to make sales. 











Dealer Listing Newspaper Ads— Maga- 

‘. " zine Ads and —a free display kit full of 

and can 24 — cam-and-irveiie i hard selling material — will bring you 
washers, : ie CE plenty of prospects. So... 


SIGN UP Now! 


in three 
11% in, 

with your General Mills distributor for . . . 
J MORE TRAFFIC 


with 4, 
MORE APPLIANCE SALES 


ich size. 
» Chest- 


: top of YOU'LL BE A WINNER when contest entrants come to you and J. 


scratch- ask for a sales talk on your General Mills Appliances. Ought THIS FALL! 
, ostated to be easy to pick off plenty of sales! 
ntilate 


_ If you don’t know your nearest supplier 
Contest advertising will run of General Mills Appliances, write General 


in LiIFE, October 27, The Mills, Inc., Home Appliance Department, 1620 
SATURDAY EVENING Post Central Ave., Minneapolis 13, Minnesota. 


f 
\ AS SS BS October 25, November issues 
SA of PROGRESSIVE FARMER 
; LS and SUCCESSFUL FARMING. 
; Ky eas ..-plus big space ads in 125 leading 


surface 


newspapers — Sunday, Oct., 26th. 


FREE! Display Kit includes 
all the materials you need to 
make your store contest 
headquarters. Official entry 
= blanks your customers will 

afe for pares | need are in this package. 
kettles, 
ms. A 
drippy 
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mixing and stirring utensils. It 
measures 16x20 in. and is available 
in red, yellow, green, blue and mar- 
bleized black. An addition to the 
Rubbermaid housewares line, its 
suggested retail price is $1.98. 
Wooster Rubber Co., Wooster, 
Ohio. 


Cellulose Sponge Line 


Called Super-Cel, reinforced cel- 
lulose sponges comprise a gaily- 
line made in 


colored France. 





Equally strong in all three dimen- 
sions, they are long wearing. They 
come in blue, pink, green and natu- 
ral colors and in two shapes, oval 
and rectangular, both designed for 
easy gripping. Cellulose Sponge 
Div., American Sponge & Chamois 
Co., Inc., 51 Ann St., New York, 
Ns Be 


Waffle Baker-Grill 


This combination waffle baker and 
sandwich grill, called the Grill-N- 
Waffler, has a square design with 81 
sq. in. of cooking surface for 
waffles and 210 sq. in. for grilling 





foods when both grids are used for 
cooking surfaces. The unit has au- 
tomatic heat control with a signal 
light that glows while the grill is 
preheating and turns off when the 
desired temperature is reached. 
Designed for 115 volt, A. C., its 
suggested retail price is $29.95, in- 
cluding both waffle and sandwich 
grids. Westinghouse Electric Corp., 
200 E. Fifth Ave., Mansfield, Ohio. 


Gas Space Heaters 


Three unvented gas space heat- 
ers, all radiant models, are at- 
tractively styled with smooth 
rounded corners and finished in 
mahogany-blend porcelain enamel. 
Front louvers and interior baffles 
that direct heat downward, result 
in warm floors where heater is 
used. The _ porcelain - enameled 
pressed steel burner carries a life- 
of -the-heater guarantee. The 
burner has three orifices so that it 
can be adapted to any gas. Model 
X16 is a 16,000 Btu heater, Model 
X22 a 22,000 Btu, and Model X30 





a 30,000 Btu. Factory equipped for 
manual control, all models can be 
equipped for fully-automatic op- 
eration. Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 


Space-Saving Hamper 
Made of steel-ribbed Duroweve, 
this Hold-A-Brush hamper has a 
built-in rust-proof metal cabinet 
for storing toilet brush and cleans- 
ers. The cabinet takes up little 
room in the hamper and saves space 
in the bathroom, and it has a re- 
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movable aluminum drip-pan “at the 
bottom. The cabinet has three 
shelves and a hook from which to 
hang a brush. Available in three 
styles, all with matching waste 
baskets. A toilet brush is included 
with each set. Pearl-Wick Corp., 
27-50 First St., Long Island City, 
N. Y. 


New Thermometer 
Featuring a translucent plastic 
dial face, this thermometer has a 
bi-metal mechanism and is water- 
proof for outdoor use. Light passing 
through the face silhouettes large, 
black letters, making them easy to 
read. Called the Aurora, it has a 
temperature range from 50 deg. be- 
low zero to 120 deg. above. It has 
a weather resistant baked enamel 





case designed for durability. Indi- 
vidually packed with bracket and 
screws for speedy mounting. Cooper 
Thermometer Co., Pequabuck, Conn. 


Ice Cube Bowl 

Added to the Universal line is 
this stainless steel ice cube bowl 
with San-to-Cel insulation. It has a 
lustre chrome finish and is of 2 qt. 
capacity, capable of holding 38 ice 
cubes. The cubes keep for hours and 
there is nothing to break, no filler 
to replace. The bowl can be used as 
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WYTEFACE* Steel Tapes 


at] .9\ REALLY z 


is water- 
t passing 
tes large, 

easy to 
it has a 
0 deg. be- 
e. It has 
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\ 


Z 
They’re Easier to SE 
Because They’re Easier to REAL 


Favorite,’ Boss,* Handy°— 
All Feature WYTEFACE Tape 


y. Indi- There’s nothing like a genuine WY TEFACE* steel tape 


ket and —with its jet black markings on a clear white surface— 
. Cooper for easy, instant reading in any light. 
k, Conn. This means faster measurements, fewer errors... 


for your customers. It means less sales resistance... 
for you! Remember too the Wyteface tapes are 
extremely durable, full strength and rust-proof! 
More and more people are being told, through 
Ka&E's consumer and trade advertising, that this 
superior tape is now available in the BOSS, as well 
as the FAVORITE and the HANDY. 
@ BOSS WYTEFACE: Rugged, “he-man,” aluminum 
case, with non-slip finger grips. Wide-sweep winding 
used as handle. Foot markings in red. Priced for volume sales. 
In 50’ and 100’ lengths. 
@ FAVORITE WYTEFACE: For your customers who want 
the best. Foot markings in red. Available in 25’, 50’, 
75’ and 100’ lengths. 
@ HANDY WYTEFACE Tape Rule is available in 6’, 8’ 
and 10° lengths. . 
Trade Mark 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK «= HOBOKEN, N. J. 
CHICAGO e« ST.LOUIS ¢ DETROIT ¢ SAN FRANCISCO « LOS ANGELES « MONTREAL 
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WHAT'S NEW 


a container for hot or cold foods. It 
has large black plastic handles and 
cover knob. It is 7% in. high with 
an outside diameter of 7% in. Re- 
tails for $19.95. Landers, Frary & 
Clark, New Britain, Conn. 


Rehandling Kit 


Extra impulse sales should come 
from this Ezy-Fix 49er rehandling 
kit. Counter display package con- 
tains 12 complete kits for repair- 


ing broken hammer handles with 
seasoned Appalachian hickory. Each 
kit includes a handle, wood wedge, 
steel cross wedge and instructions 
for consumer on how to repair a 
handle. Each kit retails for 49¢. 
Fleischmann Handle Co., Bedford, 
Va. 


Potato Cutter 


Made of durable enamel steel, 
this potato cutter cuts 25 French 
fries or 49 hard-to-slice shoestring 
potatoes in one stroke. This time- 
saving device is rust-resistant, safe 


foe _ —— 


to use and easy to clean. It comes 
complete with two interchangeable 
cutters. It is available in cherry, 
red, yellow or white and is individu- 


82 


HERE’S THE 
BOLT BAR 
YOU ASKED FOR 


~naxnuwARE 


ara ri ry 


Treltk ta lela 4270) ae ia Wlelly 542-35 
HARDWARE AGE, SEPTEMBER 4, 1952 











Tit LAMSON 
_ BOLT BAR... 





nigt ae 
ces: 

Fs 

/ 


The Bolt Bar 


oy 
Pah iis fe en 
= “Areas | 


~.. INCREASES FASTENER SALES © GIVES YOU AN EXTRA CLERK. 
IMPULSE SALES BUILDER * BEAUTIFIES YOUR STORE 




























el * adil BOLT BAR 


SUGGESTED RETAIL PRICES 
WILL IMPROVE ANY 1!2 SQUARE PROVIDED FOR YOUR CONVENIENCE. COLORS: CORAL AND GRAY 
Te ae ee Se WITH BLACK KICKBOARD. 


She Bolt Bar 









SIMPLE INVENTORY AND 


RE-ORDERING BY STOCK NUMBER. es en See — 


ILLUMINATED ILLUSTRATIONS 
61%" — OF TYPICAL BOLT USES. 
FLUORESCENT LIGHT — 
APPROVED WIRING. 


= BOLT GAUGE AND 
EACH COMPARTMENT FITTED ———— ait. PAPER BAGS PROVIDED 
17 FOR COMPLETE SELF SERVICE. 


4} ee 
WITH IDENTIFICATION AND | aa | , 
PRICE TAG HOLDER. m 
ia 60 WEIGHT . . . 200 LBS. WITHOUT BOLTS. 


ea 


GLASS COMPARTMENTS —————— 
ATTRACTIVELY DISPLAY 106 ITEMS. 








STURDY CONSTRUCTION — 


WASHABLE ENAMEL FINISH. DESIGN PATENT No. 165,255 


HERE’S WHY EVERY MODERN HARDWARE 


STORE NEEDS A BOLT BAR 





@ COMPLETELY ELIMINATES TIME-WASTING FUMBLING VE "9 AND SEARCHING. 





@ BALANCED STOCK OF 106 FASTEST MOVING HARDWARE SIZES OF 
CARRIAGE, MACHINE, LAG, STOVE BOLTS AND WASHERS. 


@ RETAIL PRICE TICKETS oc EACH ITEM PRICED FOR 50% PROFIT. 


r~ 


@ THE BOLT GAUGE sgh AND CARRY HOME BAGS ef SAVE 


YOUR TIME AND YOUR CUSTOMERS. 


@ HELPS YOU BEAT CHAIN STORE COMPETITION! 


@ INCREASES STORE snare AMAR AND HELPS SELL OTHER PRODUCTS. 


AND MOST IMPORTANTLY... 


PRE-TESTING PROVES YOU CAN GET SIX STOCK TURNOVERS 
A YEAR FROM THE BOLT BAR 








MITERED AND RABBETED JOINTS — BUILT UNDER SIMPLE ASSEMBLY INSTRUCTIONS INCLU 
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ally boxed in an attractive four- 
color package. Retail price is $3.98. 
Damar Products, Damar Bldg., 
Treat Pl., Newark 2, N. J. 


Partitioned Serving Tray 


Called the Burrite Snax- 
Tray, this partitioned tray for 
hors d’oeuvres, relishes, candy, nuts 
and snacks comes in copper tone, 


Sierra coral, chartreuse, turquoise 
and palm gray. The tray measures 
19x10% and is 1 in. deep. It has six 
sections, two each of three different 
sizes. Individually boxed, the sug- 
gested retail price is $1.89. Bu;- 
roughs Mfg. Corp., 3831 Verdugo 
Rd., Los Angeles, Calif. 


Automatic Coffee Maker 


Called Coffee-Perk, this auto- 
matic coffee maker will brew from 
three to nine 514 oz. cups, keep the 
coffee uniformly hot until serving 
time and make a mild, medium or 


Strong brew for the individual 
taste. Constructed on a shell of 
CoOrrosion-resistune nickel and 
chrome-plated brass, it has a brown 
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. 
SELL OXCO’S 


“Twinkl 


“4 plastic-bristled 
.-\ serub brush 


STIFF PLASTIC BRISTLES 


EehM A-telakelile Mm A-lel mellem 7-101 a 


THICKLY FILLED 


make the dirt ¢ 
} 


TUFTS 


ve away fast! 
OSs 


Best Scrub 


for the money ¢ 


on the Market! , 


Sell Twinkle . . . and your 
customers have a better clean- 
ing, longer-lasting scrub that 
won't mat or deteriorate in 
normal use; gives them long, 
useful service. Fail cleaning 
time is almost here. Better 
lay in your supply now. Phone 
or write your nearby hard- 
ware jobber. 


NOW IN COLOR_IN DISPLAY BOX 


Oxco’'s Twinkle is now sold in white; or in assorted 
white, red, green, blue, and yellow plastic bristles—one 
dozen in colorful counter display box. Order yours now. 


x= O 


OX FIBRE fens rer wilh y + -tpandeld INC. 


FREDERICK MACTLAND 


nationally 
advertised... 


THE SATURDAY EVENING POST 
BETTER HOMES & GARDENS 
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plastic handle, control knob and 
round feet, molded to the base as a 
heat-protective stand. It has a non- 
drip spout and an embossed decora- 
tive swirl on the sides. Retails for 
$29.95. Arvin Industries, Inc., Co- 
lumbus, Ind. 


Tubular Door Latch 


Newly designed tubular latch for 
screen, storm or combination door 
includes a longer bolt throw, a full 
7/16 in., which allows for greater 


a 
eet, 
oe. 
am 





giving a 


while 
positive latching action. Latch op- 
erates with only ¥% or a 45 deg. 
turn of knob and locks the handles 
while setting the bolt, making it 


door shrinkage 


impossible to lock oneself out. 
Built for a 1%4 in. back-set, it is 
easily installed. It comes in steel, 
brass and aluminum. Wright Prod- 
ucts, Inc., Broadway, St. Paul Park, 
Minn. 


Glaziers’ Chisels 


Three glaziers’ chisels, specially 
designed for removing old putty, 
glaziers’ points, and small nails 
from sash when replacing broken 





windows, are heavy enough to use 
for driving glaziers’ points. Known 
as No. 453, they are available in 
three depths, 1% in., 154 in. and 2 
in. They are 9 in. long and the 
blade is made of high grade steel, 
the handle of ethyl cellulose. The 
shank of the blade extends through 
the handle, allowing the tool to be 
tapped with a hammer. Packed 
one to a box, the suggested retail 
prices are $3.20 for the 1% in. 
size; $3.30 for the 1%4 in., and 
$3.50 for the 2 in. Red Devil Tools, 
Irvington 11, N. J. 


Work Gloves 


Natural - rubber - coated work 
gloves, called Grab-it, have a color- 
ful fabric base with increased snag- 
resistance. The backs have yellow 
and gray stripes and palms and 
thumbs are coated with water-proof 
rubber bonded to the fabric, mak- 
ing gloves highly resistant to abra- 
sive wear and the cutting action 
of sharp-edged or rough-surfaced 
materials. Being flexible, the coat- 
ing provides a sure grip on slippery 





objects. Also available in knit-wrist 
style with ventilated fabric back. 
Edmont Mfg. Co., 1214 Walnut St., 
Coshocton, Ohio. 


Snow Clearing Machine 


Especially designed for homes 
and buildings with large walk and 
driveway areas, this snow clearing 
machine, Model ISB, is equipped 
with a 31% hp. Kohler gasoline en- 
gine. Called the Snow-Blo, it is 
self-propelled and rides on hi-trac- 


tion cast lug-wheels. Snow can be 
blown from either side of the ma- 
chine, which clears a 114-ft. swath 
through heavy snow. It also has 
wings which can be attached to 
clear a 2-ft. swath through lighter 
and drier snow. A 214-ft. bulldozer 





removing 


is available for 
snow too wet to blow. Sensation 
Mower, Inc., Ralston, Neb. 


blade 


Glass Fibre Fly Lines 


Constructed in torpedo and 
double-tapers and levels, Glasline 
and Driorwet, glass fibre fly lines, 
have a new finish which does not 
check, peel or crack. They have 
heavier diameter, to allow more 
backing on the reel, to cut wind re- 
sistance in casting and faster sink- 
ing in wet fly fishing. Their weight 
and fine diameters facilitate easy 
and accurate casting. Rain-Beau 
Products Co., Canton, Mass. 


Portable Power Saw 


Called the Sawzall, this self-con- 
tained portable power saw is de- 
signed for heavy duty service. Com- 
pact, light in weight and well bal- 
anced, this reciprocating type saw- 
ing tool can be maneuvered with one 
hand. It has a *%4 in. stroke and 
operates at 2250 strokes per minute, 





cutting wood, metals, Formica and 
other tough materials. Its overall 
length is 141% in. and it weighs 6% 
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No.H14D WOOD BORING DRILL SET— Five Carbon 
Steel Drills in each set all with %s inch shank for 
use in portable electric hand drills, tempered 
to avoid damage when striking nails or screws. 
Packed in substantial box with clear plastic cover. 
Six sets in a display carton. 


in Small Packages — 








STANDARD DRILL SETS 


Since 1881 
Foremost in Quality Tools 


| Foremost in Design 


Nationally Advertised .o rome. 


craftsmen, sheet metal workers, masons, plumbers, 


electricians and many other mechanics —all your so HOGS SHEET CHIN BANA SOE 


, Five High Speed Steel Drills 
in plastic container. Special 
Jfast-starting point prevents 
slipping and shifting. Effective 
in thin or heavy metal drilling. 


customers. 
Stock, display and profit with these drill sets 
that give high dollar volume from minimum space. 


Your distributor can give prompt service on de- 
livery—ask the distributor’s salesman on his next 


Nationally 
advertised in 
Popular Mechanics 
magazine 


Visit to your store. 


Write for our special Hardware Catalog of 
Drill Sets and Cutting Tools. 


STANDARD J00L ((0. 


New York - Detroit - Chicago + Dallas - San Francisco 


3950 CHESTER AVENUE 


CLEVELAND 14, OHIO 





THE STANDARD LINE: Drills « Reamers + Taps + Dies « Milling Cutters +» End Mills » Hobs + Counterbores + Special Tools 
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Time to Start Your 


FALL PROFITS 
with NATIONAL GUARD 
PACKAGED WEATHERSTRIP SETS 






















Flexible, rust-proof, white 
metal and heavy wool felt. Keeps 
cold out—keeps heat in. For win- 
dows or doors! Packaged for fast 
over-the-counter sales. 

























Priced for 
Big Volume 


DOOR WEATHERSTRIP 
SET with Zinc and Felt Door Bottom 


No, 336-SS for 3’ x 7' Door 
Spring stainless steel in compact 
package for single door 

. . . complete. 


Finest 
Professional Type 


DOOR WEATHERSTRIP® 


SET with Aluminum 1-3/8” 
Interlocking Threshold 
No. 236-SS for 3’ x 7' Door 


Spring stainless steel set featuring ex- 
truded threshold plate. Complete for 
single door. Easy installation. 









\ 


Contact Your Jobber or Write Direct 


Manufactured by NATIONAL GUARD PRODUCTS, INC. 
540 Jackson Ave. © P.O. Box 4754 °¢ Memphis, Tenn. 
Manufacturers of Metal Mouldings—Weatherstrips 

Screen Door Grilles—Window Guards 





| 
| 
_ 
| 





WHAT’S NEW 








lb. Powered by a 110 volt universal 
type motor, it is equipped with life- 
| time lubricated ball, roller and anti- 
friction bearings. Complete with 
set of assorted saw blades and all- 
steel carrying case, it retails for 
$78.50. Milwaukee Electric Tool 
Corp., 5368 W. State St., Milwaukee 
8, Wis. 





Five-Bowl Snack Set 


This anodized aluminum snack 
set consists of five bowls, one bowl 
with a 10-in. diameter of 20-gage 
metal and four bowls with 6-in. 








diameters of 22-gage metal. Called 
the Fiesta Snack Set, it is avail- 
able in red, yellow, blue, green and 
gold, with the colors impregnated 
in the metal. For popcorn, potato 
| chips, candy and other party foods, 

the bowls will not chip, crack, peel 
or stain. Unconditionally guaran- 
teed, each set is_ individually 
packed and retails for $4.19. G. & 
S. Metal Products Co., 5209 Euclid 
Ave., Cleveland 3, Ohio. 


Drill Press Vise 


This home work shop drill press 
vise with 3-in. jaws is of simple 
construction though it is a preci- 
sion tool. Fitted with a precision 





cut Acme spindle, the main parts 
| of the vise are cast of high grade 
| iron and fully machined on all 
sides. The jaw faces are machined 
for perfect alignment and are 
equipped with deep V grooves in 
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the vertical and horizontal direc- 
tion for the clamping of rounds. 
Two slide bars are made of heavy 
gage cold rolled steel. Wilton Tool 
Mfg. Co., 925-41 Wrightwood Ave., 
Chicago 14, IIl. 


Low-Cost Arbor Saw 


This new 8-in. tilting arbor saw 
retails for $49.95, and features an 
improved motor mounting so that 
large framed motors will not tilt 
above the table when saw is at a 
45 deg. angle. Has streamlined 
tilting gear and elevating mecha- 
nism for smooth operation. Table 
size is 13 by 16 in. and can be ex- 
panded to 22 by 26 in. with exten- 
sion. Saw cuts 2% in., tilts 45 deg. 
and has a half-inch arbor. Made of 








light weight aluminum alloy, it has 
improved adjustable rip fence. 
Manufacturer recommends 40 in. 
belt, 4 in. pulley size, and % or 
14 hp. motor, depending on type of 
job. Shopmaster, Inc., 1213 Third 
St., So., Minneapolis, Minn. 


Penlight 

Smaller and slimmer than pre- 
ceding models, the No. 152 penlight 
uses a Burgess No. 7 cell and has an 





easy-load pen-type barrel. It has a 
switch positioned for thumb opera- 
tion. The unit is styled in heavy 
chromium plate of lasting quality. 





Packed 12 to an attractive three- 
color display card. Burgess Bat- 
tery Co., Freeport, Ill. 


Utility Tables 
Three-tiered utility tables have 

Wedge-Lock construction and are 

sturdily made of heavy gage steel. 





Model 311 has semi-tubular chrome 
plated legs; Model 310 has semi- 
tubular baked, scuff-resistant en- 
amel finish available in white, red, 
yellow or blue. The 16x22 in. top 
and two shelves provide ample 
working space. Corners and edges 


are smooth and rounded. Model 311 


WARWOOD means Repeat Orders 


\ 





_ Hamner 





Waruood Workmanshit, Makes he Difference 


Warwood Forged Tools are known 
as the standard for comparison 
wherever heavy hand tools are re- 
















ee ; 


se eRe SAG 


quired. Correctly designed for agri- 
cultural, general construction and 
contracting work, road and street 
repair work and for many other 
uses, they represent the ultimate in 
forged tools. Enjoy an increased 
volume by making your store head- 
quarters for Warwood Tools. 


GENERAL CONSTRUCTION 
AGRICULTURE and GARDENING 
MINING and INDUSTRY 


RAILROAD TRACK MAINTENANCE 

























TOOLS FOR: 











[SINCE tse 
WARWOOD TOOL COMPANY - Wheeling, W. Va. 
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HERE'S YOUR 
re) lig — 


IN MILK FILTER DISCS 





IT PAYS TO DISPLAY ALL THREE 
i 
Sell Perfection 


CLOTH FACED and PLAIN FINISH 
AMERICA'S FINEST MILK FILTER DISCS 


2 
Sell Elgrade 


O.K. FOR THE SMALLER MILK PRODUCERS 


3 
Feature P 


DUBL-CHEM-FACED 


The only “Tripl-Filtring” Filters 





1. The top surface filters; 2. The 

center area filters; 3. The bottom 

surface filters. TOP QUALITY - LOW COST 
ASK YOUR SUPPLIER 


FOR PROFITABLE 
MERCHANDISING AIDS 


- : isi fom sae 
io ewe = icm 


att By i EOE 
SCHWARTZ MFG. CO. 


Two Rivers, Wisconsin 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 














WHAT’S NEW 








retails for $9.95; Model 310 for 
$7.95. Included in the line is a 
selection of step stools, featuring 
Model 423U which has chrome 
plated legs, step sides and back 
braces with Duran upholstered seat 
and back rest. This model retails 
for $14.95. Metaloid Co., 5815 
Kinsman Rd., Cleveland 14, Ohio. 
Cut to come 


5'/2-Qt Mixing Bowl 


Made of stainless steel, this 


514-qt. mixing bowl is designed to 
do the big jobs around the house, 





making yeast breads, preparing 
salads, serving popcorn or potato 
chips, and mixing foods in large 
quantities. It has a brightly pol- 
ished finish and tapers from a wide 
opening to a flat, firm base. Weigh- 
ing only 1 lb., 6 oz., it retails for 
$4.50. West Bend Aluminum Co., 
West Bend, Wis. 


Stove Top And Table Mat 


Now available in the new 12x20 
in. size, all-purpose stove top and 
table mat, called Pro-Tex, fits the 
new 30-in. ranges. Four styles are 
featured in the line: Chrome Star, 
retailing for about $1.89; Linen, 


| pictured at right, retailing for 
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about 65¢; Basket Weave, pictured 
at left, retailing for about 65¢, and 
Plain Brite metal, retailing for 
about 59¢. Ballonoff Metal Prod- 
ucts Co., 2536 Euclid Ave., Cleve- 
land 15, Ohio. 


Sidewalk Bikes 

Designed for safe and easy rid- 
ing, these Featherweight sidewalk 
bikes are for youngsters from three 





to eight years of age. Seat posts 
have four height positions. All 
parts—frame, front, fork, handle 
bars, sprockets, chain, wheels ana 
bearings—are easily assembled and 
replaceable. The bikes have the 
same general frame design as all 
full-sized boy’s bicycles. BMC Mfg. 
Corp., 5-9 Griswold St., Binghan- 
ton, N. Y. 


Spring Loaded Catch 


New ‘¢oncealed spring loaded 
catch meets, U. S. Signal Corps 
specifications. Made for heavy 
duty, can be mounted on wood or 





metal. Has flush surface, and ap- 
proximately 60 Ib. load at 1% in. 
max. deflection. Top piece is de- 
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signed to withstand 400-500 lb. 
pull. Catch No. 15834, measures 
2 48/64 x 4% x &% in. Corbin Cab- 
inet Lock Div., American Hardware 
Corp., New Britain, Conn. 





Outdoor Tableware Set 
This stainless steel set of out- 

door tableware, called the Ranch- 

ero Set, has been added to the 


2, pictured 
t 65¢, and 
uiling for 
etal Prod- 
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Tree Brand line. It consists of 24 
pieces, six each of knives, forks, 
teaspoons and soup spoons, all with 
genuine Pakkawood handles which 
are burn and stain resistant. All 
pieces are hollow ground with ser- 
rated edges. The set is packed in a 





vinyl plastic carrying case for easy 
portability. Retail price is $22. 
H. Boker & Co., 101 Duane St., 
New York 7, N. Y. 


Air Drier 

This air drier, De-Moist, which 
tells at a glance how much moisture 
it has absorbed, comes in a perfo- 
rated package constructed to hang 
up in closets, pantries and other 
places where damage from damp- 
ness may occur. The perforations 
allow air to circulate to the active 
drying element. When the unit, has 





absorbed up to its own weight in 
moisture, a red indicator shows it. 
When placed in a warm oven for an 
hour, it is ready to go to work 
again. Retail price is $1.69. G. N. 
Coughlan Co., 29 Spring St., West 
Orange, N. J. 


Home-Size Butcher Blocks 

Made of laminated end-grain 
hardwood, these home-size butcher 
blocks come in three sizes. The 





standard all-purpose model, 1114x- 
1114x2% in., is mounted on lathe 
turned wooden legs and retails for 
$5.95. The small model, 7144x714x- 
2% in., is designed for efficiency 
apartments and mounted on four 
anti-slip rubber feet; it retails for 
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WHATEVER THE SOOT REMOVAL JOB... 
CLEAN RIGHT DOES IT WITHOUT jase 


NEW... DIFFERENT... OUTSTANDING bes 
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bustible, but not explosive . . 


With CLEAN RIGHT, customers are sure of instant, complete soot removal 
in any type heating plant, without danger. Even whep soot deposits are 
so great that the plant can’t be operated, a layer of CLEAN RIGHT lights 
immediately. PRESTO! — all soot is gone. CLEAN RIGHT is entirely com- 
. there’s no intense heat or blinding flash. It 












leaves no residue to plug small burner holes or corrode 
control units. An economical size package for every 
soot removal job. 


WHAT CLEAN RIGHT DOES 


eT ae 
HANDY SIZE 












Safely burns out soot in furnaces, heaters, stoves, flues, and 
chimneys — whether coal-, gas-, wood- or oil-operated. 
Removes a ‘2” coating or more of soot in 2 to 5 minutes. It's 
so light that normal drafts carry it throughout the entire sys- 
tem... assures a complete cleaning job with one application 
in most cases. 

One 8 oz. package is enough for 8-16 cleanings, depending 
upon size and condition of the plant. : 











and ap- 
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» is de- 





BIG MONEY-SAVING 
THRIFT PACKAGE 
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$2.39. The large model, 114x- 
1714x2% in., is designed for large 
families, or sportsmen, for clean- 
ing fish and game; it retails for 
$7.95. E. L. Bruce Co., 1700 
Thomas St., Memphis 1, Tenn. 


Wire Connectors 


. Available in four standard sizes 
and made of phenolic plastic, these 
wire connectors have been added to 


the Dutch Brand line. U. L. listed, 
they are proof against shorts, 
grounding and vibration. Van Cleef 


Bros., Inc., 7800 Woodlawn Ave., 
Chicago 19, III. 


5-Gal. Utility Can 

This 5-gal. utility can, attrac- 
tively lithographed in red, white 
and black colors, is designed for use 
as a container for oil, fluid greases, 
insecticides, cattle spray and simi- 
lar products. It has a tilted pour- 
ing spout with two caps, for both 
% in. and 1% in. openings. Also 





available is a 214-gal. gasoline can 
with an 8-in. flexible hose spout and 
spout clip to prevent losing hose. 


92 


It has a self-contained measuring 
cup for mixing proper proportions 
of gas and oil, and a double pour- 
ing cap with 34 in. and 1% in. open- 
ings. Suggested retail price for the 
5-gal. can is $1.98, for the 214-gal. 
can $2.98. Geuder, Paeschke & 
Frey Co., 324 N. 15th St., Milwau- 
kee, Wis. 


Fire-Alarm System 

Called Fireman’s Friend, this au- 
tomatic fire-alarm system measures 
only 4x4x2 in. and comes complete 
with 10 ft. cord and plug. The alarm 
is guaranteed for one year, the pilot 
light for 5,000 hours. It plugs in 
outlet supplying 115 volts A.C. and 
a thermostat in the alarm reacts 
and activates a loud buzzer which 
sounds intermittently in case of fire. 
It is always “on watch” unless pilot 
light is out. Alarm box should be 
fastened to ceiling or highest part 
of wall. Pilot light is replaceable. 





Retails for $12.50. On Watch Fire 
Equipment Co., Inc., 39 E. 31st St., 
New York 16, N. Y. 


Jelly Roll Cake Pan 


Measuring 16x11x1 and made of 
18-gage heavy duty aluminum, this 
jelly roll cake pan is smooth and 
flat, slides into oven easily, and 
heats evenly. It has a hard finish, 
making cleaning easier. It can be 
used for open oven roasting, chill- 
ing salads and candy making. A 
colorfully illustrated label lists ad- 
ditional uses and features a recipe 
for Old Fashion Jelly Roll. G & S 
Metal Products Co., 5209 Euclid 
Ave., Cleveland 3, Ohio. 
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Paint Roller 


For use with water-thinned tex- 
ture paints, this paint roller is 
called the sponge rubber stippler, 
Pieces of the sponge rubber can 
be removed by pliers or tweezers 
to accomplish various designs. The 
cover is mounted on a heavy-walled 
plastic tube and the cover is inter. 
changeable with all standard paint 
roller assemblies, making it a com- 
bination tool. Tension on the roller 
can be regulated by operating the 
protruding flexible cross-members, 
Roller metal parts are nickel-plated 
and the extra large handle allows 
easy grip. The handle is finished 





















with porcelain-like baked enamel. 
E Z Paintr Corp., 4817 N. 124th 
St., Butler, Wis. 







Knife Sharpener 

This pencil-size knife sharpener, 
called Quick-Sharp, is designed to 
put an edge on any knife with a 
few back and forth downward-pres- 
sure strokes. The sturdy plastic 
body comes in an assortment of 
colors. It can be carried in the 
pocket or handbag, or be used in 













the home or office. Gits Molding 
Corp., 4600 W. Huron St., Chicago Ne 
44, Ill. 


(Resume reading on page 13) 
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“| donit know why this feels differerit— 
—bal MU td oul 7” 


Familiarity breeds suspicion— when something 
unfamiliar turns up in an article of everyday use. 
You can tell by the heft, the feel, the look, when 
something has been subtracted. And time will tell the 
rest of the story. 

Cosmetic containers and costume jewelry have 
long been on the Brass standard. For Brass, with its 
matchless workability . . . and the unlimited freedom 
it gives to product-designers .. . has no rival in 
production cost-control. Nor in customer-appeal, 
with its rich range of alloy-colors, its solid feel of 
quality, its improvement with age and wear. 

No, there’s no substitute for Brass...as cus- 
tomers are quick to notice. And there’s no reason for 


substitutes, for the only shortage now is the shortage 
of good excuses for the lack of copper. There is no 
lack. So if your product is based on the golden-yellow 
standard ... Brass ...then keep it there. There’s 
no reason in the world to trade down your quality. 
In fact, see what kind of action you can get from 
Bristol Brass on sheet, rod, or wire. 


The Bristot Brass CORPORATION, makers of Brass 
since 1850 in Bristol, Conn. Offices or warehcuses 
in Boston, Chicago, Cleveland, Dayton, Detroit, 
Los Angeles, Milwaukee, New York, Philadelphia, 
Pittsburgh, Providence, Rochester. 


 Britel Fain meant Bross at ite Best- 




































DOES EVERYTHING 
PUTTY CAN DO- 


Does it Better! 


Once your customers use 
Flexiseal Glazing Compound 
they prefer it for all work they 
used to do with putty... for 
use under paint... for filling 
cracks and nail holes... for 
wood, steel, aluminum window 
sashes. . . for industrial, home, 
marine use... prefer it over 
putty because it works so 
easily, lasts so long — because 
it’s so economical, too! 






























You’re ahead five ways when you 
stock FLEXISEAL Glazing 
Compound: 


You increase sales 
e create satisfied customers 


e reduce your investment 
© cut your inventory 


e@ save valuable shelf space! 


FOR EXTRA QUALITY 
AT NO EXTRA COST 
order 
FLEXISEAL 
GLAZING COMPOUND 


from your favorite jobber 
or write 


LANDEN PUTTY WORKS, Inc. 


Malden, Massachusetts 








TO HELP YOU SELL 








(Continued from page 13) 


justable wrenches are listed with 
the brand names and tool numbers 
of other suppliers of similar items 
shown opposite. Also included is a 
pictorial diagram, The Family 
Tree of Common Pliers, which 
shows the logical groupings of 
pliers by design characteristics. 
The 8-page folder is available free. 
Education Dept., Utica Drop Forge 
& Tool Corp., Utiea 4, N. Y. 


Drapery Hardware Catalog 

Nearly 300 different drapery 
hardware items are shown in cata- 
log No. 102, and organized into 





groups for easier reference and 
simpler understanding. Printed in 
two colors and consisting of 66 
pages of information, the 814x11 
in. catalog is profusely illustrated. 
An alphabetical and numerical in- 
dex are also included. H. L. Judd 
Co., Wallingford, Conn. 


Sash Cord Carton 


Kendale_ solid braided cotton 
sash cord is now available in a 
new window type carton. Printed 
in chartreuse and brown, the car- 








New Displays and Other Dealer Sales Helps 


ton holds 100 ft. of cord, connected 
by a continuous loop to a second 
similar carton. Puritan Cordage 
Mills, 1205 E. Washington St. 
Louisville, Ky. 


Gas Heater Catalog 


Printed in color, Gas Heater 
Catalog No. 52 displays the full 
line of Brilliant Fire heaters to- 
gether with complete technical data 
for each model. The line is engi- 
neered for all gases and approved 
for high altitude operation. New 
features, finishes and types of heat- 
ers are described in the free cata- 
log. Ohio Foundry & Mfg. Co., 
P. O. Box 191, Slack St. & P. R. R., 
Steubenville, Ohio. 


Clock Display 

This eye-catching electric clock 
display is now available to dealers. 
Three clocks plug into a three-way 
outlet on back side of masonite 
panel. If any one clock varies as 
much as 3 min. from any other 
clock, customers noting the dis- 
crepancy receive a clock at no 





charge. Cost of display is $3.95. 
General Electric Co., 1285 Boston 
Ave., Bridgeport 4, Conn. 


Extrusion Catalog 

Catalog No. 151, covering a com- 
plete line of aluminum extensions, 
is carefully indexed for quick and 
ready reference. Containing 64 
pages, it shows cross-section draw- 


HARDWARE AGE, SEPTEMBER 4, 1952 








ings of a 
applicati 
Several 

applicati 
in the kit 
tion roo 
pages oF 
ings, aw 
and Koil- 


g y 





on finis 
Inc., 402 
town, Oh 


Ventila 


Illustrs 
attic ven 
lief frot 
“Change 
Cool,” it 
ciples of 
describes 
package-t 
Hunter F 
S. Front 


Travel 
This 1 


penser, ‘ 
vidually 
storage : 
penser, 0 
comes wi 
and blue 
the sales 
bags are 
cellophan 


* awe we { 
eee 





; 


= 
\% 


e 







HARDWA 





“ 


connected 
a second 
Cordage 
gton St. 


g 
s Heater 
the full 
saters to- 
nical data 
» is engi- 
approved 
on. New 
s of heat- 
free cata- 
Ufg. Co., 
Fede. Ee 


ric clock 
» dealers. 
hree-way 
masonite 
varies as 
ny other 
the dis- 
c at no 





s $3.95. 
Boston 


fa com- 
ensions, 
ick and 
ing 64 
n draw- 


#, 1952 























ings of all sections with methods of 
application and other intructions. 
Several full-color pages show the 
application of aluminum extrusions 
in the kitchen, dining room, recrea- 
tion room and bath. There are 
pages on trailer and boat mould- 
ings, awning, price tag, threshold 
and Koil-Pak mouldings, and a page 


/ TMMmeage 





on finishes available. Trimedge, 
Inc., 4021 Mahoning Ave., Youngs- 
town, Ohio. 


Ventilation Booklet 


Illustrated booklet shows how 
attic ventilation brings cooling re- 
lief from summer heat. Called 
“Change Your Home From Hot to 
Cool,” it explains simply the prin- 
ciples of low-cost home cooling and 
describes new, easily installed 
package-type attic fans. No cost. 
Hunter Fan & Ventilating Co., 400 
S. Front St., Memphis 2, Tenn. 


Travel Bag Dispenser 


This metal merchandise dis- 
penser, 24x15x15, holds 115 indi- 
vidually packed See-Safe plastic 
storage and travel bags. The dis- 
penser, offered at no extra charge, 
comes with an attractive red, white 
and blue back panel that carries 
the sales message and prices. The 
bags are also available individually 
cellophane wrapped, 2 doz. of a size 
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INSEE 


iii 


All-year family favorites for every 
home use. Carry like luggage; fold, 
or unfold easily, store compactly. 
Strong steel “girder” construction, 
tubular aluminum legs. Genuine 
Masonite Tempered Presdwood 
top with “‘Lin-Like’”’ sealed finish 
color-toned to harmonize with 
dubonnet, yellow, or green trim. 
Sizes: (No. 524) 24” x 60” x 30” 
high; (No. 530) 30” x 60” x 30” 
high; (No. 630) 30” x 72” x 30” 
high. 

















WAXED PAPER AND PAPER TOWEL 


DISPENSERS 


All-steel construction in smooth- 
enameled white, red, or yellow. 
Fully dust-protected; waxed paper 
compartment has smooth-tearing 
edge; paper toweling suspended 
between constant-tension spring 
arms. Easily ‘wall-mounted. Size: 
12” x 4%” x 7”. Other models 
also available. 





SPACE- SAVER 
SHELVES 


Useful and ornamental too! All 
steel, with baked enamel finish in 
all-white or white shelves with 
red, yellow, or black sides. Con- 
vertible—may be used with either 
shelf at top; has handy 6-hook 
cup-or-utensil hanger which 
mounts at front or back of either 
shelf. Two sizes: No. 819: 124” 
high x 24” long; No. 817: 12%” 
‘ta x 17” long. 





-HOFFMANN 
Home Arccessoun 


SPACE-SAVER 
TABLES 


Mount anywhere for handy extra 


table or counter space .. . lift up 
ready for use with fingertip ease, 
fold down when not needed. Large 
table has sturdy tubular aluminum 
leg frame; medium and small 
tablés supported by positive lock- 
ing braces. Deluxe models feature 
heat-resistant Lamidall laminated 
plastic surface tops in pearl gray 
with contrasting trim; standard 
models have genuine Masonite 
Tempered Presdwood tops with 
color-sealed red finish and white 
trim. 

Size . Deluxe Standard 
15 x 24° ceeathinaidlioa No. 115..No. 215 
24” x 24”.....22+++++-NO. 124..No. 224 
34° 2 32" (30” high). No. (32. No. 232 


KITCHEN SETS 


Satin-finished heavy-gauge alum- 
inum with baked-enamel color 
trim. 5-oz. capacity shakers, 20-oz. 
grease container with removable 
straining screen and colored alum- 
inum knob. Indented lettering has 
matching color fill-in. Choice of 





SEE YOUR JOBBER 





MipB 


1827 
CHICAGO 14, 





trim colors in red, yellow, en, 


-HOFFMANN MFG. CO. 
Webster Avenue 
ILLINOIS 
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in a corrugated display carton, also 
at no extra cost. The bags provide 
airtight protection against moths 
and dust, and are reusable season 
after season. Mehl Mfg. Co., Div. 
Sydney-Thomas, 2057 Reading Rd., 
Cincinnati 20, Ohio. 


Paint Roller Box 


Profit Package is the name of 
this paint roller-and-pan display 
box. Made of sturdy boxboard ma- 





terial and strikingly illustrated in 
three colors, the new display-con- 
tainers are designed to provide 
buy-appeal to roller and pan sets 
displayed on shelves, counters, win- 
dows, floors or the Thomas display 
merchandiser. Available through 
paint and hardware distributors 
immediately. Thomas Products Co., 
8490 Lyndon Ave., Detroit 21, 
Mic} 


Flatware Display 

This attractive stainless flatware 
open stock counter display comes 
in a black, white and pink color 





combination. Pegs holding the flat- 
ware can be moved about the dis- 
play to suit individual needs. Con- 
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structed of wood and masonite, it 
includes a panel for mounting re- 
tail prices. Name panels are avail- 
able for various Majestic patterns. 
Majestic Silver Co., 241 Wolcott 
St., New Haven, Conn. 


Carriage Catalog 


Improvements and new features 
of the baby carriage and stroller 
lines are illustrated and described 
in a 12-page three-color catalog. 
Some of the features highlighted in 
the booklet are larger wheels and 
bigger hubs, stronger steel chassis, 
weather-proof fabric and the two- 
tone color combinations of the 1952 
models. O. W. Siebert Co., 424 
Main St., Gardner, Mass. 


Tape Dispenser Deal 


A 60-day special offer, giving 
two semi-automatic cellophane tape 
dispensers for the price of one, is 
effective through Oct. 31. Known 





us Deal DS, it sells for $31.06, a 
saving of $16.56, and includes two 
Scotch brand Model 92 definite 
length dispensers and 12 rolls of 
‘4x2, 592 in. transparent cellophane 
tape. Dispensers issue pre-deter- 
mined 1- to 4-in. lengths of tape at 
the touch of a hand lever, and 
longer lengths by repeating the op- 
eration. Minnesota Mining & Mfg. 
Co., 900 Fauquier St., St. Paul 6, 
Minn. 


Counter Merchandiser 
Attractive counter display unit 

containing 6 doz. Charo, refrigera- 

tor deodorizer, measured 23x14x6 





in. and weighs 19 Ib. It has illus- 
tration and descriptive copy on the 
display card. Also available are 
window display cards and advertis- 
ing mats. Requa Mfg. Co., Ine, 
1193 Atlantic Ave., Brooklyn 16, 
Ne 


Mechanics’ Tools Display 


An assortment of mechanics’ 
tools can be displayed on the See- 
Thru merchandiser, model DBH 
100, which is of modern open-de- 
sign construction. It is sturdy and 
finished in orange, blue and white. 
It is 24 in. wide and 25 in. high 
and is designed to increase impulse 
tool sales. The assortment contains 








two each of 49 standard tools in 


eight series, among which are 
pliers, screwdrivers, combination 
wrenches, punches and _ chisels, 


open end wrenches, drive sockets 
and attachments, tin snips and 


whiz bits. Herbrand Div., Bing- 
ham - Herbrand Corp., Fremont, 
Ohio. 


Can Opener Display Units 


The DeLuxe No. 80 and the 
Senior No. 61 can openers are now 
specially packed in_ self-service 





transparent plastic display contain- 
ers which allows shoppers to han- 
(Continued on page 100) 
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Powerful Corbin Advertising 
in Popular Mechanics, Popular 
Science, and Mechanix 
Illustrated means increased 
demand for these fast-selling 
padlocks ... right in your own store. 
The small assortment of Corbin Padlocks 
illustrated here enables you to meet practically every 
need. Order a stock from your Corbin jobber NOW! 
Display them up front. That’s the way they'll sell 
... Sell fast... faster than ever before. 





No. P904 ; 
for unsurpassed. quality 


1Y¥2" wide. Sell this padlock to 
customers who want the greatest, 


most lasting security, indoors or 
out. One-piece Extruded Brass 
body. Bright satin finish. All Bross 
pin tumbler mechanism. Hardened 
Steel, Cadmium plated shackle. 








—> No. P75B 





134" wide. A real BUY-cycle lock! 
Solid, rustless, Die-cast body. 
Aluminum lustre finish. Disc tum- 
bler mechanism. Cadmium ploted 
Steel shackle, with a 6” clearance. 


Only 34’ widel So tiny it's ideal to 
lock up golf bags, fishing tackle, 
etc. Extruded Brass body. Buffed 
finish. Ward mechanism. Brass 
shackle. 


No. P45 


volume sales 


12" wide. Superior quality in the 
lower price class! Rustless, Die- 
Cast body. Aluminum lustre finish. 
Ward mechanism. Nickel plated 
steel shackle. 


Be sure to make 


every sale..... 
with CORBIN e 


CORBIN CABINET LOCK DIVISION «The American Hardware Corp., New Britain, Conn. 
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Carefully machined threads Ame 
insure quick, easy attach- —_— — 

ment to sill cock. 
Super 
Extra deep washer pocket to use 
holds washer permanently ABSC 
in place. KNO 
Precision machined ball and Loo! 
socket joint with neoprene 1. Ne 
Large, deep-knurled, solid seal assures watertight fit, gives : 
brass MAXISWIVEL Nut is <9 Vee. hot w 
carefully machined. Easy assuri 
to grasp and tighten. Can- Expanded from inside to 2. Br 
not bind. maximum inside hose dia- geoui 
meter assures 50% more the tu 
water flow! tic Co’ 
Edges of ferrule are counter MAXISWIVEL locking device 3. Bei 
sunk flush with hose cover- permanently locks and seals i 
ing thus preventing tearing coupling to hose carcass. WAT 
or cutting of hands. IBLE. 
a chile 
4. SW 





360° 
MAXIMUM SWIVEL 
Maxiswivel Coupling Advantages 3. malpe prevent hose mae kinking or = 
ing. Enables hose to lie flat. Prevents sprin- 


1. Swivels through a full 360°, thus preventing kler from tilting. 
hose from binding or collapsing at sill cock. 









4. Coupling is expanded from inside to full 





2. Makes screwing coupling to sill cock many inside diameter, thus assuring 50% more 
times easier. water flow. 








5. An exclusive Swan improvement, available only on 
SWANITE hose. When customers see it, they’ll buy it! 





~~ 
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Exclusive and Patented 





_and the new improved Qquwaniée 


° " G teed 
America’s finest Garden Hose! ae 


in Writing 
FOR 10 YEARS 




























Superlatives are odious, yet we have no choice but 
j to use them in describing the new Swanite, which is 
ABSOLUTELY THE FINEST GARDEN HOSE WE 


KNOW HOW TO MAKE! or sun-check. Resists scuffing, abrasion, kinking and 


snarling. Lies perfectly flat and stays where you put it. 


Look at wanes Unique Advantages 5. Available in bright red or brilliant green in full 


Y% and %-inch inside diameter. 


1. New type inner tube of low temperature plastics 
gives super flexibility and protection against scalding See ier beeeeaenie ar aare the 


hot water. Inside surface of tube is perfectly smooth, r 
assuring full volume, unobstructed water flow! ot "yt fil laaaarteanzaes UNDER ANY 


2. Brute strength is assured with reinforcement of 
genuine DuPont Cordura rayon cords, imbedded in Sh , 
the tube by a special Swan process which allows plas- Swan's line is most complete — with 


. Swanite, a full line of plastic, and 
tic cover to atere perfectly. Neoprene-covered rubber garden hose 


3. Beautiful, mirror-smooth pure plastic cover of — it’s strictly competitive, yet it’s the 
low temperature plastics WILL NOT BECOME most profitable line in the industry! 
STIFF WHEN COLD. SOAK SWANITE in ICE 

WATER FOR HOURS — IT’S STILL SOFT, FLEX- 

IBLE, PLIABLE! SWANITE is so light, so flexible, Atl SWAN HOSE IS INDIVIDUALLY 

a child handles a long coil with ease! PACKAGED ON STRONG, COLORFUL 


4. SWANITE will not fade, rot, peel, crack, mildew DISPLAY DISCS FOR EASY DISPLAY. 














“We all love a winner...and in Swan Hose we © pacaspcarioey | 


know we have a winner,” Sena Sesere tas 
SAYS 
ene - SOUTHERN HARDWARE CO. 
* to” CHARLOTTE, N. C. 













“Gentlemen: 

We have been selling Swan Hose, exclusively, for many, many years 
and find that due to Swan's alertness throughout their entire pro- 
gram, Swan Hose has become increasingly popular with our cus- 
tomers each year. 

Especially would I like to call attention to Swan's most attractive 
and effective Display material. This is further evidence of their 
sound and modern merchandising ideas incorporated into their 
over-all program. 

We all love a winner, and with The Swan Company it is a pleasure 
to be associated, for in Swan Hose we know we have a winner. 
Yes, we are very much pleased by the way in which Swan Hose 
has lived up to its Name and reputation with our customers — for 
after all, it is imperative that we handle the products which please 
our customers, and give them complete satisfaction. Swan Hose 
does just that.” 


iS SWAN RUBBER COMPANY « BUCYRUS, OHIO 
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You’|] Agree \ 


( ’ 
ie “UNIVERSAL (Continaed from page 6) 


fi 





| dle and inspect the openers and 

| even turn the handles. The pack- 

ages are completely heat-sealed so 

| no parts can be lost or the item be- 

™ | come shopworn. Packed 12 to a 

IS BY LONG ODDS | colorful display box, the units in 


j the new package are designated 
THE BEST LINE TO HANDLE!9 2.5 2880,055.5. ten 
sd is no extra charge for the packag- 
i aseleeeeeetmenineaeimenil ing or display play box. Dazey 
A thoroughly complete line for every hand-spraying and dusting Corp., Carter and Warne Aves., St. 
application. ok s | Louis 7, Mo. 
Sold only through jobbers — with the same square deal for 
everybody — assures quick delivery and a full 50% mark-up. 
| | Insecticide Merchandiser 
Finest designs and workmanship — products of the | , | This self-service display rack ia 
most modern factory is Naa sprayers exclusively. 5 e 43 in. high and takes only 18x18 in. 
Backed by sensible and effective merchandising aids. : of Boor space. A S-celer, all-mety 
* Pe 
Ask your jobber for complete details. You'll 


agree that UNIVERSAL is by long odds the best 
line to handle. 





Maile larlmoiierme 


SARANAC, MICH. 


S 





THE FASTEST, SAFEST 
Electric 
PAINT REMOVER 


Here’s a sure fire seller at 

a new lower price. Stands up => 3 
— ese 8 a ee sign at the top stimulates sales. 

™ i : ar Rack is available free with orders BUYE 

of four or more cases of Aer-A-Sol, §f 

an effective insecticide. Also offered 

without charge are seasonal re- 

placement signs and price tickets. 

“a Bridgeport Brass Co., Bridgeport 

REMOVES PAINT, 2, Conn. 


WALLPAPER, PUTTY 








Which 


Adjustable Wrench Display 


Heats, blisters paint . . . easily scraped clean Known as the No. W-5 display, 
with putty knife on flat surfaces . . . with wire this unit features 12 plated adjust- 
brush from mouldings . . . with knife from wet, able wrenches, multiple-racked for 
steamed, wallpaper. Perfect job also on boats. Used quick service. Included on the dis- 
indoors or out. play is a packet of guaranteed ser- 

Ask your wholesaler or write for details. vice parts including jaws, knurls, 
pins and springs. The display is 





. finished in red baked lacquer on 
B & L TOOL and MACHINE CO. PLAINVILLE, CONN. sturdy steel, with’ holes for wall 


SOLD ONLY THRU WHOLESALERS TERRITORIES OPEN mounting and wire easel for dis- 
play on counter or in window. It 
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sealed so 
item be- 
12 to a 


all-metal 


nis tocar lseme tl acomehasantbll) leading manufacturers. 
Feel, see and compare the world’s largest array of hardware and allied products. 
Get the latest trends on price, delivery and production. 
See new products shown to trade for the first time. 
Secure new lines and franchises on products. 
Learn about the latest merchandising plans and packaging presentation. 
Discuss your own personal merchandising problems with manufacturers. 
Secure a complete guide to intelligent buying for the coming year. 


BUY ERS—plan now to Plecarte me Stl meltian TleMrrtimencmesutiec tele mee oermm Meier Celio badge, 
which will admit you without further registration, will be mailed to you. 


OCTOBER 6-7-8-9-10 ¢ « GRAND CENTRAL PALACE, NEW YORK CITY 
Registration Coupon 


Save time by registering NOW. Fill in and mail this registration coupon 


: and your admission badge will be mailed to you. Please check below if 
Yen you wish us to make hotel reservations for you. (Please Print). 


display, 


d adjust- NV \) a 
frags) HARDWARE 
AY SI a cccteonstinnitsinnenipeiiasicnmiii 


the dis- 5 


teed ser- “é BD nn  ————_ 
> knurls, : Type of Business___ _ 


isplay is Please check below the classification of your business 


Title a 


: [© Wholesoler DD Retailer (C0 Dept. & Chain Store Buyer 
331 MADISON AVE., NEW YORK 17, : [) Importer-Exporter (CJ Mfgrs' Agent [[] Menufacturer ([) Other 


MURRAY HILL 2-4802 (CD Please send us your hotel reservation blank. 


Minors under 18 yrs. of age will not be admitted under any circumstances 
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McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


MARENGO, ILLINOIS 





McGILL METAL PRODUCTS CO. 








The Lantern 
that is... 


OUT 
PROOF’ 


Balanced Air 


t Control equal- 
izes air flow, 
wind proofs 
the flame 


e Air Pilot facts and 


nearest distributor, Write 


EMBURY MANUFACTURING CO 
WARSAW, NEW YORK, U.S.A 


EMBURY =:- 


LANTERNS & TORCHES 
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measures 16 in. high, 12 in. wide 


and 214 in. deep. The assortment 


consists of two each of the 91-4, 
91-10 and 91-12, and three each of 





the 91-6 and 91-8. Cost is for the 
wrenches only. Utica Drop Forge 
& Tool Corp., 2415 Whiteboro St., 
Utica 4, N. Y. 


Hand Tools Display 


Called Counter King, these self- 
seller displays feature popular- 
priced mechanics’ hand tools. Avail- 
able are five assortments: Chal- 
lenger No. 575, 48 pliers of seven 


ys? 
Citayip 
a «hd, 





different styles; No. 595, 20 ad- 
justable and pipe wrenches of five 
different sizes; No. 565, 15 socket 
sets in four different size ranges; 
No. 597, wrench set assortments in 
clip holders, nine sets in six dif- 
ferent styles and size range; No. 
585, open end and combination 
wrench set assortment in clip hold- 
ers, nine sets in six different styles 
and size ranges. The units can be 
purchased individually or as a 
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seme 


group. Challenger Div., Penen 
Corp., 3900 Wesley Terrace, Schil. 
ler Park, IIl. 


Animal Trap Display 


This eye-catching log display for 
steel traps is made of strong molé- 
ed pulp in three dimensions. Dis. 
play hangs by a chain from wall 
or window stand. Six of any type 
of traps can be hung from the dis. 





play. Display is free with five 
dozen Victor traps. Animal Trap 
Co. of America, Lititz, Pa. 


Pipe Nipple Catalog 


A line of packaged pipe nipples is 
introduced in a catalog, No. N-6, 
which describes a new packaging 
program and cartoning system. ft 
lists four-cartoned nipple assort- 
ments ranging from 1% to 2-in. pipe 
sizes, giving a wide choice of a 
sortments of 25 and 100 nipples. 
Catalog available without charge 
on request. Pittsburgh Nipple 
Works, Inc., 1455 Spring Garden 
Ave., Pittsburgh 12, Pa. 


Cabinet Hardware Decal 


New Amerock decal is offered 
dealers for tieing-in with national 
advertising and sales promotion 
program. Measuring 514 x 8% in. 


it is red, v 
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cases, it i 
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it is red, white, black and gold. For 
yse on windows, doors or display 
cases, it is free to dealers on re- 
quest from Amerock jobbers or 


ONLY oarex 
Duraduck DECOYS 


OFFER ALL THESE EXCLUSIVE FEATURES 








from Dealer Service Dept., Amer- 
ican Cabinet Hardware Corp., 
Rockford, Il. 





COLLAPSIBLE — just roll ‘em up, stuff SELFANFLATING — give ‘em a shoke 


@ dozen in r pockets. ab Ge 
Wallpaper Paste Seller = spring into shape 


A 2-color direct mailing piece | 
and giveaway for the promotion of | 
Nodocoll, non-staining wallpaper 
paste, is now available. Folded 











imprint. NU Paste Adhesive Corp., 
1026 Third Ave., New York 21, 


once, the mailing piece measures 
ier, | 
quicker and better paper hanging | enheraaniiiien 
plaining its features and advan- 
DAREX DURADUCK Decoys. were 
Fast Movers! only © retail 
N. Y, | 
DISING DISPLAY CARTON FOR IMPULSE BUYING. 


$\4x6 in., and fits into a No. 6 or | 
10 envelope. The first page in- | = CONCAVE bottom for REALISTIC BOB- 
UFE-LIKE — true wildlife colors, dull, BING ACTION . . . with built-in provi- 
with Modocoll. The two inside 
pages show a package of the prod- . 
tages. The fourth page has an en- | ORDE R 
dorsement and room for a dealer’s | UNBREAKABLE, and SHOTPROOF, too! 
i ' | Thick rubber walls, built to take a j 
beating. Riddle ‘em... they stay afloat. 
* 
A SELLOUT IN 1950, and AGAIN IN 1951! 
NEW! 
Get your supply NOW! Low $1.00 retail price means 
quick turnover. 3 sizes — small, medium and large — 
Seamless, oil-resistant neoprene outside case. %” 
sponge rubber inner pad. Order from your jobber 


fi th t ier, 6 

orms e customer of easier. non-reflecting finish den ter eultating te Cl Und ond 

uct, pictured here, with copy ex- 

a e 7 
Demand is heavy . . . nationally advertised 

SLIP-ON RECOIL PADS 
FIT ALL GUNS! Packed 1 dozen each in MERCHAN- 
TODAY — or write direct. 





Storm Doors Display 


Merchandising display of hard- | 
ware for storm doors and windows 


is offered free to dealers ordering | On be WEY aed ALMY 


$5 worth of any storm hardware 

in the Stanley line. Actual hard- a Chermicail Compan 
ware items are included on the dis- | SECTION y 
Play at no extra charge to the | Cambridge 40, Mass. ® Montreal 32, Canada 
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“WIPE-ON PULLS 

PROFITS EVERY 
MONTH IN 

THE YEAR!” 


says 
Mr. L. Wachman, Owner, 
WACHMAN HARD. 
WARE STORE, 

5622 NORTH 5th ST., 
PHILADELPHIA, PA. 


“I get calls for Plastic Wipe-On all 
through the year. It’s a product 
that sells! Consistent national ad- 
vertising keeps reminding the peo- 
ple to buy Wipe-On and I cash in 
by giving the product 
extra counter and 
window display!” 
Embree Mfg. Co. 
Elizabeth 4, N. J. 


Contact your 
distributor 
eal for 





EVERY HOME | 
forrin S| 
TUFWEB 


Makes 
indoor 
and 
outdoor 
furniture 


NEW 


MODERN 
Get this introductory 


COUNTER CABINET 


with bin for TUFWEB Metal 
Furniture Clips "a 


40% 
PROFIT 
ON SELLING 
PRICE! 
FREE 
FREE 
FREE 
FREE 








12 Popular colors 


cabinet 
Display Posters 
customer Leaflets 


newspaper mats 

Costs you only $72.00 
Sells for about $120.00 
Get whole story from 
Martin Fabrics Corporation, 
48 W. 38th St., New York 18, N. Y. 














TO HELP YOU SELL 





dealer. The 20x15 in. display is 
printed in yellow, red and black, 
and seven different storm door and 
window hardware numbers are se- 
curely mounted on heavy display 


| board strongly backed by double 


wing easels. Items mounted on the 
display include the No. 1280 storm 
door latch, No. 210 snappy catch, 
No. 1751 hinge, No. 154 spring 
hinge, No. 1727 storm window ad- 
juster set, and Nos. 1716 and 1717 
storm window hangers. Stanley 
Works, New Britain, Conn. 


Bathroom Items Displays 
Attractive turntable displays fea- 
ture Miami-Carey bathroom cabi- 
nets and accessories. Three dif- 
ferent types, two shown here, hold 
various items of bathroom hard- 





ware and revolve to give customers 
a view of a maximum of products 
in a minimum of floor space. Dis- 
plays are eye-catchers and are de- 
signed to stimulate sales. Philip 
Carey Mfg. Co., 224 Wayne Ave., 
Lockland, Cincinnati, Ohio. 


Lockset Catalog 

New catalog describes the Stile- 
maker heavy duty cylindrical lock- 
set. Information in catalog in- 
cludes data on re-keying, installa- 
tion information, and descriptions 
of functions of the locksets for all 
popular uses. Catalog is free. 
Russell & Erwin Div., American 
Hardware Corp., New Britain, 
Conn. 


Woodworkers’ Booklet 
New booklet on jig and scroll 

sawing, called “Trojan Blade Tips,” 

contains 14 pages of information 



















” METAL TREAT 


CONCENTRATE, | 




















PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STICK 


P 
ar ee 
























For prices and sample, write 


THE KLEAN-STRIP €O., Inc. 


2340 S$. Lauderdale, Memphis 6, Tenn, 








Bewildered ?? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 
in each issue 


dealers. 
feature 
is another reason why 
HARDWARE AGE is 
the No.1 choice of hard- 
ware dealers through- 


out the nation. 
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More than 2 
20 to 300 
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Products, I: 


(Resume 


HARDWARE 


TO HELP YOU SELL 
| 


on sawing wood, metal, i 

Tells how to choose whey ps dh 
etc., for various types of opera- 
tions. Designed to sell to consum- 
ers at 15¢ a copy. Parker Mfg. Co 
Worcester 1, Mass. A 


Electrical Display Unit 


This counter carton di 
tures the new seanek “tee we 
assortment. Die-cut, the top of the 
compact, sturdy carton folds easil 
into an attractively colored ro 
catching display sign that atimu- 
mg ag The assortment 
s 10, 9-ft safety e i 
cord sets and 20 ohio Pre nga 
ceptacles, half brown and half ivory 


Self-closing outlet 

prevent; si- 

omy to children. Bell Electrie Co. 
44 W. 2ist St., Chicago 8, Ill. 


Housewares Promotion Kit 


Launching a fall plasti 
— promotion is " pote 
ee Merchandising Kit 
- — around the modern Lus- 
aa are kitchen ensemble, con- 
. nd of a canister set, cookie 
= > read box, seasoning set and 
matching pieces for glam- 
= s the kitchen or refrigerator. 
dl ine includes more than 100 
i and the promotion ties-in 
pe a national advertising cam- 
ag > eight leading magazines 
Zz « “ng ogre through Decem- 
: o. - kit contains a sample of 
— or 14x22 in. merchandise 
som envelope enclosure with 
= —_ order card, a series of 
i, oot 20 newspaper mats from 
ell lines, individual mer- 
oe = mats, counter cards, radio 
ge st suggestions. Kit is 
ow ree. Columbus Plastic 
ucts, Inc., Columbus, Ohio. 


(Resume reading on page 14) 
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When you sell 


you sell the fine y - *y A : Ml se 


ai 


ey! 


Outstanding quality makes for outstanding 
sales! You’ve been telling us right along that 


BoONTONWARE'S ounce for ounce weightier 
substance, its greater stamina, as well as its 
satiny smoothness, smart design and rich 
range of popular colors makes the big differ- 


ence in sales ! 


BOONTONWARE'S top quality 
keeps your customers comin 
and more of its complete line of pieces. For 


here’s quality assured in advance, backed by 
BOONTONWARE’S Famous Guarantee Against 
Breakage! 
And more, BOONTONWARE backs up your mer- 
chandising with a complete promotional pro- 
gram. _ national advertising, sales aids, mats, 
packaging and point-of-sale displays. 

Thanks folks for telling us So often that 
BooNTONWARE is tops. We're going to keep 
it thataway. 


not only sells but 
g back for more 


fine dinnerware fashioned ef MELMAC® 


| 
ConTor MOLDING COMPANY, BOONTON, N. J 











Priority and Price Digest 








OPS Likely to Allow 
Higher Ceiling Prices 
For Many Hard Goods 


Indications from Washington 
are that all down the line—for 
the manufacturer, the wholesaler, 
and the retailer—ceiling prices of 
Many consumer durable goods 
will be quite a bit higher. 

According to official sources, 
OPS has gained approval to per- 
mit manufacturers to pass on all 
of their increased metal costs— 
for steel, copper, and aluminum, 
and an order putting the 100 pct 
pass-through in effect is expected 
shortly. 

While this order, when issued, 
will allow for increases in metal 
costs only, OPS is planning on 
streamlining its industry earn- 
ings standards, so that where 
earnings are impaired by higher 
labor costs, producers may get 
quicker action, if not, relief, on 
petitions to reflect labor costs in 
ceilings. 

In the meantime, while mobili- 
zation officials have been working 
out these problems, OPS has 
taken another move in the direc- 
tion of decontrol. 

But again, the decontrol action 
is very minor, removing from 
price control the products of only 
those manufacturers whose an- 
nual gross sales are less than 
$25,000. However, such products 
as some hand and garden tools, 
cutlery, toys, and certain sport- 
ing goods, are removed from price 
control. 


Lift Price Lids From 


Small Manufacturers 


OPS recently exempted from all 
price controls a large number of 
“small” manufacturers, those 
whose annual gross sales are less 
than $25,000. 

The agency took the action by 
exempting from price controls 
those small manufacturers who 
are covered by the General Ceil- 
ing Price Regulation or by CPR- 
22. While OPS was unable to de- 
termine exactly how many small 
producers will be freed as a re- 


106 


News and Interpretations of Government Orders 


sult, it said that manufacturers 
of the following items will prob- 
ably be affected: 

Hand and garden tools, cutlery, 
wooden-ware, can openers, 
brooms, brushes, toys, certain 
sports equipment and numerous 
other items made in small estab- 
lishments. 

The exemptions were author- 
ized in Amendment 33 to the 
GCPR and in Amendment 54 to 
CPR-22, effective August 20. 


OPS Issues Order 
Hiking Steel Prices 


OPS has issued the steel price 
increase order, Revision 1 to SR- 
100 to the General Ceiling Price 
Regulation. 

The order sets dollars and cents 
ceiling price increases for more 
than 150 carbon steel products 
based on average of $5.20 a ton 
with a wide range of increases for 
various products. Proportionate 
percentage increases were set for 
alloy and stainless steel products. 


Delivered Prices For 
Ranges Approved 


OPS on August 15 announced 
that manufacturers of gas and 
electric cooking stoves, who cus- 
tomarily have billed their custom- 
ers on an f.o.b. shipping point 
basis, will henceforth be allowed 
to figure their ceiling prices on a 
delivered basis. 

This action, which the agency 
said should not affect retail prices 
for these stoves, was taken under 
CPR 22, Supplementary Regula- 
tion 30, Amendment 1. 


Strike Hits TV, Radios 


The recent steel strike will mean 
a shortage of steel for full-scale 
production of loudspeakers for TV 
and radio just when production 
should hits its seasonal peak, NPA 
was recently informed. At the 
same time members of the loud- 
speaker industry committee were 
told by the agency that the mate- 
rials picture was brighter as far as 
aluminum and copper are con- 
cerned. 
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OPS Cuts Personnel 
By 50 Percent 


OPS cut its staff from about 
12,000 to about 5,850 effective 
Sept. 1. This leaves a staff of 
about 4,050 in the field and about 
1,800 in the national office. 

These personnel reductions 
have necessitated reshuffling of 
the Office of Price Stabilization 
field offices. Twelve district offices, 
located in cities where there re- 
mains a regional office, have been 
abolished. In addition, 31 former 
district offices have been rede 
signed branch offices with a redue- 
tion of staffs and functions. 


Among the organizational 
changes that have taken place in 
the national office is the consolida- 
tion of the former Consumer 
Goods Distribution, Textile, and 
Apparel Division and the Con 
sumer Durable Goods Division in- 
to the Consumer Goods Division. 
The Appliance, Commercial, and 
Professional Equipment Branch, 
Home Furnishings Branch aud 
Housewares and Accessories 
Branch will form the Consumer 
Durable Goods Branch. 

The functions of the Retail 
Branch and the Wholesale and 
Central Price Branch have been 
combined in the new Distribution 
Branch. 

























Revise Price Order 
For Paint, Varnish 


OPS on Aug. 13 issued a revi 
sion of its paint, varnish, and lac- 
quer price regulation to provide 
manufacturers with modified and 
more flexible alternative methods 
of establishing ceiling prices. 
The revised regulation will] not 
increase ceiling prices higher 
than the level of prices already 
provided, the agency said. 


This action is covered by Re 
vision 1 of Supplementary Regu- 
lation 6 under the Manufacturer's 
price regulation, Ceiling Price 
Regulation 22. It is effective Oc 
tober 18, or such earlier date be 
tween August 13 and October 4s 
the manufacturer may select. 
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Wow! Westinghouse 


does it AGAIN ! 


GREAT NEW LAUNDROMAT AND CLOTHES DRYER 
LAUNCHED WITH SENSATIONAL “TWINS FOR 


TWINS” MERCHANDISING IDEA! 


Every Westinghouse Retailer Has a Winning Ticket in America’s Greatest Stork Derby! 


This big national magazine spread, combined with 
its “Twins for Twins” free offer, is far and away the 
year’s hottest appliance promotion. 

From the day it breaks in LIFE and the POST, 
every woman in America will have her eyes on 
“Blessed Event” Day, Sept. 23, and the glorious new 
Westinghouse Laundromat® and Clothes Dryer. 
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De 


Already in the hands of every Westinghouse 
retailer is a bulging package of timely tie-in ma- 
terial. Every last piece of it is designed to focus the 
full force of all the advertising and publicity on the 
Westinghouse store that features this important 
“Blessed Event”. Westinghouse Electric Corporation, 
Electric Appliance Division, Mansfield, Ohio. 











YOU SHOULD STOC 
CHICAGO “Safety Plus” Screws 


@ Socket Screws © Cap and Set Screws 
@ Nuts @Taper Pins © Studs 


@ They’re Quality Made to be Trouble Free 

@ They’re better packaged for easier stock 
room service 

@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get “Safety Plus” 
from your HARDWARE DISTRIBUTOR 
today. 


o SCREW COMPANY 


2509 WASHINGTON BLVD. 
BELLWOOD, ILL. 











ARMSTRONG- BRAY & CO, 
5344 Northwest Highway, CHICAC { " 
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The Fairlawn Garden Supply 
on the Tamiami Trail, Miami, 
Fla., is the type of neighborhood 
store that plans its stocks to fill 
neighborhood needs. To draw its 
trade and to expand its trading 
area, Raymond K. Blizzard, store 
owner, uses the stamp book to good 
effect. 





PPLY 


Stamp Book Promotes Repeat Traffic 


Pr MREPAINTS /o. 
Mowe 


DOTS are aa m2} HU, 
















The exterior catches the eye—the merchandise does the rest. 


Each stamp book is worth $ 
when completed. One stamp is 
given for every 10-cent purchase 
and it takes $120 worth of pur- 
chased items to fill a book. Thus 
a customer has to keep coming 
back several times to fill a book, 
and has to come to Mr. Blizzard, 
rather than to someone else. 





Growing Birth Rate an Aid to Construction 


The huge element of population 
that depends upon the construction 
industry for its livelihood can take 
great comfort from the booming 
birth rate in this country, says 
Thomas S. Holden, president of F. 
W. Dodge Corp., construction news 
and marketing specialists. 

By means of statistics Mr. Hol- 
den establishes that birth rates 
and construction rates move closely 
together. 

“Population growth is obviously 
a stimulator of construction de- 
mand in a dynamic society like 
ours,” he says. “The 1930-40 dec- 
ade had a little over half the num- 
ber of new persons that were 
added in the previous decade; it 
had a 58 pet decrease in number 
of new non-farm dwelling units 
and a 38 pct decrease in total con- 
struction volume. 

“The 1940-50 decade had a 116 
pet increase over the depression 
decade in number of new persons 
added to population; it had a 115 
pet increase in new non-farm 
dwelling units and a 33 pct in- 
crease in total construction volume. 

He says the school-age popula- 
tion, age five to 17, is expected to 
move upward from 31.6 million in 
1950 to 43.1 million in 1960. 

“Babies do not immediately re- 
quire new houses,” he continues. 


“But as they grow a little older 
and acquire little brothers and sis- 
ters, their parents are very likely 
to build on additions or even to 
move into bigger houses. 

“Along with the schools and the 
bigger and better houses will come 
demands for community facilities 
of all kinds, public and private. 
Water supply and electric facilities 
will have to be expanded; neigh- 
borhood stores and drive-in shop- 
ping centers will increase; public 
health and recreation facilities, 
churches and parish houses and 
Sunday school rooms will be re- 
quired: in fact, every type of facil- 
ity for civilized living.” 





Half-Million Volume 
(Continued from page 51) 


number have an extra water sys- 
tem for dairy herds and other 
livestock. 

The newest and most effective 
medium used by Mr. McNaughton 
to promote sales in outlying dis- 
tricts is radio advertising over 4 
Coldwater, Mich., station, which 
has listeners in three states. 

This company follows up every 
inquiry, either by telephone oF 
personal call. After all installa- 
tions a serviceman makes a rou- 
tine re-check to see that every 
item is working smoothly. 
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AUTOMOTIVE MICROMETER SETS 


Tumico Automotive sets combine 
the finest accuracy with moderate 
price. Endorsed by the mechanics 
in all industries. Competitively 
priced for volume sales. 








COMBINATION SET 


One of the world’s most versatile 
tools for machinists, tool makers 
and hobbyists. Includes try and 
miter square, center finder, depth 
gage and level. 


A merica s linest Precision Tools 


MICROMETERS 


Finest precision instruments for 
skilled craftsmen, for Tumico’s ex- 
clusive tubular frame construction 
gives supreme accuracy with less 
weight. Solid frame micrometers 
also available. 








Accurately ground, easy to read 
Tumico rules. Available in spring 
tempered, flexible and semi-flexible 
types—metric or English gradua- 
tions. Special combinations availa- 
ble. Precision accuracy guaranteed. 





TUMICO measuring instruments are specified and used by the auto- 
motive and aircraft industries as well as by many suppliers to the U.S. 
Government. Write for complete catalog and name of nearest jobber. 


TUBULAR 37) MICROMETER COMPANY 


ST. JAMES, MINNESOTA 
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Al Aboard / 


For the complete line of 
. 


GAS SPACE HEATERS 


Pull in Sales * Satisfy Customers 


8 Fully Vented Heaters 22 Unvented Heaters 
Attractive and sturdy Built to serve and last 
15,000 BTP to 85,000 BTU | 10,000 BTU to 50,000 BTU 


All Martin Heaters AGA approved for 





, 
natural, liquified and manufactured gases. VU. 
Over 45 years Ni wy 
Stove experience i 
YY 1 Lia : ve 
Y ae Vdd . Lea — 


“— Write your jobber or direct 
for complete catalog. 
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TECT, a new liquid plastic, preserves 
















the lustre on all metals . . . keeps soar 

them bright for years. Easy to apply + Mame Plates 

with handy dauber in cap .. . dries 2 ty —— | 

in just 15 minutes. Colorless, odor- + Door Knockers ia 

less, non-toxic, completely safe. + Door Bells + Copper Screens 
yi UB ° Preserves 
And 








Each unit of one dozen 
TECT is packed in this 
attractive display carton— 
g@ designed for impulse sales. 



































vA 
PIN < 
Special Get - Acquainted ” 
a) mi ‘ Offer! An Electric Flasher / ‘ 
- Counter Display Unit, in 
Le 2 colors, with your ini- TECT 
j . tial order for 2 dozen or oe | yi 
. more 3 oz. bottles of i 


‘TECT Re Rn 
69: 










RETAILS AT ONLY +n ee lama — 
for the big 3 oz. bottle 







Order now through P ne jobber, 
or write direct for details. 












Territories still open for new distributors. TECT, INC. e Englewood, N. J. 








wy Washing ton 
-_ and VIEWS 


Reports on Events Affecting 





The Hardware Business 


(Continued from page 10) 


Wildlife Projects 
Get $10 Million 


More than $10 million in,Federal 
funds is being distributed among 
the states to aid wildlife projects. 
Hunters and fishermen, and hard- 
ware dealers stand to benefit by the 
new and expanded game preserves 
and recreational areas. 

U. S. Fish and Wildlife Service 
| originally had asked Congress for 
| $17 million to be spent during fiscal 
1958. An unusually large amount 
of money was available early this 
year when the large sum was re- 
quested, the government says, be- 
cause of scare buying of guns and 


| ammunition. 


The wave of buying now has 
dropped off, and funds for improve- 
ments are being reduced propor- 
tionally, it is explained. 


Reemployment Rights 


For Korea Vets 


Returning veterans of the Ko- 
rean war have the same reemploy- 
ment rights as World War Il 
veterans, the U. S. Labor Dept. is 
reminding employers. 

Some confusion has arisen over 
reemployment rights and benefits 
of personnel currently leaving the 
military service because the so- 
called Korean Bill of Rights makes 
no mention of those rights. Such 
rights are set forth in the Univer- 
sal Military Training and Service 
Act of 1951. 


Export Rules Eased 


For Some Hardware 


Certain types of hardware, 
household, and miscellaneous metal 
items may now be exported to most 
countries under “general license” 
without prior application to the 
OIT. 

Items affected include: Hinges 
and butts of aluminum, copper, and 
zinc; wood screws of nonferrous 
metals. 

Shipments to Hong Kong, Macao, 
and the U.S.S.R. and its satellites 
will continue to require individual 
export licenses for which applica- 
tion must be made to OIT. 


(Resume Reading on Page 11) 
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In this ultra-modern hospital 


RADIANT HEATING 


promotes comfort too! 


How the “lady with a lamp,’’ performing her 
errands of mercy, amidst crowded pallets of 
Crimean wounded, would have marvelled at 
the hospitals of today! To Florence Nightingale, 
the modern facilities for easing pain and suffer- 
ing would have been unbelievable. And, now, 
even the therapeutic comforts of radiant panel 
heating contribute to the arts of healing! 

As in this ll-story, 600-bed Ohio State Uni- 
versity Medical Center, steel pipe radiant panel 
systems bring new conceptions of heating com- 
fort to hospitals, institutions, schools, commercial 


and public buildings and, of course, modern 
new homes. 

Steel pipe, more than any other, has made the 
large-scale application of radiant heating eco- 
nomically practical in any type of building; 
while the demonstrated performance capacity 
of steel pipe in hot water and steam heating 
systems, for more than 60 years, attests its 
complete reliability and durability in service. 
That's why steel pipe is first choice—the most 
widely used pipe in the world—for radiant 
panel heating! 





White for a copy. 2 free 4 page color bookled ‘Radiant Panel Heating with Steel Pipe” 


Sree Pige 


1s HSL CHOCE. 
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Janney’s New Radio-Consumer 
Promotion Has Dealer Tie-In 


A new consumer promotion 
program designed to help in- 
dependent hardware dealers 
build sales volume and meet 
competition has been an- 
nounced by Janney, Semple, 
Hill & Co., wholesaler of 
22-26 Second St., Minne- 
apolis, Minn. 

This new promotion, called 
the Bell Ringer program, is 
based on an extensive sched- 
ule of radio programs on 
local stations that will com- 
ment on specific special sales 





% 
EO loaepe aire 
ndent Hardware REN] 





Store emblem used with the 
Janney Bell Ringer program. 


items and will identify by 
name and address all local 
hardware stores participat- 
ing in the Bell Ringer pro- 
gram. 

The program will be 
launched over about a dozen 
stations in Minnesota this 
month and will be expanded 
to other trading areas in the 
future. The cost of the radio 
broadcasts is underwritten 
by Janney, Semple, Hill & Co. 

Stores participating in the 
program will display a Bell 
Ringer emblem (see accom- 
panying illustration) in their 
windows. The radio pro- 
grams will have as a theme 
the sound of the Indepen- 
dence Bell being rung. The 
script will make frequent 
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reference to local “indepen- 
dent hardware stores.” 

It is expected that the em- 
blem, plus the reference to 
the bell in the program, will 
provide positive recognition 
of the participating stores. 

The radio broadcasts will 
also be keyed-in with the con- 
sumer broadsides made avail- 
able to dealers by Janney- 
Semple, Hill & Co. During 
the life of the various con- 
sumer broadsides, the com- 
mercials on the radio pro- 
gram will emphasize items 
featured in the broadside 
and will tell the names of 
the stores where the items 
can be purchased. 

The radio program will 
consist of 10 and 15 minute 


programs, three to five times 
weekly, covering national 
and local news, weather re- 
ports and farm market re- 
ports. 

There will also be a num- 
ber of 60-second spots, all 
tying into the Bell Ringer 
theme and identifying par- 
ticipating stores by name. 

In announcing the new 
radio merchandising  pro- 
gram, P. L. Cosgrave, sales 
director for Janney, Semple, 
Hill & Co., said that it rep- 
resented another step in the 
wholesale firm’s program to 
provide independent dealers 
with effective selling aids to 
enable them to meet com- 
petition. 

Other phases of the Janney 
dealer merchandising pro- 
gram include seasonal broad- 
sides and consumer catalogs, 
window and store display, 
trading area surveys, and 
store modernization. 








Stangel Co. Manager 
Wins Display Award 

Leo R. Gay, advertising 
and display manager for the 
J. J. Stangel Hardware Co., 
Manitowoc, Wis., wholesaler, 
recently received a check 
from the Westinghouse Lamp 
division for $250, his award 
for capturing third place in 
the electrical corporation’s 
national lamp-dealer contest. 

Mr. Gay won his prize for 
the attractiveness of his win- 
dow and store displays for 
the Stangel Co., and for his 
ingenuity in promoting a 
contest among householders 
who use Westinghouse elec- 
tric lamps. 

Visual display of useful 
consumer articles, he main- 
tains, is one of the primary 
tools in selling, and to back 
up his conviction, he has 
spent whatever spare time 
he could find in studying the 
psychology of advertising, 
either by correspondence 
courses or by reading as 


many texts and articles on 
the subject as he could lay 
hands on. 

His newest award was pre- 
sented today by R. R. Cheney, 
manager of the Milwaukee 
Lamp Div. and R. L. Pelo- 
ger of the Chicago area. 


Wiley Named Sales Head 
For Johnston Corp. 


Robert M. Wiley has been 
named sales manager of the 
Johnston Lawn Mower Corp., 





WILEY 





ROBERT M. 


Ottumwa, Iowa, subsidiary 
of Jacobsen Mfg. Co., by 
M. J. Walker, director of 
sales. 

Mr. Wiley, well known in 
the hardware trade through- 
out the United States, served 
several manufacturers in 
sales capacities. Prior to 
joining Johnston in 1950 as 
eastern sales representative, 
he was associated with the 
G. W. Davis Corp., Rich- 
mond, Ind., power mower 
manufacturer. 








Builders’ Hardware Annaal Convention 
In Chicago to Feature Many New Products 


Builders’ hardware men 
will meet in Chicago, IIl., 
Sept. 28 through Oct. 1 at 
the 1952 National Builders’ 
Hardware Exposition and 
the concurrent joint annual 
convention of the American 
Society of Architectural 
Hardware Consultants and 
the National Contract Hard- 
ware Association. 

Both the exposition and 
the convention will be held 
at the Palmer House, which 
will house the majority of 
the visitors, delegates, and 


exhibitors. 

Visitors and delegates are 
filing their reservations 
earlier and in larger num- 
bers this year. Exhibitors 
also will be present in 
greater numbers and _ the 
exposition space, larger than 
at any time previously, was 
a complete sell-out in March. 
All told, there will be 83 
exhibitors, using 109 booths. 

New products which will 
be on display at the exposi- 
tion include a new line of 

(Continued on page 125) 
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Caulking Compound 
Sales Seen Rising 


According to C. J. Landen, 
president of the Landen Put- 
ty Works, Inc., Malden, 
Mass., the present volume of 
caulking compound, for which 
there is a rapidly growing 
demand, will double in two 
years. Mr. Landen made this 
prediction at a recent meet- 
ing of the firm’s eastern sales 
representatives held in the 
Congressional Hotel, Wash- 
ington, D. C. 

Mr. Landen also mentioned 
that caulking compound to- 
day was one of the most 
profitable specialty items in 
a merchant’s line. At the 
meeting the representatives 
completed an intensive one- 
day schooling in caulking 
compound. 

Peter Marsden, technical 
director who joined the firm 
last January, and who is the 


former technical director of 
the largest manufacturer of 
caulking compound in Great 
Britain, presented and dem- 
onstrated the improved 
Flexiseal glazing compound 
and caulking compound. 





Burpee Can Sealer Co. 
Buys E-Z Way Tool Firm 


The Burpee Can Sealer 
Co., Barrington, IIl., has pur- 
chased the E-Z Way Tool 
Co., Chicago, and has trans- 
ferred all manufacturing op- 
erations for the E-Z Way 
electric hack saw to the Bur- 
pee plant, it has been an- 
nounced by D. E. Hall, sales 
manager. 

The former E-Z Way plant 
and offices at 549 W. Wash- 
ington Blvd., Chicago, have 
been closed and all business 
will be conducted from the 
Barrington headquarters. 








Borg-Warner Parchases E. C. Atkins Co.; 
Elias C. Atkins Relinquishes Presidency 


Acquisition of E. C. Atkins 
& Co. of Indianapolis, cen- 
tury-old saw manufacturing 
concern, by Borg-Warner 
Corp. of Chicago was an- 
nounced recently. 

The company will be oper- 
ated as the Atkins Div. of 
Borg-Warner, according to 
an announcement by R. C. 
Ingersoll, president of Borg- 
Warner. 

With the change of owner- 
ship of the company, Indian- 
apolis becomes a key city in 
the Borg-Warner group of 
28 manufacturing plants and 
specialty steel mills in 23 
cities. 

The transfer was effected 
by an exchange of Borg- 
Warner common shares for 
the outstanding stock of all 
of the Atkins stockholders. 

“Borg-Warner intends to 
maintain and if possible to 


enhance the long-established 
and very high reputation of 
the Atkins company in its 
particular fields,” Mr. Inger- 
soll said. “We believe that 
Atkins’ customers, wholesal- 
ers and retailers will be as 
pleased as we are by the 
linking of two great names 
in industry — Atkins and 
Borg-Warner.” 
Borg-Warner manufac- 
tures approximately 200 dif- 
ferent products, mainly 
highly engineered and preci- 
sion-made items for the 
automotive, farm equipment, 
aviation and home appliance 
industries. Though the At- 
kins company will be Borg- 
Warner’s first plant in 
Indianapolis, the corporation 
operates four other divisions 
in Indiana, Warner Gear at 
Muncie, Ingersoll Steel at 
(Continued on page 127) 
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Pritzlaff Holds Merchandise 
Fair; Better Fall Sales Seen 


A prediction that retail 
hardware sales will show a 
decided improvement this 
Fall marked the opening of 
the third annual Pritzlaff 
Merchandise Fair, held in the 


connection the company has 
developed for dealers an at- 
tractive consumer broadside 
for Fall and early Winter 
business. 

The Merchandise Fair fea- 





Mark J. Lacey, president of Peck, Stow & Wilcox Co., ad- 


dresses a dealer meeting at the Pritzlaff Fair. 


Seated is 


Edward Pritzlaff, president of the wholesale firm, who pre- 


sided at the meeting. 


Milwaukee Arena on Aug. 18 
to 21. 

Edward Pritzlaff, president 
of John Pritzlaff Hardware 
Co., Milwaukee wholesalers 
who sponsored the exhibit 
for its dealers, said that he 
felt that while sales in the 
first six months were rather 
slow, compared with a year 
ago, there were many indi- 
cations that retail sales in the 
last six months would show 
a good improvement. 

Dealer inventories, he said, 
have been worked down con- 
siderably over the Summer 
months and dealers generally 
are in a favorable condition 
to take advantage of an im- 
provement in sales. The 
credit situation among deal- 
ers also reflects this better 
condition, Mr. Pritzlaff said. 

He urged dealers to make 
good use of sales promotion 
to build their volume. In this 


tured the exhibits of some 
500 manufacturers, with spe- 
cial emphasis placed on dem- 
onstration and Christmas 
promotions. 

An innovation in this year’s 
Fair was the admission of 
the general public on the last 
two afternoons of the affair. 
In order to attend the Fair, 
the public was required to ob- 
tain admission tickets from 
hardware stores. 

The wholesale firm had 
placed several large news- 
paper ads announcing the 
Fair and encouraging con- 
sumers to obtain tickets from 
their local hardware store. 

Officials of the wholesale 
hardware firm said that the 
admission of the public was 
an experiment, and while 
quite a crowd attended on the 
general public days, they said 
it would take some time for 

(Continued on page 117) 
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Hardware Retailer-of-the-Year Award 
Competition Launched by Brand Names 


Plans for the 5th annual 
Brand Names Hardware 
Retailer-of-the-Year competi- 
tion are underway and the 
search is on for the hardware 
store which has most effec- 
tively presented the story of 
the pride, value and respon- 
sibility back of manufactur- 
ers’ advertised brands in the 
store’s advertising and pro- 
motion during 1952. 

The award is made annu- 
ally by Brand Names Foun- 
dation, Inc., who will honor 
the winner of this year’s 
award with a plaque before 
2,000 leading business execu- 
tives on Brand Names Day- 
1953, at the Waldorf-Astoria 
in New York City. 





See HARDWARE AGE, 
May 1, 1952, page 88, for the 
stories of how hardware 
dealers successfully competed 
in the 1951 Brand Names 
Foundation competition. 





In addition to the plaque 
Foundation president Henry 
E. Abt, gaid that four “Cer- 
tificates of Distinction” will 
be presented to four other 
top hardware firms. 

Last year’s “Brand Name 
Hardware Retailer - of - the - 
Year” award brought na- 
tional publicity to Vonnegut 
Hardware Co., Indianapolis, 
Ind., and to “Certificate of 
Distinction” winners: Schla- 
fer’s Appleton, Wis.; Warner 
Hardware Co., Minneapolis, 
Minn.; H. H. Bennett Hard- 
ware Co., Easton, Pa.; and 
Brown Bros. Hardware, Mc- 
Keesport, Pa. 

Ray E. Carmichael, Adver- 
tising Manager of the Vonne- 
gut Hardware Co., will join 
representatives of the19 other 
firms named “Brand Name 
Retailer - of - the - Year” in 
other fields for 1951 in select- 
ing this year’s winners. Each 
of these judges is a member 
of the Executive Committee 
of the Foundation’s Retail 
Advisory Council. 

Stores can be entered by an 
executive of a store or outlet, 
trade association, chamber of 
commerce or advertising 
club; an executive of a manu- 
facturer, wholesaler or job- 
ber; or a representative of a 
newspaper, trade magazine, 
radio or television station. 
No entry or registration fee 
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of any kind is required. 
Entry forms and an informa- 
tional kit can be obtained 
from the Foundation’s offices 
at 37 W. 57th St., New York. 

Entries will be examined 
by a screening committee. A 
limited number of outstand- 
ing entries will be selected as 
finalists. Finalists will be 
asked to submit a detailed 
presentation which will show 
to best advantage how they 
presented the brand story to 
their customers and employ- 
ees during 1952. 

Three major criteria, ac- 
cording to Mr. Abt, will guide 
the judges in making their 
decisions. They are: 1) the 
extent to which the store has 
explained the integrity and 
values back to manufactur- 
ers’ brands in its advertising, 
employee training, display 
and other promotional ma- 
terial; 2) the skill with which 


the store or dealer has com- 
bined institutional copy 
about brand names. with 


straight product copy in its 
promotional material; 3) the 
effectiveness with which 
available local media has 
been used to establish the 
firm, in the public’s eye, as 
a top brand headquarters. 





Maytag Appoints Hughes 
Regional Sales Manager 


The Maytag Co. of New- 
ton, Iowa, has announced the 
appointment of George M. 
Hughes of Springfield, Ohio, 
as a regional sales manager. 

Mr. Hughes will be jn 
charge of nine counties in 
Ohio and will work under 
L. F. Webb, manager of the 
Cincinnati Branch. 

Before joining the Maytag 
organization, he was asso- 
ciated with Peters Appliance 
Co. at Springfield, Ohio. 





GEORGE M. HUGHES 


News of the Trade 





Included in Mr. Hughes 
sales territory are the fol- 
lowing counties: Fairfield, 
Fayette, Franklin, Hocking, 
Licking, Madison, Perry, 
Pickaway and Ross. 





Fiedler Retires From 
Post With Fiwale Co. 


William C. Fiedler, sales- 
man with Fiwale Equipment 
Mfg. Co., New York, N. Y., 
for many years retired from 
active duty on July 31, 1952. 

Born in North Adams, 
Mass., Mr. Fiedler lived in 
various parts of the country 
and took his first position in 
the hardware industry in Al- 
bany, N. Y., at 18 years of 
age, and had been continu- 
ously in the industry. 


Mr. Fiedler has been on 
the road for 42 years and 
at the time of his retirement 
had just finished his 50th 
year in hardware. He spent 
86 years of his career with 
two top hardware companies; 
20 years with Yale and 
Towne, Stamford, Conn., and 
16 years with National Brass 
Co., Grand Rapids, Mich. 





WILLIAM C. FIEDLER 


As a fitting farewell, the 
Fiwale Company gave him a 
testimonial dinner Aug. 1 at 
Casa Seville in New York. 





To Mail Applications 
For Housewares Show 


Floor plans and applica- 
tion blanks for the January, 
1953, National Housewares 
Exhibit to be held at Navy 
Pier, Chicago, Ill., are ex- 
pected to go into the mails 
about Sept. 20, according to 
A. W. Buddenberg, executive 


secretary, National House- 
wares Manufacturers As- 
sociation. 


It will be the 18th national 
exhibit operated by the 
NHMA and the fifth succes- 
sive show at Navy Pier. 


Brown Named Manager 
By Central Paint 

The appointment of B. 
Robert Brown as _ sales-ad- 


vertising manager of Cen- 
tral Paint & Varnish Works, 





B. ROBERT BROWN 


Inc., of Brooklyn, N. Y., was 
announced by L. Francis 
Case, president. 

Mr. Brown was previously 
national sales manager at 
International Latex Corp, 
and, prior to that, divisional 
sales manager for S. C. John- 
son & Sons, Inc., of Racine, 
Wis. 

At Central, Mr. Brown will 
head up a newly organized 
trade-sales division, to ex- 
tend the retail sales of the 
company’s products. 





Name Stem Manager 
of GE Range Sales 


The appointment of R. B, 
Stem as manager of General 
Electric range sales has been 
announced by J. R. Poteat, 
general manager of the range 
and water heater depart 
ment. 

Mr. Stem, who has been 
north central district range 
and water heater sales repre 
sentative, succeeds Howard 
A. Oliphant, who was re 
cently appointed department 
nanager of marketing. 

Mr. Stem started working 
for the General Electric Co. 
in Bridgeport, Conn., in 1936, 
In September of 1945 he was 
shifted to appliance sales as 
a district representative in 
sales training and was as 
signed to the district office in 
Chicago early in 1946. 

In his new position, he will 
be stationed at the Louisville 
headquarters of G-E’s major 
appliance division, where 4 
new electric range plant is 
being built. 
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“| CHEVROLET TRUCKS 
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CHEVROLETS LIST FOR LESS 


First cost—the list price—is less for a Chevrolet than for any 
comparable truck capable of handling the same payload. 
Chevrolet's position as the world's largest manufacturer of 
trucks makes possible production savings that are passed on 
to you. 







These 
pLAIN HARD FACTS 
are important fo 
economy-minded 
truck buyers 


COST LESS ON THE JOB 


Proved Chevrolet truck features save money over thousands 
of miles. Time-tested Valve-in-Head engines, rugged hypoid 
rear axles, extra-sturdy channel-type frames, Flexi-Mounted 
cabs, Ball-Gear steering, Synchro-Mesh transmissions, all con- 
tribute to low operating costs with high dependability. 













EACH TRUCK TAILORED TO ITS JOB 


Every Chevrolet truck is factory-matched to the job it's going 
to do. Tires, axles, frame, springs, engine, transmission, and 
brakes are right for the operating conditions and load. What- 
ever your job is, there's a Chevrolet truck to fit it. 





OWN 





in demand 4 
in value 
in sales 








NY. Y., was 
Francis 





WORTH MORE AT TRADE-IN TIME 


Chevrolet trucks traditionally bring more at resale than other 
makes costing about the same when new. Chevrolet trucks keep 
their value longer and give you real, substantial savings right 
up to the day you sell them. See your Chevrolet dealer soon. 


previously 
nager at 
=x Corp, 
divisional 
. C. John- 
f Racine, 











CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


rown will 
organized 
1, to ex- 
es of the 


TWO GREAT VALVE-IN-HEAD ENGINES— 
Loadmaster or the Thriftmaster—to give 
you greater power per gallon, lower 
cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response @ DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement e SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


shifting e HYPOID REAR AXLE—for 
dependability and long life e« TORQUE- 
ACTION BRAKES—on light-duty models e¢ 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medi duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 





duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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‘‘Murdock’s quite a hero since his 
mother sent him his 
PARKER HACK SAW!”’ 


You can earn a medal of thanks yourself from 
one customer after another, by selling them the 
Parker Hack Saw model they like the best. All 7 
Hack Saws in the Parker Line are stars in quality 
and ruggedness. 








PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. $. A. 


ond ACKERMANN-STEFFAN DIVISION 
Menutacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Lamson & Sessions Co., 
fastener manufacturer, an- 
nounced the appointment of 








STERLING P. ABBEY 


| Sterling P. Abbey as a divi- 
| sional sales manager. 

Mr. Abbey has been with 
|the company since 1939, 


| starting as a helper on the 


cold heading machines. His 
tenure with Lamson was in- 
| terrupted in 1941 when he 
|entered the armed forces. 
In 1946 he received his hon- 
orable discharge with the 
rank of captain and re- 
turned to the company as a 
sales correspondent. 


News of the Trade 


Abbey Head of Divisional Sales, Nall 


Southern Manager for Lamson & Sessions 





More recently Mr. Abbey 
has concentrated on railroad 
sales as assistant in that de- 
partment. With the acquisi- 
tion by Lamson of the Na- 
tional Safe Line Clamp Co, 
of Detroit, Mr. Abbey be- 
came sales manager for the 
sale of these specialty wire 
rope clamps. 

In his new position, Mr. 
Abbey will also be respon- 
sible for distributor sales of 
Lamson products in Metro- 
politan New York. 

Coincident with the eleva- 
tion of Mr. Abbey, it was 
announced that J. Wallace 
Nall has been appointed 
sales manager of Lamson’s 


southern operations head- 
quartered in Birmingham, 
Ala. 


Mr. Nall has been with 
the comapny since 1937, 
starting in the Birmingham 
plant in the shipping de- 
partment. 

He progressed with the 
company, first as a clerk and 
more recently in the sales 
department. His most re 
cent position has been that 
of a sales manager for the 
southeastern district. 








Westinghouse Promotes 
Three to Manager Posts 


Several appointments have 
been announced by the Elec- 
tric Appliance Div., Westing- 
house Electric Corp., Mans- 
field, Ohio. 

W. R. Arbuckle has been 
named manager of water 
heater and kitchen utilities 
department, according to R. 
J. Sargent, major appliance 
manager. 

Robert E. Dobson has been 
made manager of the vac- 
uum cleaner department, it 
was announced by R. M. 
Oliver, manager of appliance 
specialties; and Lewis G. 
Barber has been appointed 
merchandise manager for 
vacuum cleaners. 

Mr. Arbuckle, with the 
firm 17 years, will be respon- 
sible for the development, 
production, sales and market- 
ing of water heaters, dish- 
washers and Waste-Away 
food waste disposers. 

Prior to his present ap- 





pointment, he was manager 


of the apartment house and 
builder sales department and 
coordinated the promotion 
and sales of appliances made 
by the division through 
apartment house, builder, 
educational and government 
channels. 

Mr. Dobson will be respon- 
sible for the development, 
production and marketing of 
the complete line of vacuum 
cleaners including upright, 
tank and hand models and 
attachments as well as the 
new twin-brush floor pol- 
isher. 

Mr. Dobson began his ca- 
reer with Westinghouse in 
June, 1946, as merchandise 
manager for vacuum clean- 
ers. 

Mr. Barber will be respon- 
sible for developing and cat- 
rying out sales programs for 
the company’s full line of 
vacuum cleaners. 

He joined Westinghouse im 
March, 1950, as an appliance 
specialties factory represen- 
tative with headquarters in 
Philadelphia, Pa. 
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Pittsburgh Steel Lists 
Sales Staff Changes 


The following changes: in 
the sales department were 
announced recently by Pitts- 
burgh Steel Co. 

Allison R. Maxwell, Jr., 
has been elected vice-presi- 
dent of sales. Marvin J. Bair 
has been appointed general 
manager of sales. 

Norman J. Froelich, assist- 
ant genera] manager of sales, 
has been delegated additional 
responsibilities and is now 
in charge of the sale of rods, 
manufacturers wire, mer- 
chant products and chain 
link fence. John C. Cercone 
has been made assistant gen- 
eral manager of sales, in 
charge of sheets and semi- 
finished products. 





Pritzlaff Holds 
Merchardising Fair 
(Continued from page 113) 


them to complete a study of 
the effect of this policy. 

The number of individual 
ders booked at the show 
was -reported to be greater 
than at the 1951 show, but 
the dollar volume had not 
vet been calculated. 

A feature of the Fair was 
aseries of meetings held in 
the morning which were ad- 
dressed by outstanding hard- 
ware men. 

The Monday morning meet- 
ng Was addressed by Russell 
R. Mueller, managing direc- 
tor of NRHA, who discussed 
the importance of advertising 
to a hardware dealer. 

Mr. Mueller told the meet- 
ing that a well-run hardware 
store need not fear the chains 
mail order houses, but that 
they must use modern pro- 
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motion methods to maintain 
a profitable sales volume. 

He told in detail how 
the advertising program of 
NRHA is designed to help 
the independent dealer and 
why he felt it important that 
this program be greatly ex- 
panded in the future. 

The problem of profitably 
merchandising hand tools 
was the subject of an address 
on Tuesday morning by Mark 
J. Lacey, president of 
Peck, Stow & Wilcox Co. Mr. 
Lacey reviewed the problems 
faced by the dealer today in 
selling hand tools and told 
how the Pexto Tool Bar had 
been developed to help solve 
these problems by providing 
a stock of fast moving items, 
all price-tagged and display- 
ed in a manner to encourage 
impulse sales as well as nor- 
mal sales. 

Mr. Lacey also touched on 
the subject of manufacturers’ 
selling policies and said he 
thought dealers should give 
more support to those manu- 
facturers whose policies were 
beneficial to the independent 
hardware dealer, rather than 
to those firms who sold to 
dealers’ competition. 

Harold A. Damkroger, di- 
rector of research, General 
Metalware Corp., Minne- 
apolis, spoke on Wednesday 
morning and told how thor- 
ough research before a prod- 
uct is marketed can be as- 
sured the salability of the 
product. 

Mr. Damkroger explained 
how his company carefully 
investigates a proposed new 
product from every angle be- 
fore offering it for sale. He 
took, as an example, a new 
dry feeder pail and described 
the many steps that were 
taken by the research de- 
partment before the pail was 


finally offered for retail sale. | 














One of the meetings at the third 


annual Pritzlaff Merchandise 


Fair. 
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Soft Water 


Without 
Work 









































Size for size—dollar for dollar— you can guarantee 
a Myers Water Softener to give more for the money! 
Greater softening capacity by 44% than any same-size 
unit. Faster, more efficient regeneration with one push 
of a button. Surer protection against Zeolite loss by a 
patented “Double Check” system. America is fast 
waking up to the dollar-and-drudgery saving benefits 


of fully-softened water. 


And Myers Water Softener 


dealers are profiting most by this fast-growing trend! 
If you are an independent dealer — interested in getting 
the inside track on this new, big-money market — 
write us today for full information. 





Top: Myers Softmaster — 
fully automatic, finest in qual- 
ity, easiest to install. Per- 
fected push-button simplicity! 
6 models — 3 sizes. 

Left: Myers Avtorinse — 
simple, semi-automatic opera- 
tion. Also available for manual 
operation (Myers Hydrochief). 
24 Models — 6 sizes. 


Write — Right Now — To: 


THE F. E. MYERS 
& BRO. CO. 


Dept. P-117, Ashland, O. 
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Largest selling of all top- 
of-stove ovens. 


a $3.19' 








$27 45 apvearsid 





everery Ache Savor 


Keeps cakes and pastry fresh and 
tasty. 


Retails at $3.69) 
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i int _ o 
> Guaranteed by > 
Good Housekeeping 


HOUSEWARES 


THE EVEREDY COMPANY @ FREDERICK, MD. 
World’s Largest Makers of Chrome Kitchen Utensils 































... bring you increased volume on 


LARGER ADS in Better 
Homes and Gardens and 
Good Housekeeping 


NEW GIFT BOXES to 
pull sales in all Gift 
Seasons — Christmas, 
Weddings, etc. 


ORDER NOW — check 
your stock and order 


direct or, Phone your 










| 
| 


F 


| 


* 
PGacon Ejgerp 
Fries bacon and eggs; serves ‘em 


HOT. 
Retails at $2.85) 





walla i 





| 
| 


evereDy Korie Popper | 


Pops 2 quarts in 6 minutes. 


Retcils ot *2O5S! 


+Prices higher Denver and West 
*T. M. Reg. App. For 














News of the Trade 


Vacaum Cleaner Dealer Sales Program 





Launched by Landers, Frary & Clark 


A grass root dealer sales 
program, designed to be one 
of the biggest retail sales 
training efforts ever staged 
in the vacuum cleaner indus- 
try, is being initiated by Lan- 
ders, Frary & Clark, New 
Britain, Conn., according to 
Lee Moss, sales manager of 
the company’s home cleaning 
equipment division. 

In a series of 300 Jet 99 re- 
tail sales clinics to be held 
in cities and small towns 
across the country, a total 
of 8,000 Universal retailers 
will undergo intensive sales 
training aimed to equip sales 
personnel with proven, time- 
tested sales techniques to 


| build sales volume in their 
| areas. The clinics, scheduled 


| to commence on Sept. 2, will 
continue through Oct. 14. 
“The time has come for 


| hard-fisted, grass roots sell- 
| ing,” Mr. Moss said in an- 


nouncing the series of meet- 
ings. Present selling methods 
| are costing the vacuum clean- 
er and other industries mil- 
lions of dollars in sales, and 
it is up to the manufacturer 
to get the sales which our in- 
dustry records show us can 
be made.” 

“Using a ‘grass roots’ ap- 
proach Universal is stressing 
more meetings and smaller 
meetings to insure intensive 
instruction. Its program 
stresses going to the dealer 


in his own backyard and 


with emphasis in the clinics 
featuring selling to meet the 
local conditions.” 


The Universal Jet 99 meet- 
ings are being conducted as 
clinical workshops. Each 
clinic will include product 
training, tested sales tech- 
| niques, merchandising meth- 
ods, store and home demon- 
| strations, advertising promo- 
tion, and publicity tie-ins for 


|local area promotion. The 


sales staffs of the retail 
stores represented will learn 
how to handle trade-ins, serv- 
ice and house to house sell- 
ing. 

During the workshops ac- 
tual, typical home demonstra- 
tions will take place to thor- 
oughly familiarize retailers 
with the product and methods 
Universal has developed for 
Jet 99 merchandising. The 
“home demo” test will enable 
salesmen to check flaws in 
their manner of demonstra- 
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tion and give a basic selling 
formula to every retailer as 
well as ideas for their indi- 
vidual demos. Retailers wil] 
participate in these demon. 
strations. 

Sixteen district managers 
of the home cleaning equip. 
ment division will conduct 
meetings daily over a six 
week period. Each man will 
be equipped with a special 
sales meeting trailer contain- 
ing sales training props and 
various types of merchandis. 
ing materials. 

District managers include: 
J. V. Begley; William J. 
Borke; Robert Berg; Vincent 
Corbett; Harry Elkins; I. F. 
Feher; P. A. Fitts; Frank 
P. Hogan; Henry F. Howe; 
William W. Howe; Albert 
Jernberg; R. E. Morrill; B.B. 
Luce; Phillip B. Parker; W. 
A. Ramos; B. J. Ruberry; I. 


E. Starker; and Roy J. 
Strom. 
Regional managers who 


will accompany district man- 
agers on meetings are: R. C. 
Neilson, New York; H. M. 
Conlin, Chicago; and Edward 
O’Connor, Dallas, together 
with Frank T. Barmore, 
sales development manager 
and Frank Nester, Assistant 
sales manager. 





Don Burns to Represent 
Moore Enameling Co. 


The Moore Enameling & 
Mfg. Co., West Lafayette, 
Ohio, manufacturer of por 
celain enameled ware, 4l- 
nounced the appointment of 
Don H. Burns, of Memphis, 





DON H. BURNS 


Tenn., as its sales repre 
sentative in Kentucky am 
Tennessee. 
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Mid-Atlantic Housewares Caravan Plans 
First of Four Fall Shows Sept. 10, 11 


The Mid-Atlantic House- More than 100 national 
wares Caravan, newly- brands of hardware, house- 
charted by the state of Penn- wares and electrical house- 
sylvania as a non-profit wares will be shown. Dis- 
organization of manufactur- plays will consist of only 
ers’ representatives, will regular display materials 
hold the first of four fall available to retail stores. 
showings for the trade, Sept. Each show will be preceded 
10 and 11, in the Jefferson by a cocktail party and din- 


Hotel, Richmond, Va. ner for invited dealers, 
This will be followed by wholesalers’ buyers and 
another show, Sept. 16 and salesmen and department 


store buyers. 
Manufacturers’ repre- 
sentatives who are members 
of the Mid-Atlantic House- 
wares Caravan are: James 


17, at the Monticello Hotel, 
Norfolk, Va. Subsequent 
shows will be held in Balti- 
more in early October, and 
in the Sterling Hotel, Wilkes- 


Barre, Pa. F. Bond, Bragg & Sand, 

The Wilkes-Barre show sa cage gga ttnae ® " 
marks the start of the second Truitt, J. Ww. McGrory, Win- 
year of the Housewares field J. Wenger, Morris 
Caravan, the first show hav- Yeager and S. E. Karfunkle, 
ing been held there last gj] operating out of Phila- 
October. delphia. 








Shakespeare Adds Nulf, 
Culp to Sales Staff 


E. R. Hames, sales man- 
ager of the Shakespeare Co., 
Kalamazoo, Mich., fishing 
tackle manufacturer, has an- 
nounced the addition of two 
hew representatives to the 
company’s sales staff, Robert 
Nulf and Donald B. Culp. 
Mr. Hames also outlined ter- 
ritorial changes within the 
staff. 

Mr. Nulf, a football and 
basketball coach from Fort 
Wayne, Ind., will take over 
northern Indiana and north- 
ern Ohio. 

Mr. Culp, with the Shakes- 
peare company for two years, 
will cover the Michigan ter- 
ritory formerly handled by 
Myron Penny, including the 
upper peninsula, Detroit, 
Wayne County and the thumb 


of Michigan. With the firm, 
Mr. Culp has been a member 
of the office sales staff and 
traveled a territory as spe- 
cial sales representative for 
the company. 

Jack Diebolt, with the 
company 27 years, relin- 
quished part of his territory 
of Illinois and Missouri and 
moved to Springfield, Mo., 
where he will continue to 
service his Missouri accounts. 
His territory ‘is being ab- 
sorbed by R. D. Tackett and 
Myron Penny who have been 
traveling parts of Illinois 
and northern Indiana. Both 
men will make their head- 
quarters in Chicago, with 
Mr. Tackett handling central 
and southern Illinois and Mr. 
Penny covering the northwest 
section of Illinois and east- 
ern Iowa. 

Robert Distin and John 
Sentz have been added to the 
firm’s sales department. 





Jack Dowling Named 
By Supreme Products 


Gerard Freeman, execu- 
tive vice-president of Su- 
preme Products, Inc., Chica- 
go, Ill., has announced the 
appointment of Jack Dowling 
as sales representative in 
the states of Washington, 
Oregon, Idaho and western 
Montana. Mr. Dowling, lives 
in Seattle. 





ROBERT NULF 
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Rope in Big Profits with New 






No. RR-22 
Two Cell 
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Case & Lamp 


BLOW ON END CAP 
FOR SIGNAL SIREN 


( 


Roy Rogers and Trigger in full color 

2 cell top-quality focusing spotlight with candle light feature 
Thrilling “Signal Siren" in bottom end cap 

3 way switch for steady light 

Flasher button for ‘Code Signaling" 

Easy bottom loading 

FREE Secret Roy Rogers and Morse Codes packed 
with every flashlight . 


Millions of Roy Rogers fans will want these 
fascinating USALITE ‘ROY ROGERS" FLASHLIGHTS 


Packing — 12 USALITE NO. 
RR-22 Roy Rogers Flash- 
lights each attractively 
boxed. One FREE self-sell- 
ing, colorful counter or 
window display. Write for 
details today! 

e 
Feature USALITE No. 75 
Metal-Top quality batteries 
for extra profit. 





UNITED STATES ELECTRIC MFG. CORP. 
Factory Executive Offices: 222 W. 14th St., N. Y. 11, N. Y. 
Branch: 323 W. Polk St., Chicago 7, Ill. 
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Schaible Co. Names Nugent Sales Head; 


Forms Three Sales Divisions in Company 


Michael F. Schaible, presi- 
dent of the Schaible Co., 
Cincinnati manufacturer of 
plumbing equipment and sup- 





FRANK J. NUGENT 


plies, announced the appoint- 
ment of Frank J. Nugent as 
vice-president in charge of 
sales. 

Mr. Nugent has filled top 
sales executive posts with 
Rheem Mfg. Co., Bryant 
Heater Div. of Affiliated Gas 
Equipment, Inc., and re- 
cently resigned as sales man- 
ager of the Ingersoll Div., 
Borg-Warner Corp., to ac- 
cept his new assignment. 

Mr. Nugent will take 
charge of all sales, promo- 
tional and public relations 
activities for the Schaible 
Co., including the company’s 
D. T. Williams Valve Div. 
broad range of valve types 
for industrial applications. 

At the same time it was 
also announced that three 
sales divisions within the 
company were recently 
formed. The three divisions 
are: Plumbing and Heating 
Div., D. T. Williams Valve 
Div. and a _ new division 
called the Disposer Div. 

According to Mr. Schaible 
the growth of the company 
and the need for separate 
marketing strategy of vari- 
ous company lines makes 
this move essential. 

Sales and distribution for 
the new Disposer Div. will 
be under the direction of 
Ernest H. G. Maron who has 
been appointed director of 
sales development for this 
division. In addition to co- 
ordinating sales activities 
for this division, Mr. Maron 
will assist in marketing 
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plans for forthcoming 
Schaible products. 

Mr. Maron has served as 
manufacturers’ agent for 
several leading manufactur- 
ers of plumbing products 
and as sales manager for 
the Sanitary Wear Div. of 
the General Ceramics Co. 
Immediately prior to joining 
Schaible he was a regional 
sales manager for the Given 
Mfg. Co. of Los Angeles, 
Calif., a manufacturer of 
garbage disposers. 





Taylor Instrument Cos. 
Promote Ernest Purton 


Ernest C. J. Purton has 
been named sales manager 
for the Commercial Sales 
Div. of the Taylor Instru- 
ment Companies, Rochester, 
N. Y., according to Frank S. 
Ward, general sales mana- 
ger. Mr. Purton succeeds the 
late W. Maben Griffith who 
died last month. 

Born in England, Mr. Pur- 
ton started his sales career 
in 1911 with Short & Mason, 
Ltd., Taylor’s British affili- 
ate. In 1924 he came to Can- 
ada as sole sales representa- 
tive for the Short & Mason 
line of meteorological instru- 
ments. In 1926 the entire 
United States was added to 
his territory. 

Mr. Purton first became 
associated with the Taylor 
Instrument Companies in 
1930 when he was brought 
to Rochester to do research 
work. Shortly thereafter’ he 
was transferred to the sales 
department and in 1945 made 
assistant sales manager. 

In his new position, he will 
be directing the sales of 
thermometers, barometers, 
hydrometers, compasses and 
medical and meteorological 
instruments. 





Hoke Transferred By 
National Lock Co. 


Joseph H. Hoke, who has 
represented National Lock 
Co. in the New York City ter- 
ritory for 18 years, has been 
transferred to the home office 
in Rockford, Tll., where he 
will act as field sales man- 
ager for the Merchant Sales 
Div. 

George Cellary succeeds 
Mr. Hoke in New York City. 


News of the Trade 





Mr. Cellary, who has been 
with the factory in Rockford 
for several years, will take 
over all industrial and job- 
bing accounts formerly 
served by Mr. Hoke. 

Mr. Hoke’s duties will take 
him to all parts of the United 
States where he will work 
with the company sales rep- 
resentatives and jobbers. 





Dearman, Gough Named 
By E Z Paintr Corp. 


The E Z Paintr Corp., 
Butler, Wis., manufacturer 
of paint rollers, has an- 
nounced the appointment of 
two sales representatives. 

Quentin S. Dearman, Buf- 
falo, N. Y., has been named 
sales representative in New 
York State outside New York 
City. 

Leon S. Gough, Oreland, 
Pa., has been appointed sales 
representative in Maryland, 
Delaware, western Pennsyl- 
vania, southern half of New 
Jersey, and the District of 
Columbia. 





P. S. Ford to Represent 
Seamless Rubber Co. 


The Seamless Rubber Co., 
New Haven, Conn., has an- 
nounced the appointment of 
Paul Stanley Ford as sales 
representative for athletic 
goods in the northern part of 
California. 

Mr. Ford will make his 
headquarters at 1 South 
Park, San Francisco, Calif. 


Wins Westinghouse Service Award 


E. E. Robinson, Inc. 
Names Block & Schulman 


Otto M. Schwartz, presi- 
dent of Edward E. Robin. 
son, Inc., Nutley, N. J., has 
announced the appointment 
of Block and Schulman Co, 
228 Broadway, Monticello, 
N. Y., as distributor of the 
entire Robinson paint brush 
line in the Catskill area. 

A sales meeting was held 
in the Robinson plant at 
which Mr. Schwartz, Edwin 
J. Robinson, vice-president, 
and Harry Gates, northeast- 
ern sales manager, were 
hosts to Donald Block, presi- 
dent of Block and Schulman, 


Maurice Deisch, Edward 
Winkler and Donald Rasch, 
representatives. 





Riegel Textile Corp. 
Adds Two Warehouses 


In a move to provide faster 
delivery service of Riegel work 
gloves to customers through- 
out the country, Riegel Tex- 
tile Corp. has opened two ad- 
ditional warehouses, one in 
Hawthorne, N. J., and one in 
Fort Wayne, Ind. 





Mastic Tile Appoints 

Lewis E. Greenway | has 
been appointed a sales repre- 
sentative in the Texas area 
for Mastic Tile Corp. of 
America, Newburgh, N. Y. 
according to Carl Resnikoff, 
Mastic’s vice-president in 
charge of sales. 





Ogden H. MacGillvray, left, appliance specialties factory rep- 
resentative for the New York area, recently received a gol 
pin award for 30 years of service with the Westinghouse 
Electric Corp., Mansfield, Ohio. The award was presente 
by John H. Ashbaugh, right, vice-president in charge of the 


company’s electric appliance division. 


A wrist watch was 


also presented to Mr. MacGillvray by members of the appli- 


ance specialties department. 
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> Day after day, the people in your territory who are going 
al to build their own new homes are located by the world’s 

i om largest construction news gathering organization. 
ovide faster 
Riegel work Then . . . a book of catalogs, illustrating and describing 
Siegel Tee the varied products needed for new homes, is mailed to these 
aod tue al prospects of yours. This book—Home Owners’ Catalogs— 
es, one in is used and kept while these prospects are planning what 

and one ® they will want to buy for their new homes. It is important 

to you that the products you stock, show and sell are completely 

_ described to these buyers before they make their final decisions. 
— has That is why Schlage Lock Co. 
oe a distributes its folder “Home 

Corp. of Planners Guide” in each copy of 
wh a Home Owners’ Catalogs. Schlage 
Brae ". knows this is the way to do a 


thorough pre-selling job for you. 
Schlage knows these home-planners 
are outstanding prospects for 

you because they must buy the 
kinds of things you sell. 


| SCHLAGE 
H LOCKS 


rd 


Whatever you sell you can get the 
names and addresses of hand-picked 
prospects in your territory. 


























Ricioen an an ana Gan nen ab ty Gb tn etn ap an a ean an em es - 

: Tell me how I can get the names and addresses of prospects for new- : 

{ home products . . . in my territory. (Available in local marketing areas 

within 37 eastern states only). l 
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! ! 
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present | Mabel al: OWNERS’ CATALOGS 
‘ge of the 

I ! 

atch was H Dept. HAY, 119 West 40th St., New York 18,N.Y. =; 

the appli- heritialak ears le etek ak ea Se cs en ae aac eta a 


HARDWARE AGE, SEPTEMBER 4, 1952 121 
t 4, 1952 




















HARDWARE BRIEFS 








Florida 


Theodore H. Mack is the 
new owner of Gateway Hard- 
ware, 1005 S. Orlando Ave., 
Orlando. 


Georgia 


Mrs. Leila Fife, the first 
female employee of Beck & 
Gregg Hardware Co., At- 
lanta, recently retired after 
52 years of service. 





Mr. and Mrs. Charles A. 
Coulter are the new owners 
of the former Hibbard’s hard- 
ware store, 60 Illinois St., 
Chicago. It will be operated 
as an independent hardware 
store under the name Coult- 
er’s True Value store. 





lowa 


Mr. and Mrs. Boyd South- 
ard of Southard Plumbing 
and Heating have purchased 


the Humeston Hardware Co., 
Inc., Humeston, from M. E. 
McCulloch. 





The Thomsen Hardware 
Co., Red Oak, is now known 
as the Thomsen - Bergren 
Hardware Co. Ed Thomsen 
and Glen Bergren are part- 
ners in the firm. 





Dale Sasseen has bought 
the hardware business of 
Harold Greeson in Richland. 





W. E. Appel & Co., Bush- 
ton, has been sold to C. G. 
Nelson. The store is now 
known as the Bushton Hard- 
ware Co. 





The City Hardware, Em- 
mett, managed by M. J. Sain, 
recently had its interior deco- 
rated. The store carries a 
full line of shelf hardware, 
paints and freezers. 


News of the Trade 





Ground has been broken 
for the expansion of the 
Philip & Son Hardware Co., 
Eighth and Main, Hays. An 
extension 60 ft. long will be 
added on the south side of the 
building. 

Louisiana 

The east wall of the two- 
story building of the Ray 
Hardware Co., 208 Texas St., 
Shreveport, collapsed. Con- 
siderable damage resulted. 





Massachusetts 

The Elite Hardware Corp., 
15 Conduit St., Methuen, re- 
cently filed a charter of in- 
corporation. President and 
treasurer is Mario Pappa- 
lardo. 





The Jaques Hardware Co. 
is moving to 158-60 Main St., 
Milford. The old address was 
228-230 Main St. Raymond E. 
Dean recently purchased the 
company. 





Four brothers, Hyman, I. 
Tutter, Leo and Barnett Bur- 
wick, have bought an interest 


in the Duncan & Goodell Co, 
hardware and Sandberg’s toy 
store in Worcester. 





Minnesota 

Victor Hardware’s new ap- 
pliance showroom has been 
opened to the public recently, 
The Canby firm redecorated 
the showroom and filled it 
with merchandise for public 
approval. 





The Litchfield Hardware 
Company, Litchfield, an- 
nounced that the interest of 
Emil Anderson has been sold. 
The new owners are Walfred 
J. Lund and Richard C. 
Olander. 

Mississippi 

A new hardware store in 
Corinth, owned by C. B. Cur- 
lee, Jr., is scheduled to open 
its doors Sept. 1. 





Wisconsin 

Walter J. Bauman and his 
son-in-law, William A. Hall, 
have purchased the hardware 
store on South Main St., Dar- 
lington, from the Roy family. 
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Burpee: Se pars Grow 
and SELL! 


“= “THERE'S A REASON 


Many of the newer, befter flowers 

nowinuniversal demand were created 

Burpee’s Floradale Farms — the 

76 “pioneer seed farms in California’s 
| figs valley of the flowers. 


Here your Burpee Flower Seeds are 
grown, and you receive originator’s 


own special stocks. 


Wiotesaie Seed Growers 


W. ita: BURPEE co. PHILADELPHIA 32, PA.—CLINTON, IOWA—SANFORD, FLA. —RIVERSIDE, CALIF. 
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The retirement of Edward 
4. Reinke, heavy hardware 
ad plumbing goods buyer 



















EDWARD A. REINKE 


ad a director of Janney 
Smple Hill & Co., Minne- 
polis, Minn., after 42 years 
of activity in the wholesale 
hardware trade, was an- 
nounced by Allan J. Hill, the 
wmpany’s president. 

David P. Graham, a for- 
mer assistant to Mr. Reinke, 
tas been appointed to the 





latter’s position in the buy- 
ing department of the com- 
pany. 

Retiring under the com- 
pany’s pension plan, Mr. 
Reinke culminates 42 years 
of active service in hardware 
wholesaling. During his long 
career Mr. Reinke worked 
successively as an order clerk 
in the stock department, as 
a salesman visiting the coun- 
try trade, and as a member 
of the industrial sales de- 
partment. In 1923 he took 
a position in the buying de- 
partment which was his re- 
sponsibility up until the 
present time. 

Mr. Reinke was elected to 
the company’s board of di- 
rectors in 1944, 





Meyberg Co. to Handle 
Perfection in West 


The Leo J. Meyberg Co., 
with offices in San Francisco, 
Fresno and Los Angeles, 
Cal., have been appointed 


Santr THAN EVER * Ge7@/ tan EVER 


News of the Trade 


, A. Reinke of Janney, Semple, Hill 
Retires After 42 Years in Hardware 





distributors of Perfection 
Stove Co. products in Cali- 
fornia and western Nevada. 
According to J. H. Ras- 
russen, Perfection’s vice- 
president and director of ap- 
pliance sales, the distributo-s 
will handle a complete line of 
Perfection electric, gas and 
oil ranges and cook stoves, 
gas and oil space heaters and 
kerosene portable heaters. 


Pittsburgh Plate Glass 
Promotes R. McLaughlin 


Robert A. McLaughlin has 
been appointed director of 
sales for Pittsburgh Plate 
Glass Co.’s new Fiber Glass 
Div., according to J. Hervey 
Sherts, general manager of 
the division. 

Associated with Pittsburgh 
Plate Glass Co.’s merchandis- 
ing division since 1940, Mr. 
McLaughlin had served as a 
sales representative at the 
Chicago, Ill., warehouse and 
as manager of the firm’s 
Columbia, S. C., branch. Dur- 
ing the past five years, he has 
been manager of the Mineola, 
N. Y., warehouse. 
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You get added safety and added 
performance in Wall Blow Torches 
with the revolutionary new Pisto-Grip 
handle. Drawn steel tank has brazed 
inserts and electrically seamed bot- 


BLOW TORCH 


tom. The Wall blow-proof pump 
means added safety. Available in 
brass or steel. No extra cost for this 
new handle. It will sell on sight! Write 
today for complete catalog. 





MANUFACTURING CO. 
Grove City, Pa. 





— 


Hamilton Sales Post 
Goes to Kimberley 
1. me 


sales 
Mfg. 
an- 


Henderson, 
manager of Hamilton 
Corp., Columbus, Ind., 
nouced the promotion of 
Arthur F. kimberly for 
the position of salesman from 
the Metropolitan New York 
and lower New York State 
area to assistant sales mana- 
ger, Household Div. At the 
same time he announced that 
Warren W. Pringle had been 
appointed a salesman to re- 
place Mr. Kimberley. 

Mr. Kimberley joined the 
sales force of the Household 
Div. in 1947 and has been 
selling Cosco products in the 
New York area since that 
time. In the course of taking 
up his new duties as assist- 
ant sales manager, Mr. Kim- 
berley will be moving to 
Columbus in the near future. 

Mr. Pringle brings with 
him seven years experience 
and a wide acquaintance in 
the appliance and _house- 


wares field as a background 
for his new position. He will 
serve as a salesman for the 
New York Metropolitan and 
lower New York State area. 









COMPOUND KETTLES © FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 
e@ SOLDERS @ Oj CARRIERS © PAINT POTS @ ACCESSORIES 
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Northern California Chapter ASAHC Sets 
Date of 1953 Pacific Coast Conference 


The Northern California 
Chapter of the American 
Society of Architectural 
Hardware Consultants held 


its regular meeting last 
month at the El Jardin 
Restaurant, San Francisco, 


Calif. 
The group voted to hold 
its 1953 Eighth Annual Pa- 
cific Coast Regional Confer- 
ence of the N.C.H.A. and the 
A.S.A.H.C. at the Arrowhead 
Springs Hotel and Spa, San 
Bernardino, Calif. 

The following Convention 
Committee was appointed by 
chairman G. Vernon Lewis. 

General Chairman, Con- 
ference Committee, Tom R. 
Felts; Registration and Fi- 
nance Committee Chairman, 
Robert Murch; Transporta- 
tion and Housing Committee 
Chairman, J. Van Housen; 
Speakers Committee Chair- 
man, Lewis duFresne; En- 
tertainment Committee 
Chairman, Edward H. Mc- 
Culloch; Publicity Commit- 


GOLDBLATT | 


tee Chairman, H. Van 
Housen. 

Tom Brennan was elected 
vice-chairman of the North- 
ern California Chapter of 
the A.H.C., to fill the va- 
cancy caused by the resigna- 
tion of Bill Wetherbee. 





J. Q. du Pont to Speak 
At Atlantic City 


James Q. du Pont, of the 
public relations department 
of E. I. du Pont de Nemours 
& Co., Wilmington, Del., will 
speak at the opening session 
of the Atlantic City, N. J., 
Hardware Convention to be 
held Oct. 12-16. Mr. du 
Pont’s address will be en- 
titled “We’re Working While 
Rome Burns.” 

The convention, a joint 
affair of the 103rd_ semi- 
annual convention of the 
American Hardware Manu- 
facturers Association and 
the 58th annual convention 


the Trade 








of the National Wholesale 
Hardware Association, will 
again feature the Confer- 
ence Booth Plan, so success- 
ful last year. 

The plan will operate from 
2 to 5 p.m. on Monday and 
Wednesday, Oct. 13 and 15, 
in the Atlantic City Conven- 
tion Hall. A directory of 
booth holders will be distrib- 
uted at the convention. The 
Conference Booth Hall will 
be limited strictly to those 
wearing convention badges. 

Again this year there will 
be issued an advance regis- 
tration directory. To be in- 
cluded in the directory, ad- 
vance registration must be 
received by Sept. 29. All 
registrations of members 
who miss the advance direc- 
tory will be held over for 
inclusion in the supplemen- 
tary list wihch will be issued 
Tuesday morning of the con- 
vention week. 

Headquarters of both asso- 
ciations will be at the Marl- 
borough-Blenheim, where all 
meetings will be held. Reg- 
istration at the convention 
will begin at 9 a.m. on Sun- 








Mason Tools /_| 





Give You... 


Be + 
é 
















day, Oct. 12, and continue 
until 5 p.m., during which 
time badges will be delivered 
to members of both associa- 
tions and manufacturers’ 
agents included in the ad- 
vance registration. Other 
registrants will receive 
badges at 9 a.m. the follow- 
ing day. Registration will 
be resumed at 9 a.m., Oct. 
13, for guests and visitors. 

Arthur L. Faubel is sec- 
retary-treasurer of the An- 
erican Hardware Manufac- 
turers Association, 342 
Madison Ave., New York 17, 
N. Y. Thomas A. Fernley, 
Jr., is executive secretary of 
the National Wholesale 
Hardware Association, 1900 
Arch St., Philadelphia 3, Pa. 





Thor Appoints Best 


The appointment of Enil 
G. Best as dryer product man- 
ager for Thor Corp., Chicago, 
Ill., home laundry appliance 
manufacturer, was announced 


by M. R. Wilson, general 
sales manager. 
Mr. Best will maintain 


headquarters in Chicago. 


ONE SOURCE FOR 


ALL NEEDS — Buy all your 


masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 





ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 


¢ Faster Turnover 


/ 


* Greater Profits 
_ ®* Satisfied Customers * Repeat 


MEET US AT BOOTH 222 

NATIONAL HARDWARE SHOW 

SEND TODAY FOR FREE CATALOG — Write for 

your copy of Goldblatt’s illustrated catalog de- 

scribing the most complete line of the finest 
masonry tools and equipment. 


Sales / 


nai i mo 




















Goldblatt Tool Co. 4 


1920 Walnut St. Kansas City 8, Mo. 






FIRST CHOICE OF THE TRADE FOR 65 YEARS 


HARDWARE AGE, SEPTEMBER 4, 1952 


| 
| 
| | 
| 124 
| 








Monsanto 
To New Ss 


The Mo 
Co., St. Lo 
announced 
of five terri 
three distr 
sentatives 1 
chandising « 

Salesmen 
Dearborn, h 
D. Reichert 
were assign 
district; Wi 
Sullivan, I 
to the St. Lx 
liam P. Shey] 
was assign 
England te1 
ard T. Bet! 
N. J., was 
New York t 

Represent: 
Sullivan of 
signed to | 
Jack R. Gla 
ington, D. | 
the New En 
and norther1 
trict and Ro 
of St. Louis 
St. Louis di 

The new 
chandising 
dling the sa 
Krilium soil 
other trade- 
through rets 


Builders’ | 
Annual Coe 
(Continued 


siding door 
eral new sii 
ucts includi 
bination pul 
cation; a § 
said to pr 
security for 
doors; new d 
cabinet hard 
black, antiq 
swedish iron 
of overheac 
hardware no 
hibited; nev 
pital eombin 
pull plates 
pulls; a nev 
tan be locke 
and still pre 
exit in em 
types of ba 
with installe 
Panic exit 
tlosers, sch 
hardware, c 
locks, and |; 
tubular, 
unit, and m 
Conventior 


HARDWARE 





| continue 
ing which 
> delivered 
h assecia- 
ifacturers’ 
1 the ad- 
1. Other 
1 receive 
he follow- 
ation will 
a.m., Oct. 
i visitors. 
el is sec- 
the An- 
Manufac- 
ion, 342 
+ York 17, 
_ Fernley, 
retary of 
Wholesale 
ion, 1900 
hia 3, Pa. 


st 


of Emil 
duct man- 
, Chicago, 
appliance 
nnounced 
general 


maintain 
icago. 


-E FOR 
Il your 
Is from 

order, 
billing. 
enient. 
JEALER 
tt sells 
able to 
counts. 





65 YEARS 


4, 1952 











Monsanto Names Eight 
To New Sales Staff 


The Monsanto Chemical 
Co., St. Louis, Mo., recently 
announced the appointment 
of five territory salesmen and 
three district sales repre- 
sentatives for its new mer- 
chandising division. 

Salesmen Gordon Staub of 
Dearborn, Mich., and Donald 
D. Reichert of Cudahy, Wis., 
were assigned to the Chicago 
district; William R. Bone of 
Sullivan, Ill., was assigned 
to the St. Louis district; Wil- 
liam P. Sheppard of St. Louis 
was assigned to the New 
England territory and Rich- 
ard T. Bethel of Montclair, 
N. J., was assigned to the 
New York territory. 

Representatives Stanley W. 
Sullivan of Chicago was as- 
signed to Chicago district; 
Jack R. Glatthaar of Wash- 
ington, D. C., was assigned 
the New England, New York 
and northern New Jersey dis- 
trict and Robert A. Ehrhardt 
of St. Louis was assigned the 
St. Louis district. 

The newly formed Mer- 
chandising Division is han- 
dling the sales of Monsanto’s 
Krilium soil conditioner and 
other trade-marked products 
through retail channels. 





Builders’ Hardware 
Annual Convention 
(Continued from page 112) 


siding door hardware; sev- 
eral new sliding door prod- 
wuts including a new com- 
bination pull for edge appli- 
cation; a sliding door lock 
said to provide maximum 
security for exterior sliding 
doors; new designs of kitchen 
cabinet hardware in colonial 
tlack, antique copper, and 
swedish iron finishes; a line 
of overhead garage door 
hardware not previously ex- 
hibited; new types of hos- 
pital combination push and 
pull plates and arm door 
pulls; a new exit lock that 
tan be locked by the owner 
and still provide safe, legal 
exit in emergencies; new 
types of bathroom cabinets 
with installed lighting; new 
Panic exit devices, door 
‘losers, school wardrobe 
hardware, combination pad- 
locks, and a host of new 
tubular, cylindrical-case, 
unit, and mortise locks. 
Convention highlights of 


News of the Trade 





general interest include the 
following: 

Sunday, Sept. 28—Annual 
meetings of NCHA and 
ASAHC executive commit- 
tees and boards of directors; 
joint meeting of the two 
boards; and a_ night-time 
NCHA get-to-gether recep- | 
tion. 

Monday, Sept. 29—ASAHC 
forums on hollow metal and 
metal clad door standards, 
fire door hardware, builders’ 
hardware clubs, and indus- 
try education; grand open- 





ing of 1952 National Build- | 
er’s Hardware Exposition; 
NCHA annual members’ 
meeting; and a theatre party 
to “Guys and Dolls” in the| 
evening. 

Tuesday, Sept. 30—-NCHA | 
open meeting, featuring ad- | 
dresses by A. S. Best of the | 
United States Commerce 
Dept. and a feature address | 
by James C. Downs, Jr., of | 
the Real Estate Research 
Corp., Chicago; a luncheon | 
meeting of officers of the| 
country’s leading builder 
hardware clubs; and the fea- 
ture evening attraction of 
the convention consisting of 
the ASAHC-NCHA annual 


reception, banquet, floor 
show, and dance. 
Wednesday, Oct. 1— 


ASAHC open meeting, with 
reports of forum chairmen 
and the Rev. William H. 
Alexander of Oklahoma City 
followed by the annual past 
presidents’ luncheon. 

The exposition will run 
concurrently with the above 
events and will close at 4:00 
p. m. on Wednesday. 

Following a precedent es- 
tablished at the 1948 conven- 
tion, there is a separate pro- 
gram of social and related 
activities to occupy the ladies 
during convention business 
hours as follows: 


Sunday, Sept. 28 — Open- 


ing of Ladies Hospitality 
Room and ladies registra- 
tion. 


Monday, Sept. 29—Annual 
ladies’ luncheon in the Crys- 
tal Ballroom at the Black- 
stone Hotel; followed by 
Julie Harand in excerpts 
from “The King and I.” 

Tuesday, Sept. 30— 
Luncheon at Mill Race Inn, 
Geneva, IIl., and a tour to 
The Little Traveller. 

Wednesday, Oct. 1— 
Luncheon and puppet show 





at the Kungsholm, Chicago. 
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NEVER BEFORE 


such High Performance 
at such Low Cost— 


PEERLESS 


“AO 


SHALLOW WELL SELF-PRIMING 
JET SYSTEM 







FEATURES AT A 
GLANCE: 


SELF-PRIMING ¢ UTILIZES 
MECHANICAL SHAFT SEAL « 
IMPELLER IS ONLY MOVING 
PART * NO OIL TO 
CONTAMINATE WATER « 
BRASS JET NOZZLE « TOP 
QUALITY MATERIALS « 
PRECISION BUILT « EASIEST TO 

INSTALL AND MAINTAIN 





GALS. 
PER 
HOUR 












@ SUPER CAPACITY 
@ SUPER PERFORMANCE 
@ SUPER ECONOMY 

@ SUPER SERVICE 


Everything you want in a self- 
priming, shallow well water sys- 
tem is in the new Peerless Super 
400. Super Capacity—up to 700 
gallons per hour. Super Economy 
— never before has a pump of this 
capacity and quality been avail- 
able at such a low price. Super 
Performance — truly a powerful 
water producer that will satisfy all 
domestic needs. Super Service — 
precision built for day in, day out 
operation with a minimum of at- 
tention and service. 

Sell the Peerless Super 400 today 
for complete customer water serv- 
ice and satisfaction tomorrow. 

Write for Bulletin No. B-2536 
for full details. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Address inquiries to Factories at: Los Angeles 31, Calif. and indianapolis 8, Ind. 
Offices: New York, Chicago, St. Louis, Atlanta, Tulse, Plainview end 
Lubbock, Texes; Fresno, Los Angeles, Phoenix, Albuquerque, New Mexico. 
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| Ralph J. Compton Opens Missouri; Kenneth B. Komp 
| Office in California Sales Co., San Mateo, Calif, 
will handle Oregon and 

Ralph J. Compton, for- Washington, Herbert 0, 








merly with the American Jones, Chicago, IIl., will 
Wholesale Hardware Co., cover Illinois, | Wisconsin, 
Long Beach, Calif., has re- Jowa, Detroit and South 


Bend, Ind. 


Hodges & Negle Named 
By Pittsburgh Nipple 
Pittsburgh Nipple Works, 










1 Insist . 
quality costs no met ofiginal Inc., Pittsburgh, Pa., has ap- 
Congress | referred by MO is o ni , , le 
on the ewer Prsufacturers- vaere a pointed Hodges & Negle of 
t r ° . 
equipmen Drives © that city to represent its 





e! "Co ingress panes “bored an 






dia . 

rrolytically [aed biti products in western Penn- 
f ro . y ye es 

tested and Pulleys sylvania and West Virginia. 





ress V- Belts 






Cong’ eS . ; 
Meer local supplier Pittsburgh Nipple Works 
your pp , 

i y and manufactures pipe nipples 






Q-D sheaves — steovt dp D Drives 


and supplies for lavatories, 
Stee! Cable PP 


closet and sink. 





RALPH J. COMPTON 





<a gays 
areee* presi: : cently opened his own busi- Clark Co. Adds Johnson; 
“mic ness and is now a manufac- Lists Staff Adjustments 
turers’ representative with 

Rollie L. Johnson has re- 


an office in Paramount, ‘ 
cently joined the Bert J. 


a ; ~ | Came. ; ; : 
Clark Co., manufacturers 


Mr. Compton will cover , 
the Pacific Coast, Arizona representatives of Kansas 
City, Mo., following. his 


and New Mexico. He was , 
recently appointed to repre- resignation as a buyer - 
sent Turnbuckles, Inc., Mich- the Harper & McIntire Co, 
igan City, Ind., in southern Ottumwa, §la., wholesaler. 
California and Hollymade Mr. Johnson will maintain 
Locks, Los Angeles, in Ari- headquarters in Des Moines, 
zona and New Mexico. la. a9 

Mr. Compton started with _ The acquisition of Mr. 
McKinney Mfg. Co. in 1921. Johnson is part of an effici- 
In 1933 he was employed by €¢y program instituted by 
Peden Iron & Steel Co., the Bert J. Clark Co., which 
Houston. Tex.. and has divided its territory into 
years later joined Union two divisions, discontinued 
Hardware & Metal Co., Los several lines and co-ordi- 
Angeles, where he remained nated office and sales per 


s 


petro! 34, 














Architects and ~(CHICAGO)— 
SPRING HINGES 


Builders Specify 


three 





@® Modern Factories 
@ Office Buildings 


until 1939. Then he became sonnel for more _ effective 
© County, State and associated with American S¢lling. Val Litchfield will 
Federal Buildings Wholesale Hardware as head Supervise the sales promo 


tion program at the home 
office and will be assisted by 
Juva Faith. 


ae ial 
Murphy's Sons Names Announced territoria 
phy changes included the shift 


Four Representatives ot 8 CL G fas foe 

The Robert Murphy’s Sons Iowa district to the St. Louis, 
Co., Ayer, Mass., manufac- Mo., area. John Doxsee, who 
turer of Stay Sharp indus- has been the firm’s Missour! 
trial and domestic knives. representative, including St. 
has recently appointed four Louis, will continue to cover 
sales representatives. that territory in an effort to 

C. G. Gregory & Asso- give greater concentration to 
ciates, Houston, Tex., will the St. Louis district. 
cover Louisiana, Texas and A. R. Murphy will handle 
Oklahoma; James B. Schooler Kansas and Nebraska and 
Co., Kansas City, Mo., will assist Mr. Johnson in the 
travel Kansas and western Towa area. 


of its builders hardware de- 
partment. 


@ Ships of Our Navy 
And the New Luxury 
Liner S. S. United States 


Every year more and more Architects 
and Builders are specifying Chicago 
"Triplex" Spring Butt Hinges becaus« 
they are carefully designed with 
many superior features. They are 
smart looking and streamlined to 
harmonize with modern architectural 
requirements. 


"Spring Hinges of Quality” 
ChicagoS 
bicage =P 
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Holbrook Named to Staff 
Of J. H. Graham & Co. 

John H. Graham & Co., 
Inc., New York City, sales 


representative, has named 
George C. Holbrook, Jr., At- 





GEORGE C. HOLBROOK, JR. 


lanta, Ga., its southern rep- 
resentative. 

Mr. Holbrook, who will 
maintain his headquarters in 
Atlanta, will cover the terri- 
tory which includes Georgia, 
Florida, Alabama and Mis- 
sissippi. He formerly repre- 
sented the Armour Fertilizer 
Works in the South. 





Vander Bie, La Rose 
Join Rod LaBelle Co. 


Gary Vander Bie and 
Jerry La Rose have joined 
the Rod LaBelle Co., manu- 
facturers’ representatives of 


Minneapolis, Minn., as mem- | 
bers of the sales staff. 
The new _ salesmen _ will 
travel in all of the nine states 
the LaBelle Co. covers. The 
firm has branch offices in 

Chicago and Kansas City. 





Southwester Co. Names 
Four in U. S., Canada 


The appointment of four 
sales representatives to cover 
most of the United States | 
and Canada has been an- 
nounced by the Southwester 
Co., Chicago, IIL, manufac- | 
turer of fishing rods. 

Walter & Arthur Kren- 
zien, Chicago, will cover the | 
states of Michigan, Nebras- 
ka, Iowa, Arkansas, Indiana, 
Oklahoma, Missouri, Illinois, 
Kentucky, Louisiana, Kan- | 
sas and Texas; General | 
Products, Englewood, N. J., 
will cover Maryland, New 
Jersey, Delaware, Pennsyl- 
vania, New York, West Vir- 
ginia, Washington, D. C.,| 
Ohio and New England! 
States; Jess Heard, Denver, 
Colo., will travel Arizona, 
Colorado, New Mexico, Ida- 
ho, Wyoming, Nevada, Utah, 
Montana and EI! Paso, Tex., 
only; Central Purchasing | 
Agencies, Ltd., Toronto, | 
Canada, was named the ex- 
clusive agent for the Do- 
minion of Canada. 








Borg-Warner Purchases 
E. C. Atkins Co. 


(Continued from page 113) 


New Castle, Warner Auto- 
motive Parts at Auburn, and 
Marbon Corp. at Gary. 


A branch factory of the 
Atkins company in Portland, 
Ore., is included in the trans- 
fer of ownership and also 
will be operated as a unit 
of the Atkins Div. 

Elias C. Atkins, who re- 
linquishes the presidency of 
his company with its trans- 
fer to Borg-Warner, is 
grandson and namesake of 
the man who founded the 
business nearly 100 years 
ago. He also represents the 
fourth successive generation 


of the family to be identified 
with its management. Elias 
C. Atkins, 2nd, assumed the 
presidency in 1944 and later 
became chairman of the 
board. 


McDougall-Butler Co. 
Adds Shook, Salesman 


McDougall-Butler Co., Inc., 
Buffalo, N. Y., manufacturer 
of paints, varnishes and en- 
amels, has appointed Justin 
A. Shook to its sales staff for 
Washington, D. C., and vi- 
cinity. 

Mr. Shook, a retired Com- | 
mander of the U. S. Navy, | 
will represent the company 
in the various classifications | 
of sales in which they are| 
engaged. | 
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Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE Oll 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
Oil COLORS AND WHITE 














Here’s the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet. .. 
and watch your oil color sales 
zoom up! 


: Shettie [AD roreze 


PAINT CORPORATION 


CLEVELAND 19, OHIO 








SHARPE MFG. CO. 
1224 Wall St., Los Angeles, Calif. 





AIR FILTER AND 
REGULATOR UNITS 

No. 40 Air filter and regulator unit 

for supplying clean, accurately regu- 

lated air to the pajnt spray gun. 
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No. 303A Unit—another winning 
combination of Sharpe-designed 
filter and regulator. Air gauge and 
Y¥,” cock outlet are provided. 


No. 303B embodies a 4-way Sharpe 
connection plus regulator, gauge and | 
air cock. Design permits addition of 

main line gauge, outlet or other | 
adaptation. 


No. 303C—filter plus twin regu- 
lators fitted with gauges; plus line 
pressure gauge and cock for use 
of line pressure. 

All series 303 
feature 
replaceable felt 
cartridge filter with 
plastic impregnation for 
‘unsurpassed performance. 
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Franklin Vonnegut 


Franklin Vonnegut, 95, 
former director and presi- 
dent of the Vonnegut Hard- 





FRANKLIN VONNEGUT 


ware Co., Indianapolis, Ind., 
died Aug. 14. 

A member of the Harp- 
WARE AGE 50 Year Club, Mr. 
Vonnegut had been in the 
hardware business for about 
80 years. At 15 he left school 
to work in his father’s store 
and a short time later he be- 
came a buyer. In 1885 he and 
three brothers were made full 
partners by his father. When 
his father died the firm was 
incorporated and he became 
president, a position he held 
for many years. He was a 
director of the company until 
1945 when he declined re-elec- 
tion. 

Mr. Vonnegut was dean of 
Indianapolis businessmen and 


had always had numerous 
civic, literary, dramatic and 
musical interests. He was a 
school commissioner for six 
years and president of the 
Citizens Gas Co., which 
operated as a public trust, 
for eight years. 

For many years he was a 
director and treasurer of the 
Public Welfare Loan Associa- 
tion. He was a charter mem- 
ber and director of the local 
American Red Cross. For 13 
years he served on the budget 
committee of the Community 
Fund and for several years as 
president of the Normal Col- 
lege of the North American 
Gymnastic Union, as well as 
president of the North Ameri- 
can Gymnastic Union for a 


few years. 

He was the oldest member 
of the American Turners 
Gymnastic Union both in 


years and length of member- 
shin. He helped organize the 
Chamber of Commerce and 
served as a director for three 
years. He also helned or- 
ganize the Merchants As- 
sociation and the Better Busi- 
ness Bureau. 





Robert C. Kalthoff 


Rohert C. Kaithoff, 85, 
founder of the R. C. Kalthoff 
& Sons Hardware in East 
Detroit, Mich., died Aug. 18 
at his home after a brief ill- 
ness. 

A Detroit resident for 84 
years, Mr. Kalthoff was post- 


News of the Trade 





master of Leesville, the old 
community at Harper and 
Gratiot before entering the 
hardware business. The firm 
he founded is now owned and 
operated by his son Edgar 
N., a past president of the 


Michigan Retail Hardware 
Association. 

Mr. Kalthoff is survived by 
three daughters and two 
sons. 





George H. Beaudin 


George H. Beaudin, who 
supervised sales in central 
and southwestern United 
States for J. Wiss & Sons Co., 
Newark, N. J., scissors and 
shears manufacturer, passed 
away Aug. 22 in Chicago. He 
was 73 years of age and had 
been associated with the Wiss 
company for 54 years. 

Mr. Beaudin, who was the 
dean of cutlery field salesmen, 
was widely known and highly 
respected by his associates, 
customers and competitors 
for his ability and his fine 
character. He had been on a 
business trip to Kansas City 
when he was taken ill and re- 
turned to Chicago to enter a 
hospital for treatment for 
pneumonia and a heart con- 
dition. 

He joined the Wiss organi- 
zation in 1898 as a stenog- 
rapher and was sent on the 
road the next year to call 
on the wholesale trade. Later 
he was placed in charge of 
sales covering 16 central and 
southwestern states. from 
Winnipeg to New Orleans, 
and from Pittsburgh to Den- 
ver, and onened a Chicago 
office for his company. 


One of the organizers and 
the first president of the Cen- 
tral States Hardware Club, 
he was also a director of the 
Hardware Golf Association. 





H. BEAUDIN 


GEORGE 


Mrs. Beaudin and their son, 
George, Jr., who is associated 
with the Wiss sales staff in 
Chicago, survive. 


John A. Geiger 


John A. Geiger, comptrol- 
ler and member of the board 
of directors of Harper & 
McIntire Co., Ottumwa, Ia., 
wholesaler, died Aug. 14 
after a lingering illness. Mr. 
Geiger was 54 years old. 

He joined Harper & Me- 
Intire May 1, 1922, at the 
opening of the firm’s Cedar 
Rapids branch, as a_book- 
keeper. In 1941 he trans- 
fered to the Ottumwa branch 
and was later named comp- 
troller of the company. In 
1947 he was named to the 
board of directors. 








Announce Winners of 
Gift Display Contest 


Winners in the hardware 
category of the _ Electric 
Housewares Gift Campaign 
display contest and news- 
paper ad contest have been 
announced by the Electric 
Housewares Section of the 
National Electrical Mfg. As- 
sociation. 

Industry first-prize plaques 
will be presented to the win- 
ners for best displays and 
best newspaper ads in each 
of five maior retail classifi- 
cations, including hardware 
stores. 

The judges selected Magen 
Hardware Co., 5228 Market 
St., Philadelphia, Pa., as 


128 


best in the hardware display 
contest. 

In the newspaper ad con- 
test the hardware winner 
was Snowden’s, Inc., Media, 
Pa. 

Awards were made on the 
basis of ingenuity and orig- 
inality which in the opinion 
of the judges best reflected 
promotion of the 1952 Elec- 
tric Housewares Gift Cam- 


paign. 





Toy Firm Elects 


Guy F. Campbell, Jr., gen- 
eral manager and comptrol- 
ler of the Junior Toy Corp., 
has been elected a vice presi- 
dent of the Hammond, Ind., 
firm, manufacturer of veloci- 


pedes and a subsidiary of 
American Machine & Foun- 
dry Co. 





Kentile Adding New 
Chicago Building 

As part of its 1952 expan- 
tion program, a new build- 
ing is being constructed ad- 
joining the Chicago plant of 
Kentile, Inc., manufacturer 
of resilient tile flooring. 

The new structure is situ- 
ated along the west side of 
the main Kentile plant. It 
will have 85,000 sq. ft. of 
floor space and will be util- 
ized for warehousing and 
shipping of all Kentile pro- 
ducts and sundries. 


Quaker Rubber Corp. 
Opens Dallas Warehouse 

Quaker Rubber Corp., Div. 
of H. K. Porter Co., Ince. 
Philadelphia, has opened a 
new stock-carrying branch 
warehouse and sales office at 
1327 Levee St., Dallas, Tex. 

The branch will stock the 
complete line of Quaker’s 
rubber conveyor and trans- 
mission belting, hose, pack- 
ing and molded rubber prod- 
ucts. 

The new warehouse has 
5000 square feet of floor 
space, truck facilities and 
rail trackage. D. C. Hahn 
has been named district man- 
ager and is in charge of the 
office. 
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A report in pictures of 
people and events 
in the hardware trade 








A Detailed plans for an expanded line of reels, rods, 
and other fishing equipment were disclosed to sales 
representatives of the Langley Corp., San Diego, 
Calif., at a recent meeting. A deep-sea fishing trip 
to the Coronada Islands in Mexican waters was a 

feature of the sales conference. 


their son, 
ssociated 
; staff in 


A. Chosen Captain Ray-O-Vac, 9-year old Stephen Lewis 


Smith is flanked by Marion Harper, left, president of 
McCann-Erickson, Inc., and J. A. Mcllnay, right, 
vice-president in charge of sales for Ray-O-Vac, Madi- 
son, Wis., flashlight and battery firm. Picture was 
taken at the company’s annual sales meeting. 


Here are the newly elected officers of the National 

Associated Pot and Kettle Clubs of America, left to 

right, K. J. Dahm, retiring president; J. Badham, Jr., 

president; A. Myers, vice-president, and Carl Hobson, 
treasurer. 


Shown above is a portion of the interior of the new A 
building recently occupied by M. Sharf & Co., Inc., 
at 320 Newbury St., Boston, Mass. Displayed in the 
rear are fishing rods and on the right are bicycles. 
The firm also deals in sporting goods and toys, some 

of which can be seen in the foreground. 





Sales and _ purchasing 
executives from the 
hardware wholesaler or- 
ganizations who distrib- 
ute Martinware Galvan- 
ized Metalware recently 
held a 3-day confer- 
ence, right, to discuss 
plans for 1953. New 
selling helps and new 
Products were discussed. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


the company to enforce the fair 
trade laws against non-signers in 
the 45 states that have such laws. 

“Although it had been impos- 
sible for us to enforce our fair 
trade agreements since the Su- 
preme Court decision in_ the 
Schwegmann case,” Mr. Boone 
said, “we have continued to main- 
tain our fair trade policy.” 


Toastmaster to Enforce 


Fair Trade Contracts 


Toastmaster Products Div., Mc- 
Graw Electric Co., has announced 
that it intends to vigorously en- 
force the maintenance of the Fair 
Trade price on the Toastmaster 
toaster in all states with such laws. 

“We have long favored fair trade 
as a means of protecting our trade- 
mark and of assuring our dealers 
of an adequate margin of profit,” 
said W. E. O’Brien, general sales 
manager. “Now that the McGuire 
Act has been signed by the Presi- 
dent we are happy that effectual 
means of Fair Trade enforcement 
are again available.” 

Mr. O’Brien stated that notices 
have been sent to the large and 
well-known price-cutting retailers, 
calling attention to the fact that 
the company has fair trade con- 
tracts in all 45 fair trade states 
and that the company intends to 
enforce its contracts. 

He said the company was offer- 
ing to take back any stock these 
retailers may be unable to sell at 
full price. “This should effectively 
answer any pleas that a price cut 
is necessary because of high inven- 
tories,” Mr. O’Brien said. 

“We are also giving serious con- 
sideration to a long-range plan 
aimed at preventing mail order dis- 
count houses, or other retailers op- 
erating in non-Fair Trade states, 
from selling Toastmaster toasters 
at cut-prices into Fair Trade states. 
We believe that adequate means 
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can be found to prevert this,” he 
stated. 

“Price maintenance programs are 
also being developed for use in 
Michigan, Florida and Minnesota 
where the application of state Fair 
Trade laws to non-signers is in 
question, the Toastmaster spokes- 
man said. 


Fair Trade Section 
Organized by G-E 

A special Fair Trade section to 
enforce state Fair Trade laws on 
the sale of all its products was an- 
nounced by General Electric Com- 
pany’s Small Appliance Division, 
on Aug. 21. 

W. J. Pfeif has been appointed 
manager of the new section which 
will establish the procedures neces- 
sary to administer the G-E Fair 
Trade program, including the hir- 
ing and supervision of outside 
shopping personnel. 

Mr. Pfeif, in conjunction with 
G-E district representatives, will 
be responsible for keeping the com- 
pany informed on the observance 
of Fair Trade minimum retail 
prices. Such responsibility will in- 
clude the conduct of appropriate 
retail store surveys and a close 
study of retail advertising. 

“General Electric is on record 
as being wholeheartedly in favor 
of Fair Trade. The establishment 
of this Fair Trade section is evi- 
dence that we intend active sup- 
port of that position,” said C. K. 
Rieger, general manager of the 
Small Appliance Division. 


Vacuum Cleaner 
Shipments Up 17% 


Factory sales of standard size 
household vacuum cleaners in July 
totalled 188,715 units, compared to 
161,002 in the same month of 1951, 
an increase of 17.2 pct, the Vacu- 
um Cleaner Manufacturers’ Associ- 
ation announced. July sales were 
off 8.8 pet from 206,939 units sold 
in the preceding month. 


Large Hardware Firms 
Had Drop in Sales 


Large hardware firms, operating 
from one to 10 stores, had a 2 pct 
drop in sales in June from the 
same month of a year ago. Their 
June sales were 1 pct less than in 
May. 

The sales of these large hard- 
ware businesses were off 9 pct in 
the first six months of the year, as 
compared to the same period of 
1951. 

The dollar volume of sales of all 
retail stores in June was 3 pct 
above sales of June, 1951, but 5 pct 
below May of this year, according 
to the Bureau of the Census. 

Department store sales were 2 
pet higher in June, 1951, but at 
the close of the first half of this 
year, sales were 2 pct lower than 
for the 1951 6-month period. 

Comparisons of sales changes for 
large hardware firms in large cen- 
ters of population follow: 


Percentage Change in Sales 





June June 6 mos. 
1952 1952 1952 
from from from 
June May 6 mos. 


1951 1952 1951 

Los Angeles Co., Cal... +! +13 —I8 

Sacramento Co., Cal... —21 —I!l —23 
Hartford & Tolland Cos., 

Conn. ... .. +11 +8 —18 


D. of C., city of Alex- 

andria and Arlington 

Co., Va., and part of 

Montgomery Co., Md. +10 +7 —6 
Cook Co., Ill. ceeeee HD —1 23 
Adams & Allen Cos., Ind. —7 +11 —II 


Wayne Co., Mich...... —I12 —6 —4 


City & Co. of St. Louis, 
Mo., and East St. 


Louis, Ill. ........... +10 —8 +2 
City of New York and 

part of Westchester 

Co., N.Y. .......... —5 +l —12 
Erie Co., N. Y.......... —4# +3 —6 
Monroe & Wayne Cos., 

N. Y. . —7 —13 0 
Philadelphia Co., Pa... —4 —4 -—5 
Providence Co., R. |. —20 —2 —24 
Norfolk & Princess Anne 

Cos. and cities of 

Norfolk, So. Norfolk & 

Portsmouth, Va. .... +5 —5 +17 
King Co., Wash....... +7 +5 —I2 
Milwaukee & Waukesha 

Co., Wis. ; —6 +1 —I7 


Corn Shortage May 
Boost Price of Brooms 


The price of broom may rise as 
a result of the U. S. Dept. of Agri- 
culture’s forecast for 1952 of the 
second shortest crop of broomcorn 
on record. 

Drought in the principal broom- 
corn growing areas is responsible 
for cutting the 1952 crop to an es- 
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This Blotorch works with 
good grade denatured alcohol 
but for best results we recommend 


LENK BLOTORCH FUEL 











500° More heat 


a For silver soldering, light brazing and sweated fittings 7 N a 
oms For homie and shop use 


rise as 


f. Agri Cool, convenient GunGrip handle Mf g. Company 


Handsome chrome finish 
Burning time: approximately one hour 30 Cummington St. 
broom- Sensibly priced for volume sales BOSTON 15, MASS. 


»onsible 


» an es- § Colorful individual display cartons for self-selling 
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timated 27,900 tons, as compared problems of inflation, we have been 
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Here's the one that year, and approximately 13,000 extent have neglected the elementB ity of 
WON'T SHRINK tons less than the 10-year average. _ of distribution,” he said. “For 1508 rather t 
This modern plastic in R. R. Thompson, Paris, Ill., pres- _ years this nation has developed the fF man to 
powder form makes ident of the National Broom Man- techniques of production—in fact, buy. 
lasting repaits in tile, ufacturers Association, commented, our production is now limited only Mr. B 
wood or plaster. Pays “It is most unfortunate that the by our ability to use. have be 
dealers a bigger profit. || broom manufacturing industry “Using that production involves items, | 
WILL MOT SHRINK SELLS BETTER because again must go through another 12 proper distribution both here and in retai 
STICKS AND STAYS Puy ao months with a small crop of broom- abroad. American industry must dollar ° 
, corn. This makes the third short put forth as much effort in con- during 





| crop in as many years. We had nection with distribution _ tech- 

| hopes for a larger crop that would niques as it has with production Jul ' 
enable manufacturers to reduce techniques. This involves, of y 

prices. However, with no carryover course, continued development of For cS 
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Mater yd Hard of broomcorn from previous years advertising and marketing.” Most 
Water Putty keep it will be almost impossible to hold h nek P 
er tee bs sean purHam | prices at their present level.” : a Jul 
Durham's Rock: Fh toma Broomcorn accounts for approxi- Estimated Sales cad gd | 
_— yen to Ga mately 60 pct of the cost of a HARDWARE WHOLESALERS age 
Best profit-margin on broom, Mr: Thompson explained. (add 000,000) Sales | 
any product of this . 1952 1951 1950 | 
anture. Use it poured ond you'll quickly P $154 $218 $120 order hc 
see w. it selis so fast, and repeats so regu- * GRUGTY ..cccccrece 
=~. ony peceeye maneeune may shrink Home Construction “+ oom CARS 158 196 124 
all out or chip off. Durham’s Rock-Har ° . NR See 163 215 | 157 
Water Putty does not shrink. Absolutely 5% ea her in Jul elena metaeaia 173. 184 ~ 147 July 
shisal & paint or pelts k oz wees aoa sid eect Ml a [Oo a we ae 
finish. E to use. K indefinitely. So ; a i d ae eh eos ee 166 174 «O17 
economical Just, mix with ir 2 tracts awards during July in the uly sovescsesesines +. 158 193 Six’mos. 
needed, © Packed twelve 1-Ib. cans or six 37 states east of the Rockies to- See eS 
4-1b. cans to case. Keep some of each on dis- . 
play. Available in 25, 60, 100-Ib, drums for talled $608,078,000, a 5 pet gain | September... =. 208 | A aeten mos, 
industrial users. Order from your jobber. over June and 11 pct more than in sence ws 183-190 1 
The PLASTIC Repair Material og Bigs it ps a December ....... --- 1 SRR. ue. 
Hn te)’, 10) 4° a ° ° oage orp., cons ruc 10n ae 
wee pst news and marketing specialists. $2,224 $2,098 July 
Total residential awards for the Source: Office of Business Economics. Seven mos. 
NOW seven months of 1952 was $3,952,- Home 
... A LEAK-PROOF NOZZLE 115,000, up 2 pet over 1951. in N 
iit umber 
TRANS-FLO [i Oi hotell Fallores °° 70" 
BC Little Change Noted all The C 
\ 7 Retailing accounted mainly for program 
JUST WHAT YOUR In Dept. Store Sales the increase in business failures in moderniz 
CUSTOMERS HAVE Department store sales for this the week ended Aug. 14, amount- sents 46 
ALWAYS WANTED year through Aug. 9 were 2 pct ing to 86, compared with 61 in the remodelii 
| behind the volume of the corre- previous week, Dun & Bradstreet, program 
NEVER A DRIP —— sponding period of 1951. For the Inc., reported. Total commercial dealers w 
OR A | week ended on the same date sales and industrial failures in the week ager of 
DRIBBLE | were 2 pct above the same week rose to 141 from 123 in the pre the start 
Patents Pending last year. For the four-week peri- ceding week. However, the total keting ir 
od there was no change from a was under the 158 reported for Henry 
=a | year ago. the comparable 1951 week. dustrial 
Soa The weekly index, without sea- — 
sonal adjustment, stood at 90 dur- ® itchen 
tien after long sg ep ing the week, compared with 87 a New Trends Making 
y extensive tests—the Trans-Flo j * H e P i 
Nozzle offers many advantages: cor cath well as 87 in the pre Radios ‘Hot Appliances Steel | 
i. Leak-proct. * | 1 Continued radio receiver sales of Sharp! 
2, Warm to the touch. " 4 ‘. around a quarter billion dollars 
4. Durable (molded of tough Tenite 1). Distribution to Get annually, despite the rapid develop- x — ( 
° ern, st lined desig sas t ontns ¢€ 
6. Fully adjustabl ; * ment of television were forecas 
ag ayBee me oe | More Govt. Attention by Arthur A. Brandt, general sales nag hogs 
: ne eer A section is to be set up in the manager for the receiver depart: J 951,224 
red hose.) Dept. of Commerce devoted to the ment of General Electric Co. period, : 
Not a substitute but a detinite improve- | interests of distribution as part of a He said a substantial annual vol- strike, re 
reir er Big other nozzle on the => planned reorganization announced ume is assured by new features, rs on 
: : —c re- nclude 
Write us for complete information and prices. aa” of Commerce Charles — otermsnng = — 000 tons 
THE VICHEK TOOL COMPANY | “In our desire to stimulate pro- _ tinued trend toward multiple own | castings 
3001 East 87th Street * Cleveland 4, Ohio duction as a method of raising the ership of radios. was the 
its - | standard of living and meeting the Crux of the sales problems now, a _ 
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he added, hinges not upon the abil- | 


ity of the consumer to buy, but 
rather upon the ability of the sales- 
man to sell a public well able to 
buy. 

Mr. Brandt stated that radio sets 
have become “over the counter” 
items, leading all traffic appliances 
in retail sales and rated sixth in 
dollar volume for all appliances 
during 1951. 


July Was Good Month 
For Retail Chains 


Most chain stores and mail order 
houses showed an increase in sales 
in July over the same month a 
year ago. Increases were general 
among most types of stores. 

Sales of principal chain and mail 
order houses follow: 

Sears, Roebuck & Co. 


1952 1951 % change 

July $221,318,142 $193,410,186 -+14.4 

Six mos. 1,367,234,848 1,258,825,822 + 8.6 
Montgomery Ward & Co. 

July $82,994,992 $79,656,643 -+ 4.2 
Six mos. 517,296,116 540,830,343 — 4.4 
F. W. Weolworth Co. 

July $51,509,996 $48,981,847 + 5.16 
Seven mos. 357,626,972 346,581,427 + 3.19 
Western Auto Supply Co. 

July $16,153,000 $14,164,000 +14 
Seven mos. 90,338,000 87,302,000 + 3.5 
Butler Brothers 
July $9,505,230 $9,537,723 — .34 
Seven mos. 60,808,604 63,337,686 — 3.99 


Home Improvement 
Program by Crane Co. 


The Crane Co. has launched a 
program for bathroom and kitchen 
modernization. The program pre- 
sents 46 room plans, designs and 
remodeling ideas. Supporting the 
program is an idea service for 
dealers which H. A. Bergdahl, man- 
ager of dealer sales, described as 
the start of a new concept of mar- 
keting in the industry. 

Henry Dreyfuss, well known in- 
dustrial designer, designed the 
company’s line of bathroom and 
kitchen fixtures. 


Steel Output Fell 
Sharply in 7 Months 


Steel output in the first seven 
months of this year amounted to 
46,637,256 net tons, a drop of 14,- 
351,224 tons from the same 1951 
period, on account of the steel 
strike, reported the American Iron 
and Steel Institute. 

Included in the total were 1,050,- 
000 tons of ingots and steel for 
castings produced in July. This 
was tke smallest monthly total 
since October, 1949. The July total 
was down 34,000 tons from June 





Well Ce back 
to buy again... 














| when gou sell 


WIRE 
NETTING 








It takes satisfied customers to build repeat business. And nothing 
satisfies customers like Cortland Brand Netting! 


Why? Because Cortland Brand Wire Netting is extra strong, uni- 
formly woven — made from finest corrosion-resisting steel to give 
years of service. It’s heavily galvanized and easier handling, too — 
meets U. S. Department of Commerce, National Bureau of Standards’ 


specifications. 


SELL THESE QUALITY CozZ2Zrcce BRANDS 


@HEXAGON POULTRY NETTING America’s 
most popular poultry netting. Made in 34”, 
1” and 2” mesh from 20 gauge wire. Standar 
widths: 12” to 72”. Supplied in 150 linear ft. 
bales. Continuous-twist or lock-twist types. 
Galvanized before or after weaving. 


@ ANIMAL PEN NETTING Heavy grade hexa- 
gon netting, galvanized after weaving. In- 
cludes Mink, Fox and Crab Trap Netting. 
Mesh: 34", 1", 1142", 2”, 3”. Wire gauges: 14 
to 18. Standard widths: 18” to 72”. Supplied 
in 150 linear ft. rolls. Continuous-twist type. 


@HARDWARE CLOTH Available in standard 
and heavy grades. Uniformly woven and 
heavily galvanized. Standard widths: 24” 
to 48”. Mesh: 2, 3, 4, 8. Supplied in 100 
linear ft. rolls. All-welded Wire Cloths also 
available in 42”, 34” and 1” mesh. 








oe Free MeRcuannisinc Kit! => 





Colorful streamers to identify 
your store as Poultry Netting 
and Wire Screening Head- 
Quarters. Includes Nail and 
Brad streamer. also folders 
and newspaper mats featur- 


ing Wire Screening. Send for 
your kit today! 


WIRE SCREENING 
NAILS & BRADS ¢ WIRE 


WICKWIRE BROTHERS, INC. 


CORTLAND, N.Y. 
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For Satisfied Customers 
Sell SWIFT CUTTER SCYTHES 
with the “ALL DAY CUTTING EDGE” 


Your customers will se the utmost in ser- 


vice und when you sell 
them a SWIFT CUTTER scythe because: 


@ Specially constructed blade, once ly 
= holds edge longer than erdoary 
Made from one piece high carbon steel, 

mpered. 


* 
rolled hammered, hardened and te 
@ Ground by natural abrasive stones 


he = oultng 6 edge longer than ordinary 
@ Royal Blue Standard Finish—other colors 
on special order. NEW MONITOR HEEL 
Available in plain set, 


half set, full set and 
single or double beaded 









‘ An exclusive 


in following assortments: feature on all 
hes at 
Grass: 26°'-30'' extra cect. 
to 34''-38"’ rarenees 
s 78°" stre 
Bushs 14 a 18-22" 55% where 
Weed: 20-24" ge phage 
to 24°'-28 weight 


The Swift Cutter Scythe is the sturdy com- 
panion line to the “Little Ciant”’ line of 
deluxe seythes. 


ORDER THROUGH YOUR HARDWARE WHOLESALER 


Made in Maine — 
Sold the World Over 





SANTA SAYS: 


— “GET SET FOR 
SURE-FIRE 
PROFITS!” 


NEW Warnen 
DADO SAWING WASHERS 


Be sure you can handle the big Christmas 
demand for this best seller with a popu- 
lar price and tremendous appeal. Retails 
at just $4.95—makes smooth dados, (in 
40 different widths) quickly and easily 
with regular saw blade! Warren national 
advertising reaches 16 million people— 
it’s the “best seller” in the field! 


SEND TODAY FOR TRIAL ORDER! 


Send for just 6 sets at your dealer’s dis- 
count of 3314%-—receive absolutely free 
colorful working counter display and 
descriptive literature! 


WARREN DADO SAWING WASHERS CO. 
DEPT. 109, BOX 98, NORTH END STA., DETROIT, MICH. 
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and a drop of over 7,000,000 tons 
| from July, 1951. 

The decline in output for the 
| first seven months of this year 
from the corresponding 1951 peri- 
od compared with an increase of 
over 1,500,000 tons in the first 


quarter of this year. Production in 
July equaled 17.5 pct of capacity 
and in June it was 18.4 pct. Out- 
put in April and May had been 
over 89 pct and in the first quar- 
ter it amounted to 100.7 pct of 
capacity. 


Woolworth Experimenting With Self-Service 
In New York Housing Development Store 


Executives of F. W. Woolworth 
Co. are watching carefully the op- 
eration of the big chain’s first self- 
service store, with which it is ex- 
perimenting in New York City to 
determine the company’s future 
policy on this type of operation. 
The store is located in the Stuyve- 
sant Town area, the big housing 
development operated by the Metro- 
politan Life Insurance Co. 

It had been in operation pre- 
viously as a regular store but was 


converted to a self-service unit with 
all but three or four departments 
operated on this basis. There are 
checkout counters at the front of 
the store for payment and wrap- 
ping of merchandise. 

The variety chain has been ex- 
perimenting with “self-selection”’ 
of merchandise by customers in 
several units in various parts of 
the country but not on the scale 
of the operation here. 


Department Stores May Not Equal 1951 
Dollar Volume But May Show More Profit 


The outlook is that it will not 
be easy for the average depart- 
ment store in the present spring 
season to equal its 1951 dollar 
sales for the same period, accord- 
ing to Malcolm P. McNair, Lin- 
coln Filene, Professor of Retail- 
ing at the Harvard Business 
School, in presenting the annual 
Harvard report at the meeting of 
the Controllers’ Congress of the 
National Retail Dry Goods Asso- 
ciation. 

“Although industrial output, 
employment and personal income 
are still being maintained at 
favorable rates, consumers are 
still saving at an unusually high 


peacetime figure, ” he said. “Also 
the most recent report of con- 
sumer plans for spending and 


saving indicates that a majority 
consider the present a bad time 
in which to buy big ticket items. 
Furthermore, wholesale prices 
have been trending down for more 
than a year; and retail prices in 
department stores, notwithstand- 
ing their substantial lag behind 
wholesale prices, are now ap- 
parently below the levels of last 
year; hence an increased number 
of transactions is necessary to 
equal last year’s dollar sales. 
Thus, with an accumulated de- 
ficiency to date of 5 pct since 
Feb. 1, department stores will do 
well if they can pick up enough 
volume to break even on sales by 
July 31.” 


“It is possibly still in the cards, 
nevertheless, for many stores to 
make a better profit showing in 
this spring season than in the 
corresponding 1951 period. The 
chief reason for this belief is 
that expenses apparently are now 
under much better control than 
they were a year ago at this time.” 

Professor McNair said that even 
if a recession is in prospect, “it 
does not follow that retail busi- 
ness will fall off to any marked 
extent during the autumn of 1952.” 

“Indeed, on a seasonal basis, 
to judge from the behavior of 
department store sales during 
several past spring seasons, when 
the heavy impact of taxes on top 
of Christmas bills seemed to be 
a brake on consumer spending, 
some fall upturn may well be in 
prospect. Also consumers are 
gradually wearing out and using 
up their stocks of goods, and in 
the meantime many of them are 
getting their liquid savings built 
to a point where they will be 
easier in their minds about spend- 
ing somewhat more liberally.” 


Dollar Worth 55.3¢, 
Lowest in History 


An advance of 0.1 pct in living 
costs during the month ending 
June 15 sent the consumers’ price 
index to a new peak in the month 
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ending June 15, reported the Na- 
tional Industrial Conference Board. 
Purchasing power of the dollar was 
55.3 cents in June (January, 1939, 
dollar as 100 cents). This was the 
lowest value in the history of the 
Conference Board’s index. 

It was noted that June, 1952 
marked the end of the second year 
of war in Korea, a period when 
“the index has moved up almost 
continuously and the story of ris- 
ing prices has become common: 
place.” 

Since January, 1950, the all- 
time index has risen from 162.2 
(January, 1939, as 100) to 180.8, a 
rise of 11.5 pet. In the second year 
of this period prices advanced 3.1 
pet. 
“Clothing and housefurnishings 
prices actually declined, while most 
of the other components showed 
smaller advances than in the pre- 
ceding 12-month period. Thus the 
upsurge of price increases set off 
by the Korean war seems to have 
subsided in one year to be re- 
placed by a steady upward pres- 
sure which has gradually forced 
the index to new highs. 


Automatic Control On 
New Electric Heaters 


Two electric portable space heat- 
ers, known as the Thriftee heaters, 
have been added to the Heataire 
line of Markel Electric Products, 
Inc., Buffalo, N. Y. The models 
are 1,320 watts and 1,650 watts. 
There is an automatic thermostatic 
control and the appliance utilizes 
current only when necessary to 
maintain a desired temperature. 


Hotpoint Adding 
Room Coolers to Line 


A room cooler is being added to 
the household appliance line of 
Hotpoint, Inc., with the introduc- 
tion of new models this fall. The 
item is to be produced for Hot- 
point by the O. A. Sutton Corp., 
Wichita, Kans., which makes a 
similar appliance under its own 
trade name, Vornado. 


New-Type Cleaner 
Shown by Eureka 


A canister-type vacuum cleaner 
has been announced by the Eureka 
Williams Corp. Named the “Roto- 
Matic,” it has a swivel top which 
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FASTER — STRONGER 


Double lead fast spiral, extra deep 
flutes. Positive dust removal. Ruggedly 
supported carbide tip. 


Send for full information. 
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650 HOOVER RO OEROIT 13, MICH @ 5210 SANFERNANDO RO. GLENDALE 3} CAL 


2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 
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Permits cleaning an entire room or | 


area without moving the cleaner. 
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=) to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

ye all sizes com 
pletely refillable. 













Yes, we now bave 62 Assortments 


.. . AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes... . 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Zr 
Shavost Bolt aud S¢#ed Co- a a : 
us i 
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<> MOTOR-DRIVEN 
Clippers... 


FAST, SMOOTH HAIRCUTS LEAD 
TO FAST SALES 


Compact Oster clippers are at home in the 
most inexperienced hands. Cool-running 
universal motors assure economical, de- 
pendable operation. For bigger clipper 
volume, ask your jobber to show you the 
famous line of Oster Clippers. 


HAND CLIPPERS 
for human and animal 
use. A full line of high 
quality models. 





You'll do better with 


JOHN OSTER MFG. CO. 


Racine, Wisconsin © 1952 





|S RES es 


Your CUSTOMERS 


[ AND BUY ~— 


MOORE pusitess 
PICTURE HANGERS 
For hanging mirrors; pictures; 
heavy wall decorations 
—SAFELY 


MOORE pusu-pins 


For drapery and curtain tiebacks; 
lighter wall decorations 





















NATIONALLY ADVERTISED 
MOORE PUSH-PIN CO. 





Since 1900 


113-25 BERKLEY ST., PHILADELPHIA 44, PA. 
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Fall Needs Catalog 
Issued by Supplee 


Supplee-Biddle-Steltz, Philadel- 
phia, has just released to dealers 
its fall promotion piece, a con- 
sumer catalog of “Fall and Winter 
Needs,” a 40-page, 2-color full 
rotogravure booklet. 

The catalog is designed especi- 
ally for the small hardware dealer 
and contains those items which 
are used for fall housecleaning 
and repairing needs. At no place 
does the name of the distributor 
appear, so the dealer may claim 
complete credit in his neighbor- 
hood under his own store name 
which is imprinted on the cover. 

These are furnished by Supplee- 
Biddle-Steltz at production cost. 
Wholesale hardware firms _in- 
terested should contact Distrib- 


Cotter Mid-Summer 
Consumer Circulars 


Cotter & Co., mutual wholesale 
hardware distributor, 365 E. 
Illinois St., Chicago 11, have dis- 
tributed 330,000 Mid-Summer 
Value and Service Days circulars 





stints resent 
" Tet Be BETS! 


to their dealers who will mail 
them in their respective trade 
areas. 

The front page is in three color 
rotogravure and features seasonal 
merchandise at special prices and 
is designed to keep up sales dur- 
ing summer months. 

Included in the circular as a 
special is an 81l-piece dinnerware 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


utors Advertising Promotions, 
Inc., 4300 N. Fifth St., Philadel- 
phia, who created the catalog. 





and glassware set featured at 
terms of $1 down and $1 a week. 
Several electrical appliances are 
also featured so that the customer 
can purchase them on a weekly 
time payment plan. Cotter & Co. 
provides the dealers with time- 
payment forms for their use in 
handling these sales. 





Fire Prevention 
Week, Oct. 5 to 12 


Fire Prevention Week will 
be observed, Oct. 5 to 12. 


Fire losses in this country 
last year reached a record 
high: $731 million. 


Annual loss of life in the 
United States is estimated at 
10,000. 











City Families Spent 
6% More Than Income 


Expenditures of families living 
in cities and towns in 1950 were 
at a new high and amounted to 
about 6 pct more than they earned, 
reported the Bureau of Labor Sta- 
tistics in a new survey of Amer- 
ican spending habits. 

It was estimated that total in- 
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come from all sources after pay- 
ment of personal taxes averaged 
$4,300 in 91 cities and towns. The 
bureau reported that total expendi- 
tures averaged $400 more, or 
$4,700 per family. One of the main 
reasons for the excess of spending 
over income was the buying splurge 
which followed outbreak of the war 
in Korea. 

The bureau noted that the spend- 
ing survey is not complete in mak- 
ing preliminary estimates public. 
It cautioned that its estimates give 
“only broad, general impressions,” 
leaving room for error. 

Fifteen pet of money income in 
the 91 cities went for housing, in- 
cluding fuel, light and refrigera- 
tion. For food and beverages went 
an average 30 pct of income. Auto- 
mobiles, television sets, refrigera- 
tors, other household appliances, 
doctor and hospital bills, tobacco, 
recreation and transportation ac- 
counted for another 52 pct of in- 
come after taxes. 


Expects Hike in Output 
Of Air Conditioners 


An industry output of 400,000 
room air conditioners next year 
was forecast by Harold B. Donley, 
general manager of General Elec- 
tric’s room cooler department. 
This would represent a rise of 
about 14 pet. The industry’s out- 
put this year is expected to total 
350,000, as compared with 250,000 
units last year. 

He said that General Electric ex- 
pected to boost its room air con- 
ditioner business by 35 pct next 
year, in comparison with the in- 
dustry over-all 14 pct rise. He did 
not disclose the company’s produc- 
tion or sales unit figures. 


Private Home Starts 


Increased in July 


The July seasonally adjusted an- 
nual rate of housing starts 
amounted to 1,088,000, reported 
the Bureau of Labor Statistics. 
This compared with a June rate of 
1,063,000 starts. Under an amend- 
ment to the Defense Production 
Act, the government will be re- 
quired to relax real estate credit 
controls if the annual rate drops 
below 1,200,000 for three consecu- 
tive months. This would mean 
that the government would be 
barred from requiring more than 
a5 pet down payment from buyers 
of new homes. 
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PEORIA METAL SPECIALTY Company 





PATENT PENDING 


SELLS 
FOR OnLy’ 2 95 


The newest kitchenware item on the 
market today! This attractive “All 
Purpose” food cover and carrier 
combination was a sensation at the 
Housewares show in Atlantic City. 
An excellent cover to keep pastries 
fresh for days and is an ideal 
carrier for cakes, pies, and hot 
dishes to parties, picnics, etc. Priced 
for volume sales and high profits, 
it has year around appeal and will 
be an excellent holiday item. 


Food 





S56) 





AU Purpose 


Carrier- 


arer- Combination 


Large air tight compartment for 
cakes or hot dishes. High enough to 
accommodate large size angel food 
cakes. May be used as a separate 
unit. 

Separate pie section has tight fitting 
cover, keeps pie fresh and delicious 
for days. 

Pie cover fits snuggly over base 


making a neat single compartment 
for pies or hot dishes. 





Large aluminum tray in beautiful 
color, easy to use, easy to clean, 
makes an attractive serving tray for 
sandwiches, cakes, cookies, etc. 


Order from your jobber now for prompt delivery 
or write direct to 


2501 So. Washington St. 
PEORIA, ILLINOIS 














Di > FORCE TWIST DRILLS 


_—_—_—SsS— 


+ ASK FOR CATALOG . 
DIAMOND EXPANSION BOLT CO., 


Inc. 





DEPT. H.A. © GARWOOD, N. J. 




















Ilis Hardware Age 


Ad. Brought Results— 


“As a Manufacturers’ Repre- 
sentative, getting the HARD- 
WARE AGE is a necessity, 
especially in view of the fact 
that | have secured several de- 
sirable lines through the Ad- 
vertisement | placed in the 
AGE in March. With best 
wishes for your continued suc- 


cess." Sincerely yours, 


A Satisfied Advertiser 








' 








CLEANS OVEN 


NY GREASE Me 





*NO SCRUBBING 


\ k 
nop ay 
¢NO RAZOR BLADES 


*NO STEEL WOOL 
*NO AMMONIA 


Here's the hottest item in mys field! 
EASY OFF, the amazing new oven 
cleaner, is going places fast. Retailers 
across the country are finding real vol- 
ume and profits through our merchandis- 
ing support. Available in two sizes... 
69c...and the big economy size jar 98c, 
Write for details. 


THE WOLCOTT CO. 
955 Asylum Ave., Hartford 5, Conn. 
Ce ee 
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STRATAFLO 


FOOT & CHECK VALVES 
end leakage troubles ... 





save their cost many times 
over in service calls they 


eliminate. Ideal for jet type pumps. 
Write today for Bulletin Number 301. 


order from your jobber 


pS i Sel ie ats 










HANDICRAFT KNIVES * BLADES * TOOLS 


No. 205 HOBBY WORK BENCH 
(size: 20” x 10” x 1542”) — 
with complete selection of X-acto 
Hobby Tools and Knives—List $48.00. 


Every Progressive Hardware 
Store should have a Hobby 
department. 


Retailing from 25¢ to $30.00 





Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 


X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 
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STRATAFLO PRODUCTS, INC.| 
FORT WAYNE 1, INDIANA 
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Promotions 


Manufacturers’ New Merchandising Plans 


Glassware Promotion 


The Glassware Jubilee display 
pennant, shown below, is the prin- 
cipal display piece offered free of 
charge to retailers participating in 
the October retail promotion event, 


BE A SMART HOSTESS 
USE ATTRACTIVE... 





being sponsored by American 
Glasswares manufacturers. 

This year’s Jubilee, to promote 
table, kitchen and cooking glass- 
ware, scheduled from Oct. 6-11, 
will be backed by national adver- 
tising and publicity. 

Pennants come in sets of three 
with a different selling message on 
each. Colors are glossy red, white 
and blue. Two-sided pennants may 
also be split and used for window 
or wall banners, and are 12 by 17 
in. in size. These and other mer- 
chandising aids are available from 
the American Glassware Jubilee 
Committee, Room 1508, 247 Park 
Ave., New York 17, N. Y. 

Manufacturers participating in 
the promotion are: Anchor Hock- 
ing Glass Corp., Bartlett-Collins 
Co., Corning Glass Works, Federal 
Glass Co., Hazel-Atlas Glass Co., 
Indiana Glass Co., Jeanette Glass 
Co., Libbey Glass and McKee Glass 
Co. 


G.E. Lamp Campaign 

The annual fall “Bulbsnatcher 
Promotion” by General Electric’s 
Lamp Division will start on Sept. 
5 with three weeks of concentrated 
national advertising on television, 
radio and in magazines and news- 
papers. 

Statistics compiled by G.E: in 
connection with the promotion show 
that there is an average of 2.4 
empty sockets, or a total of more 


than 100 million, in the 43 million 
wired homes of America. An empty 
socket is defined as one which con- 
tains either no bulb or a burned- 
out one. 

For use of retailers G.E. has 
prepared a bulbsnatcher display 
package containing a window dis- 
play, four color tuck-in cards, a 
price list card, and a four-page 
merchandising sheet with tips 
about tie-in merchandising. 


Jet 99 Program 

The second phase of Universal’s 
“$1,000,000 On the Line” Jet 99 
promotion, started last January, is 
starting with a Life campaign in 
September and_ will continue 
through the fall. Billboards with 
dealer listings will appear in towns 
from coast-to-coast and will be 
supplemented by TV, radio, and 
newspaper. Landers, Frary & 
Clark will sponsor a series of na- 
tion-wide TV spots around the 
Kate Smith Television Hour over 
the NBC network. 

The Jet 99 cleaner will be pro- 
moted with a special trade-in pro- 
gram wherein the customer sets 
her own trade-in value. 

The Health Pac-Kit, consisting 
of four cleansing and germ destroy- 
ing kits plus a hair dryer, with a 
value of $39.98, may be had by any 
consumer trading-in her old cleaner 
for a Jet 99. Universal is also of- 
fering a hassock seat to those cus- 
tomers who value their old cleaners 
at $24.95. 


Cutlery Campaign 
Imperial Knife Associated Com- 
panies, Inc., is preparing a com- 
plete merchandising program to be 
used on its new line of popular 
priced household cutlery called 
“Veri-Sharp” which will _ retail 
from 49¢ to 98¢. This household 
cutlery, made of high carbon stain- 
less steel, has blades that are deep 
frozen to refine the grain structure 
to make a harder, longer-lasting 
edge. The handles are made of 4 
new compressed material called 
“DurOwood” which Imperial claims 
is practically indestructible. The 
merchandising aids will consist of 
new counter display material, win- 
dow displays, information folders 
for dealer salespeople and a full 
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DEPEND ON TURNBUCKLES 
To Save You Money and Time 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 
100 DIFFERENT MAKES 


Single, Double, Triple, 
instantaneous, Multi-Coil 


Send for Catalog iyo. 4 
DORMONT MFG. CO. 
1314 High Street Pittsburgh, Pa 











MEET HANSER'S HUSTLERS! 


feted wy . rich “sales. tarritors 

. - 35 result-producers work- 

ing directly for you, giving you 

Complete Coverage in: 

N ENGLAND STATES; 

NEW YORK (Incl, Metropol - 
JERSEY 


tan area); 
w ARY- 






NE 
PENNSYLVANIA; 
to les, 
‘ARE? D DIST. OF 
co 
and Arlington, Va. 


The HARRY HANSER 
ORGANIZATION 
Manufacturers 


Representatives 
1841 Broadway New York 23, N. Y. 














@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house- 
wares and hardware manufac- 
turers, 

Inquiries solicited regarding 
additional lines. 


SALES 
SAM WEISMAN oncanization 
200 Fifth Ave., New York 10, N. Y. 


Direct Factory Representative 











| people,” 


trade advertising program. Im- 
perial salesmen are showing the 
new cutlery and explaining its new 
merchandising this month. 


“Imperial Veri-Sharp” and “Im- | 


perial Veri-Sharp DeLuxe” 
hold cutlery, as well as a complete 
line of stainless flatware will be 
ready for delivery in September. 


Election Campaign 


Schalk Chemical Co. is capital- 
izing on the public interest in the 
coming election with a promotion 
of ballots and campaign buttons. 
A huge ballot headed “Vote the 
Straight Schalk Ticket” lists 10 
items that make up the line. A 
colorful button, featuring the na- 


tionally known trade character, 
Peter Putter, is headed “I Like 
Pete.” 


Toaster Promotion 


Toastmaster Products Div., Mc- 
Graw Electric Co., announces it 
will soon launch the heaviest ad- 
vertising campaign in the history 
of the company, built around the 
theme “More People Own Toast- 
master Toasters Than Any Other 
Kind.” The campaign will feature 
unsolicited testimonial letters. 

The campaign opens next month 
with full-page, four-color ads in 
the Saturday Evening Post and 


| Look and five other magazines. 


a 3-dimensional 


A merchandising kit for dealer 
use has been-prepared and features 
display in a 
breakfast nook setting. Included is 
a booklet, “Helpful Hints for Sales- 
consumer folders for coun- 
ter or mailing piece, newspaper ad 


| mats and display cards. 


| nounced 


September. 


| homemakers for 
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- | little more than the cost 


-—— "Selling Is Our Business" — 


Silverware Specials 


International Silver Co. has an- 
“table setting specials” 
silverplate lines during 
The specials, which 
the announcement said, are “de- 
signed to meet the need of young 
complete table- 
ware service,” will offer various 
combinations of silverware, stain- 
less steel, china and glassware for 
of the 


for its 


silverware, it was stated. 


Purchasers of a 52-piece chest of | 


1847 Rogers Bros. 
get, for $1 extra, a 42-piece din- 
nerware service for eight. For $1 
extra, a buyer of a 52-piece service 
for eight of Holmes & Edwards 
Inlaid Silverplate will 
24-piece set of quality 
steel flatware. 

(Resume reading on page 15) 


silverplate will | 


receive a 
stainless | 


house- | 





BACK AGAIN! 





SHARON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 


From Sharon, the tine with the talking 
labels, comes once again one of our most 
popular packages—round or fiat head 
stove bolts with nuts already on... at 
no extra cost. For details, ask your Job- 
ber or write us. 


2s 
Shavou Boil and Serta! Co 


BOSTON 10, MASS. 




















A HUNDRED FARM USES MAKE 
Year ’Round Sales 





BURNS * THAWS * DISINFECTS 





Farmers, gardeners, poultrymen, plumbers find 
the Cedarberg Flame Thrower indispensable 
Just the thing for burning weeds along fence- 
rows; killing insects and destroying their breed- 
ing places; disinfecting poultry yards and run- 
ways; thawing out frozen m-chinery. Uses 
kerosene, No. 1 range oil, or tractor fuel. Con- 
sider the advantages of the all-welded steel con- 


struction . . self-contained unit (no hose 
connections) . . . light weight, one hand oper- 
ated . . non-plug ring nozzle generator—an 


advancement over the usual coil type. Designed 
for maximum safety. 3244” length .. . weighs 
8% Ibs.... ret.ils at $19.95. Ask for literature. 


One-hand operations 2'/2 hours per gal. 


MFG. CO. 


533 S. Fourth St., Minneapolis 15, Minn. 





139 














20 sever EfU0Y PROFITS 
\ it UALTYprogye, 
















PUSH BARS 
OFTHE LATEST DESI 


TMMEDIATE DELIVERY 
QUICK TURNOVER 


cnr Sall & 00,,INC. 


DIVISION OF 7 ' 802 W. GIRARD AVE. 100 


TOBIAS PAINT Mfg. Co. | PHILA. 23, PENNA. 3 





*HOUSE PAINTS 
$245 & $1-45 gal. 
*ENAMELS 
$239 gal. 


Write for Color Cards and 
Prices on Full Line 
*NOTE: Prices quoted are deliv- 


ered prices for zone | (within 200 
miles of Cleveland, O.) 


Attention Salesmen: A few choice 
territories still available. 












































Atlanta, G 
3302 EAST 87th ST. 680-84 W. P 


CteeWVE tL A ee 27, Ow t.@ 





Dailos, Texa: 
1712 Lows St 





AUTOWASH 


FOUNTAIN TYPE BRUSH 





RINSE 


AS MORE THAN 


a 50% PROFIT 

































No. 840 No. 8401 
AS YOU ¢ Blended horsehair $ $ 
CLEAN bristles in replaceable = = 
plate. e Aluminum i mt 
handle. @ Rubber pro- 8/4" HANDLE 36” manele 
tective bumper. Write Dept. 145a for more information. 





- . + by Edlund beat FLOUR CITY BRUSH CO. 1501 4th Ave S Minneapolis 4, Mi 
up sales and do a PACIFIC COAST BRUSH CO. 1507 Santa Fe Los Angeles 21, Cali 
better beating job for 
the customer. Nation- ~ " 

| * 9 
ally advertised. | Ce y i le Martin’s 
4 lh Fee - 6 1 a “ 
Replacement guar- i| stasenan SPRAY ag SOUTH PACIFIC 
. antee. 3 fenton pak AMERICA'S FINEST 
25 pmpesciney rege = 2 SHAMPOO SPRAY 
Bos Precision made with flexible 
rubber head with 139 soft, 
natural-rubber bristles. Com- 
plete with “Fits-All” con- 

















j nection and 5 ft. of sturdy The low 
tubing and 2 bright, rust- ; 
less anti-kink springs. Priced intercha 
to sell on sight! today fi 
Individual Full-Color Boxes 
$125 Retail 


BETTER KITCHEN TOOLS 


EXLUND COMPANY BURLINGTON, VT. 


MARTIN RUBBER CO., INC. Long Branch, N. J. 
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“it says MAKE 
MORE MONEY- 
BUY DIRECT 
FROM HER /” 







No Quantity Requirement 
100 Ib. shipments (14 guns) prepaid to your 


door. Less than 14 guns, F.O.B. warehouse nearest 


Atlanta, Ge. Chicago, lil. 
680-84 W. Peachtree St. 341 W. Superior S*. 
SD EBS. BLL ELIE A EEE TEL 








Son Francisco, Collif. 
138 Fourth St. 


Dailas, Texas 
1712 Lows St. 





Saeco S 





YOU MAKE MORE MONEY 


MORE PROFIT 
ON EVERY SALE 
OF THE NEW 


w 1y) 
amester “| 

349 

TUBULAR REPEATING SHOTGUN 



















cwuce =“ VARI-CHOKE” 


The biggest noise in the sporting season and, of 
course, H&R makes it possible! With new 
features and this spectacular low price —$33.95 
— you'll sell Gamester models like wildfire. Be 
sure to stock both the Gamester 12 and 16 
gauge models. Better do it right away! 


H&R’S direct-to-dealer sales plan gives 
you greater profit margin on every sale. 








HARRINGTON & RICHARDSON ARMS CO. 


165 Park Avenue « Worcester 2, Mass. 
Quality Arms Famous the World Over 








§t PAYS 
to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available. Write 


today for huge catalog No. 5258 | 


W. C.- HELLER & COMPANY 
Montpelier, Ohio 
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New LO W COST Store Fixture 








ee IG ee 
| SER dies Increases: 
4... .: i! 


e@ Impulse Buying 
e SELF-SERVICE 


e “Related - Item” 
: Sales 





reste 


proved 


This sturdy FLEXO-SPACE Store Fixture for mass displays has 
adjustable shelves to feature all types of merchandise regardless 
of size or shape. It occupies only 12!/2 square feet of floor space, 
yet you get 50 square feet of selling space. FLEXO-SPACE 
displays four times more merchandise than conventional flat type 
counter. Self-Service sales, Impulse-Buying and Related-ltem sales 
climb sharply. You moke more money immediately and you 
build for the future. FLEXO-SPACE has been tested and proved 
a profit-maker by thousands of retailers. 

ADD SALES CO. 724 COMMERCIAL ST. MANITOWOC, WIS. 


ADO SALES DATE 
724 COMMERCIAL ST 
Manitowoc. wis (PHONE 6605) 


WRITE, WIRE OR 





+ 
' 7 
8 ‘ 
i 
' 
1 PLEASE SEND ME FREE ILLUSTRATED 8 
USE THIS | CIRCULAR ON FLEXO-SPACE store : 
COUPON FOR FIXTURES WITH PRICES ; 
1! NAME 1 
MORE SALES | i 
1 STREET f 
1 | 
! ciTy 1 


Reese eee SS SS SSS SS SEBS SSS SS Seeee 
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MARSHALLTOWN 


Ny 




















REMOVES RUST and STAINS from 
BATHTUBS, SINKS, METALS 
COPPER POTS, RANGES, TILE 















sumer publications W 
tt ns, a 
ring 45,000 ae « COUNTRY 





ae |, leading con 
cove 















| — “Fos . eke 
everybody is talking about CHICAGO —the —— oa Se 
i GUARANTEED \\ *PARENTS. A sournce MONITOR WEW YORK NEWS 
greatest name in roller skates MONEY REFUNDED I i 





NOT SATISFIED 


STEADY YEAR "ROUND 
REORDER ITEM 


Write for details on other sample promotions 
RUSTAIN PRODUCTS, Inc 


240 €.152 St., N.Y. 5) 












WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


More Sales! 
Greater Volume! Bigger Profits! 


PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 


i 


ARISTO-MATS 


See Your Jobber or Write For Your Nearest Distributor 
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Hardware dealers all over the country have discovered that it pays 
to keep your eyes on Hardware Age for ideas and advice that mean 
more money in your pocket. Help on price control problems, new 
merchandising ideas, market news, more new merchandise descrip- 
tions than published by any other hardware magazine, and news 
of other hardware people are just a few of the regular features 
of Hardware Age that have caused more dealers to invest in sub- 
scriptions to Hardware Age than to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magazine 


100 E. 42 St. New York 17, N. Y. 
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(ADVERTISED to YOUR 
Mice-Hating CUSTOMERS 


It will pay you to push Mouse SEED*, . . the modern mice- 
killer, consistently advertised in magazines reaching 
your customers, 

Look at the profit you make! You sell carton of 14 25¢ 
packages of MousE SEED* for $3.50 and it costs you only 
$2.00. You make $1.50 on every 
$2.00. 75% profit! MousE SEED* 
kills usually within 24 hours (not 
several days). “‘A saucer and 
MousE SEED* is all you need.” 
Excellent results for over 50 
years. Insist on MousE SEED* 
—made only by Reardon, 
Order now. If your whole- 
saler hasn’t it, write us, 
giving his name. 


Wholesalers: write 
for complete information. 















Sales-making 

cellophane win- 

dow package. 

*Reg. U. S. Pat. Off. Colorful display car- 
W. G. REARDON LABORATORIES, INC. ton; 


occupies only 
\_ 302 North Main St., Port Chester, N. Y. 5%" x 6% : 


MIDWAY AUGER BITS 


“preferred by all who want 
the best’’ 


HOME WORKSHOP BIT-KIT 


(No. 50-6) 
4/16’, 5/16’, 6/16” 
8/16’’, 10/16”, 12/16” 

















6 BITS 





THE MIDWAY TOOL CO., INC. 
Factory and Sales Office 





















MELVIN, OHIO = a.s0s7 








Your trade will app 





jate the ad 5 


of buying hard- 
ware that hes proved its built-in quality features in actual 
service tests. *« Over fifty years of manufacturing experi- 
ence qualifies these products for the fine prestige they have 
acquired for efficient, dependability. « Specify National for 


Finest basic materials 





every building project, a 

line for serving practically every 
building need. « Send for com- 
plete catalog or illustrated wall 
chart—they're great selling aids. 


Precision construction 
Long, smooth operational life 
Attractive, protective finishes 


\wets| 


Sterling 








Ilinois 


Natic nal, MANUFACTURING COMPANY 
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Fall Sowing Keeps YOUR 
} Profits Growing .;. 














Super- 
Refined 


WHITNEY’S =; LAWN 
is your BIG MONEY-MAKER / 


@ One of your best sellers during the 
fall sowing season is WHITNEY'S 
Super-Refined Lawn Seed. Customers 
who want beautiful, long-lasting lawns 
next spring choose WHITNEY'’S because 
it is low in weed content, high in germ 
ination qualities, and is cleaned and 
re-cleaned. Transparent packages let your 
customers see WHITNEY blends before 
they buy. Powerful national advertising 
and FREE dealer aids keep customers 
coming. Order your stock now. 


WRITE TODAY for FREE dealer aids and price lists 





















Gecenlle 
UGER BITS 


Uniformly fine Solid Center type 
... accurately sized, perfect 

cutting edges for fast, clean 
action. Available with or 
without handy plastic rolls. 


Write for free 
GREENLEE 
Hand Too! Quick 
Reference File 


TOOLS FOR CRAFTSMEN 


GREENLEE 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 








Your most profitable staple fl ee 


The original PLATT ; 
ADJUSTABLE 
FINGER GRIP 





























6 outstanding = 
selling features 


1—Adjusted in a jiffy. 

2—Finished in plated spring 
steel. 

3—Made in 3 popular sizes. 

4—Handsome, self-selling dis- 
play boxes. 

5—Made of spring steel . . . 
holds shape permanently. 

6—Nationally advertised. 


Millions in use for holding: 
V All type of tools—in home and 

factory 
/ Kitchen utensils 

Sporting equipment 
Laboratory test tubes 
Brushes and brooms 
Garden tools 
Rubber stamps 
and hundreds of others 

See your jobber or write 


ARTHUR I. PLATT CO., Fairfield, Conn. 


4<4<<4< 


<< 
seeeenvreanaeaae es 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 
Set solid, maximum, 50 words....... ov 
ch additional word........... 
Positions Wanted 
(Special Rate) set solid, maximum, 
50 words . voue 


Allow Seven Words for Keyed Address 
or Your Address 








Each additional word .........  .05 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published every other 
Thursday. Classified forms close [5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
















stamps. 








Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








AGGRESSIVE 
REPRESENTATIVES 
WANTED 


California's largest and oldest plastic mfr. 
expanding its Houseware, Giftware and 
Decorative Hardware Lines. Lines now sold 
to major chains and wholesalers nationally. 
New product design and active sales pro- 
motion program an integral part of our 
planniag. 

Openings for well estab. Mfrs. represen- 
tatives calling on Hardware and Variety 
Jobbers, Chain Stores and Dept. Stores. 
Commission basis. 

The following important territories open: 
New England Stotes, State of New York (out- 
side of metropolitan N. Y. area), West 
No. Central States, So. Atlantic States, 
West So. Central States, State of Texas. 

Send full particulars regarding territory 
covered and lines now being handled. Com- 
pany representative will arrange for per- 
sonal interview. 


ELDON MFG. CO. 


1010 E. 62ND ST. 
LOS ANGELES 1, CALIFORNIA 











SALESMEN WANTED 
To sell retail hardwore stores embossed (ralsed 
letter) metal signs, such as NO HUNTING, 
NO TRESPASSING. Also reflectorized house 
numbers. Write 


STELLO PRODUCTS CO. 


Hutchinson, Kansas 











TOOL SALESMAN 


Experienced man te call on retail hardware and sur- 
plus stores for long established distributor earrytn 
leading lines ef competitively priced electric 
tools. Must have car and following and not be 
afraid od samples. Very high commission—Protected 
es. 


territor 
ATLAS WEST CORP. 





60 Warren St. New York 7, N. Y. 











SALESMEN WANTED—MANUFACTURER 
OF GARAGE LAMPS AND EXTENSION 
CORDS, requires representation in most territories 
contacting Hardware and Mill Supply Whole- 
salers. Commission basis, Advise lines now carri- 
ed. Address Box A-749, care ot HarDWare AGE, 
100 East 42nd Street, New York 17, N. Y. 


EXCLUSIVE PROTECTED TERRITURLES 
open for agents calling on hardware distributers, 
dealers and plumbing supply houses. Nationally 
advertised faucet washer replacement material. 
Unique demonstratiun sells 8 out of 10 on nrst 
call. Address Box A-680, care of HarpwarE AGE, 
100 Fast 4?nd Street. New York 17, N Y 


PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
firm. Sell to Hardware Stores and Plumbing 
Contractors, Choice (protected) Territories Open, 
Commission. Replies confidential. Box A-740, 
care of Harpware Aceg, 100 East 42nd Street, 
New Vork 17. N Y 

REPRESENTATIVE WANTED, Hardware 
and Housewares Field to handle additional line 
ef Aluminum Household and Freezer Foil. All 
territories open. Write P. O. Box 5128 Hillside 
Station, Bridgeport, Conn. 
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FASTENER SALESMEN TO CALL ON 
JOBBERS and manufacturers. Territories open 
are Nevraska, Kansas, lowa, Missouri, and 
Southern Illinois. Protected territury. Commis 
sion. Nationally known manufacturer. State tull 
details first letter. Prefer young men who will 
sell exclusively for us as can make gvod incosuc 
Address Box A-754, care of Harpware AGz, 1U0 
East 42nd Street, New York 17, N. Y. 





WANTED: Representation in the states of 
Oregou anu Washington. Wide-awake, alert manu- 
facturers’ agent to sell to the wholesale hardware 
trade tast growing line of high speed drill bits, 
masuury bits, carbon drills, wood bits, auger 
uits, etc. Commissions should average at least 
$1,000 per mouth. Write CENTURY DRILL 
AND TOOL WORKS, 311 South Green St., 
Chicago 7, Illinois. 


BLiiweKS HARDWARE SALESMEN— 
Mauutacturer of complete line of Murtise, | ubu- 
tar anu Cylindrical locksets has a tew chuice 
protected territuries open for live-wire men on 
commission basis. Line is nationally advertised. 
Dtate territory covered, lines handled, Reter- 
ences. All replies conndentual. Bux A-737, care 
vf Harvwake AGE, 100 East 42nd Street, New 
York 17, N. Y¥. 


SPSTATE NEW YORK sales representative 
needed by manufacturers agency with top-notch 
garden and tool lines because of expanded cover- 
age. Tell us your story, trips, qualilications. 
Address Box A-785, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 


SALESMEN WANTED, main or side line 
Hardware Specialties, items are Terrific Account 
Openers. Call on Retail Hardware Stores, De- 
partment Stores and Lumber Yards. 10% com- 
mission and bonus. Exclusive territories. Write 
Box A-781, care of Harpware AGE, 100 East 
42nd Street, New York 17, N. Y. 


WALL PAPER— AGENTS WANTED for 
well-known nationally distributed line. Protected 
territories open in New York, New Jers-y, Dela- 
ware, Pennsylvania, Maryland, Washington, D. C. 
Established salesmen wanting a strong si le-line 
would be considered, Address Box A-777, care cf 
i Ac, 100 East 42nd Street, New York 
17, N. Y 


SALES REPRESENTATIVES for Long 
Island, Connecticut, New Jersey areas, covering 
Hardware, Garden Supply, Nurseries, Feed & 
Grain Dealers, Department Stores. Complete new 
line Trellises, Arbors, Picnic Furniture, Fences. 
Lawn Signs, Garden Rakes, Post Lanterns, 
Novelties, etc. Liberal discounts and commissions 
—inguiries invited. AMALGA MANUFACTUR.- 
os CO., 231 Long Beach Rd., Island Park, 


























SCREWS—NUTS 


FASTENINGS Company with nation- 
wide distribution of top-grade Domestic 
Machine Screws and Nuts, Wood- 
Screws, Stove Bolts, etc. now has open- 
ings for High Calibre Representatives 
calling on Mill Supply, Wholesale 
Hardware, Large Retail Outlets and 


Industrials. FULL TIME OR TOP SIDE 
LINE. Give complete details of past 
experience, territory covered, lines 
handled. 


Address Bex A-769, care HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 























CALIFORNIA, ARIZONA, & NEVADA 
MANUFACTURERS’ REPRESENTATIVE 


with extensive following and hard hit- 
ting sales organization has opening for 
good Hardware or Houseware line. All 
replies confidential. 

Address Box 761, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 














Accounts Wanted 








MANUFACTURERS 
LINES WANTED 


s fact s Agency. 

Twe Men; Thoroughly Cover Ohio 

Call on All Jebbers and Chains 
Want Additional Line 


Write to: CAM NORTON COMPANY 
2725 DERBYSHIRE ROAD, CLEVELAND 6, OHIO 
ey 


SPECIALISTS 


Selling the Hardware Jobber only. 
Territory, Midwest, Ohio and Kansas. 
Twenty years' Experience: maintain two offices, 
close coverage. 
Have room for one or two more lines to this 
mae A-782 HARDWARE AGE 

-782, care 

net eet sand Street. New York 17, N. Y. 

















| 
| 





CAN HANDLE ONE ADDITIONAL LINE 


Aggressive, well rated father-and-son team covering 
all jobbers and important retailers in Illinois, Wis- 
consin, lowa. Qualified in selling Housewares, 
Hardware, Tools and Paint Specialties. 


Write: Suite 3516 
20 North Wacker Drive, Chicago 6, lil. 

eee 
Established Manufacturer's Agent covering 
Minnesota, Wisconsin and Iowa desires one 
er two additional major lines. Calling on 
wholesale hardware and Paint, Housewares, 
Janitor and Industrial Supply companies. 
Thorough coverage assured. References. 

Address Box A-780, care HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 














WELL ESTABLISHEY MANUF ACI URERS 
AGENCY, with ample eapecricnced manpower 
can use one or two nwre lines fur the Wholesale 
Hardware and Building Material Jubbers ™ 
Texas, Louisiana, Oklahoma, Arkansas, Mis 
sissippi, Alabama, Tennessec, Kentucky and the 
Cities of St. Louis, Mo. and Wichita, Kans. Re 
ply to Box A-739, care of Haxuwake AGE, 106 
East 42nd Street, New York 17, NY. 


HARDWARE SALESMEN UR MANUFAC 
TURERS AGENTS. Experienced only. Own cat. 
Good following. Store fixture, furniture manu 
facturers and cabinet shops. Good ojportunity with 
New York manufacturer and whwlesale jobber. 
Protected territories, Write in full detail. Ad 
dress Box A-401, care of Harpware AcE, 100 
Fact 42nd Street. New York 17. \ \ 





— 





LINE WANTED—Factory representatives 00’ 
ering Hardware and Housewares. IIinois, Ind 
ana, Wisconsin, Michigan, Ohio, Missouri, low, 
Minnesota. All or part. Line for Sears, Wards, 
Butlers, Western, Hibbards, Belknap, Fields. 
May and premiums, Universal Sales Company. 
1044 W. Randolph St., Chicago, Illinois. 
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Accounts Wanted 


Accounts Wanted 


Business Opportunities 





MANUFACTURERS’ REPRESENTATIVE 
traveling Calitornia and Arizona desires one addi- 
tional line. Calling on wholesale hardware, plumb- 
ing, electrical and industrial supply jobbers. Hand 
and pertable electric tools preferred, but other lines 
will be considered. Address Box A-774, care of 
Harpware Acg, 100 East 42nd Street, New York 
mw, WN. Se 





RBPRESENTATIVE FOR 80 YEAR OLD 
manufacturer of major hard line wants to rep- 
resent anether established manufacturer of volume 
hardware or sporting goods line sold direct to 
hardware retailer. Have covered Kansas and 
Oklahoma for 2% years. Firmly established. Will 
supply reference. Acldress Box A-784, care cf 
oes AcE, 100 East 42nd Street, New York 
ow. MN. Be 





ONE OR TWO ADDITIONAL VOLUME 
LINES desired by manufaturers’ representatives 
with main office in Boston, Mass. We cover New 
England and olier steady, experienced coverage vf 
retail hardware and building supply yards and 
wholesale hardware and building supply firms, Ad- 
dress Box A-752, care of HarpwarE AGE, 100 
42nd Street, New York 17, N. Y 





MANUFACTURERS’ AGENT desires one ad- 
ditional line to sell Hardware and Mill Supply 
Jobber and large Hardware Dealers, in Philadel- 
phia, Eastern Pennsylvania, Central and Southern 
New Jersey, Delawate and Maryland. Have a 
well established trade—cover this territory in 
auto—can furnish excellent reference. Address 
Box A-773, care of Ilarpware Ace, 100 East 
42nd Street, New York 17, N. Y 





NATIONAL DISTRIBUTUKS 
Established—Reliable Axgressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York © Philadelphia @ Detroit 
Cleveland © Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references 














CANADIAN REPRESENTATIVES 


Representing several nationally advertised lines, seek 
widitienal lines. Excellent connections with ail 
hard and in Canada. Sales 
‘Mces are located in Montreal. Wareheuse facilities 
are available. 


Address Gox A-728, care of HARDWARE AGE 
‘Ou East 42nd Street, New York 17, N. Y. 

















WELL RATED LINE with good potential 
wanted by a man experienced in all branches cf 
selling. Can assure capable coverage in the New 
York Metropolitan area, New Jersey. and Long 
Island. Hardware and Paint trade. Calling cn 
‘obbers, departments, and dealer trade. Address 
Box A-783, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 





FACTORY REPRESENTATIVE WANTED 
to sell quality lines of Imported Hinges, and lines 
af fine Imported Woodscrews and Bolt products. 

commissions. Please write stating territory 
desired. Also. list current references and_ lines 
handled. Items listed to be offered as follows: 
Hinges to wholesale hardware and lumber and 
mill work companies; screws and Its to manu- 
facturers; hardw:tre and mill supply companies. 
Address Box A-778, care of Harpwarr AGE, 100 
East 42nd Street, New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
SEEKS ANOTHER GOOD LINE for the New 
York Metropolitan area. Have been selling the 
hardware and houseware jobbers for the past 15 
years, Can suprlv hest of references from both 
jobbers and factories. Address Box A-765, care of 
-—e Ace, 100 East 42nd Street, New York 
gis Ye 





EXPERIENCED AND WELL QUALIFIED 
HARDWARE MAN desires position as store 
manager or as direct factory representative. 
Have had 25 years’ management experience with 
independent, chain and building supply stores. 
handling builders’ hardware, tools, paint, build. 
ing supplies. housewares and related merchan- 
disc. Address Box A-759, care of Harpwarr 
Ace, 100 East 42nd Street, New York 17, N. Y. 





FACTORY LINES WANTED. Will sell to 
distributors and retailers. Newly formed sales 
company with over 100 vears’ experience in whole- 
sale hardware, gifts and plumbing and _ heatinng 
field. Territorv—North Central States. For best 
type of representation, write Box A-766, care of 
eae Ace, 100 East 42nd Street, New York 








MANUFACTURERS’ REPRESENTATIVE 
with complete coverage in Hardware and House- 
wares trade seeks two additional quality lines 
for the states of California, Oregon, and Wash- 
mgton. Best of references furnished. Address 
Box No. 392, Walnut Creek, California. 





od CAN USE AN ADDITIONAL HAND 
TOOL LINE, imported or domestic in the follow- 
ing area: Fastern Pennsvivania, Southern New 
Jersey, Delaware, Marvland and the District of 
umbia. Best of references. For the best type 
Tepresentation write Box A-589, care of Harp 


Help Wanted 





_NFW YORK HARDWARE JOBBER, member 
National Wholesale Hardware Assoc. distrib itor 
vf nationally branded lines of hardware and tools, 
have openings in Westchester county, Connecticut, 
New England and upper New York state. Excel- 
ent opportunity for immediate earnings for estab- 
lished hardware salesman with a following. Com- 
~~ Belf & Lustig, 23 Park Place, New York 
Io He Ee 





Positions Wanted 





EXPERIENCED BUILDERS HARDWARE 
MAN, manufacture sales, 17 years in and out 
side, now employed, 39 years old, family man, 
located in Chicago, Familiar phone, pricing and 
general office. Desires position with opportunity 
and future in hardware or affiliated line. Will 
relocate if attractive in midwestern state. Address 
Rox A-775, care of Harpware AGz, 100 East 
42nd Street. New York 17. N. Y. 





POSITION WANTED. I wish to hear from 
manufacturer or distributor who needs a Capanle 
sales Manager or Sales Executive. Am thoronzhly 
experienced in all phases of sales an! business 
management. Write Box A-772, care of HaRnware 
Ace, 100 East 42nd Street, New York 17, N. Y. 





Business Opportunities 





HARDWARE STORE in central Pa. indus- 
trial citv of 90.000. Located on main thorofare; 
stock well balanced, best brands. Complete ‘ine 
of hardware, plumbing supplies, hunting & fishing 
equipm-nt. Only franchised outboard motor deal- 
er. Paints, tools, and light appliances. | icht 
machine and lawn mower shon. Sold with or 
without brick store building with 7 room apart- 
ment Private parking lot adjoining store. Two 
separate warehouses in rear. Average gross in- 
eame $40.900. Reason for selling—settlement of 
estate. Terms or cash. Write Box A-776. care of 


FOR SALE BY OWNER: Hardware Store 
in East Central Alabama. Population of city, 
5500 located at intersection of highways 37 and 
62. Textile and agricultural area. Approximately 
$25,000.00 stock and fixtures about four years 
old. No hard stock. Located on Main Street 
Reasonable rent. Reply to Box 'A-770, care_ of 
Harpware AGE, 100 East 42nd Street, New 
York 17, N. Y 





FOR SALE—controlling interest in Hardware 
Company operating two stores, sales over two 
hundred thousand per year. Each store located in 
good towns within 25 miles of each other. Address 
Box A-771, care of Harpware AcE, 100 East 
42nd Street, New York 17, N. Y. 








FOR SALE #aroware 


STORE, ESTAB- 
LISHED OVER 30 years with a full line 
of all types of tools and a very large 
staple stock for builders and plumbing 
trades. Selling on account of sickness. 


Address Box A-760, Care cf HARDWARE AGE 
100 East 42nd Street. New York 17, N. Y. 














GARDEN EQUIPMENT AND HARDWARE 
BUSINESS several top Exciusive franchises, 
2 story outstanding store room and warehouse 
with Apartment on 3 lane highway outside city 
100,000 pepulation, eastern Pennsylvania, 75 
miles from New York, 55 miles from Philadel- 
vhia, sell at inventory due to health. Address 
Box A-742, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 








CLOSE-OUT 


All Dies and Tools to make several 
sizes of Mail Boxes for Residence and 
Apartments. 

Also, Dies and Tools to make several 
standard Dust Pans, as well as Toy Dust 
Pan and Radiator Humidifiers. 
Original Cost $20,000. Will sacrifice 
at a Low Price. 


Write for further details 


HARDWARE PRODUCTS, INC. 


806-812 N. 6TH ST. READING, PA. 

















Bewildered ?? 


. ».* - then read ° ° ° ° 
WASHINGTON NEWS AND VIEWS 
on page 10 of this issue. Here are 


accurate, authentic, easy-to-under- 
stand reports on the latest develop- 
ments in Washington affecting hard- 
ware dealers. This helpful feature in 


each issue is another reason why 
HARDWARE AGE is the No. 1 choicé 
of hardware dealers throughout the 


nation. 








N'Y Acz, 100 East 42nd Street, New York 17. 
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FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Hits 


Se 


rousnes PORTABLE cas 
ELECTRIC os 
onnoens os TOOLS 


The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your B&D UTILITY Distributor 









QUALITY TROWELS 


DEAROSA 


TROWELS & HAWKS 






Made Right 
Priced Right! 
QUALITY 
GUARANTEED! 


DEAROSA aueeacren: €O.,INC. 

: Wome Office — M1. Vernon, New York 

Ee Me. ne 74 Murray Street 

: Chicago 6, Hi ee New Lore FON: XY: 

Wiile os tor name of Nearest: =~ 
Sales Representative 





















Contains Mutton Tallow 
STOP BELT SQUEAKING, SLIPPING 


Canova -Lastic 






































Waterprestng 
. CANVAS ee 
VENTS Gra Boalic 
E 
Pure homogenized TARPS rue 
Neatsfoot Oil. Wa- BRIC “ , 
terpreefs, preserves CEMENT 1 
leather, boots, shees, TON 
saddies, luggage. 00 
| 
Liquid Saddle Soap | Dist. by 
SOFTENS av PRESERVES Animal Shampoo | Wholesale j 
earwer Animal | Hardware, 
NEATSLENE CO. Hairdressing | Sport, Drug 
Ow ann wane Neatsione Harness | and Saddiery 
ol Houses 
a Med NEATSLENE CO. 
Omoahe 8. Roy W. er pee 











EXACT LEVELS 


¢ Most Complete Line of Aluminum & Wood Levels 
© Finest Construction, Precision and Eye-Appeal 
© Competitively Priced © Fully Guaranteed 











ECONOMAT ALUMINUM LEVELS 
18", 24", 28", 30" 
Write For Catalog On EXACT & ECONOMAT Lines 








INC. 


EXACT ae Tool } 
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f.0.b. Ashland 


LOM NBARD, 32 Main St., ASHLAND, MASS. 






Parts for 
HURRICANE Power Mowers 
Always Available 





Dept. H-A 


A Complete “Parts” Stock 
Brings Steady Sales! 


Hurricane Rotary Power 
Mowers never become obso- 
lete! Each new, improved 
part is made to fit any Hur- 
ricane ever built! Because of 
normal wear and breakage, 
owners will need replace- 
ment parts. By offering 
Hurricane parts and service, 
you'll monopolize this repeat 


NATIONAL METAL PRODUCTS COMPANY, INC. 
2722 Cherry St. Kansas City 8, Mo. 





business. Money-wise dealers 
all over the country are bring- 
ing in additional income from 
parts and service business. 
You can too! Write us for 
details. 





TU-WAY 


Sa@ieee BELT LACER 


Safety belt lacing is ensy 
te apply with any stand- 
ard make belt lacing 
machine, lacer, or it can 
be applied with a ham- 
mer by using the inex- 
— Safety Tu-Way 
r. 


Safety’s patented binder 
bars hold every hook in 
exact alignment, lap 
snugly over belt ends and 
prevent fraying. 


SAFETY 
BELT-LACER CO. 


5390 N. ——. + 
CHICAGO 30, U A. 





















Immediate 
Delivery 


For Cartridge or 
Bulk Compound 


Precision made for longer life 
and better results. ¢ All work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 
caulking materials—handles light oils. © Posi- 


Sold wit 
es ’ tive ratchet drive. © Threaded nozles—no 
LIFETIME bayonet joints to come loose. * Three populor 
GUARANTEE sizes—6!/2", 10" and 15". List prices—$6.50. 
$7.50, $8.50. Write for discounts. 


WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 
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CARPENTERS err Ls ~ hea 
oC ise acunmeon ORIGINATED 1896 AND ALUMINUM ae by 
. MAYES GUARANTEES ACCURACY, SERVICE 


ASK YOUR DEALER *AND DURABILITY - CATALOG FOR 
FOR 


maves ros MAYES BROS.TOOL MANUFACTURING CO..Inc. PorrAustin Mich. 





the home-owners 
gun... designed to 
meet contractor 


sce agaman oll a Designed 

| Manufactured 

taal Home owners | 5 and Patented by 
m everywhere are buying be | 2 Scintilla, Ltd 


and using this low-priced, compact Caulking Gun! ax X! — 
It’s a bear for wear, and so easy to operate. SAWS ; a since 1944 
No cleaning required when used with CALBAR Mm ° 2" Hard or O14 & SomiclOP Lite 
“Hole-in-Top” Cartridges . . the compound | Soft Wood VicT9 Taro rin incioa ia 
never touches the inside of the gun. im 66° Curves of R ” 
All Types 


e Insertions 


CALBAR PAINT & VARNISH CO. e Plastics 


ILLINGS BOOTH 26-27 


Write today for full information 








2612-26 N. Martha Street * Philadelphia 25, Pa. 
NATIONAL HARDWARE SHOW 
MOHS 34YVMGYVH IVNOILVN 


£E-97 HLO08 














SEINE DOMES OF SILENCE e=* 


SELL ON SIGHT when these attention-compelling con- gap 


SIZES 
— box or card are = gee on counters. Genuine DOMES = 1% 1% % 


One \ 

Tuan OF SILENCE glide softly, silently. smoothly 
over all flooring; saves floors and furniture. For 
years the favorite with houseowners and furniture 
manufacturers. 


Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC, 
35 PEARL STREET NEW YORK CITY 
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